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Leader has always worked towards the finest in fluorescent 
lighting, excellent workmanship, careful design, accurate 
engineering . . . for New Horizons in fluorescent lighting. 


In the latest Leader success, the New Horizon Series, you 


will find Leader quality throughout; plus new streamlining 


and simplicity made possible by Slimline Tubes. 


The New Horizon Series are trim, compact, streamlined; 


they lend themselves to modern trends of architecture and 
especially long in-line continuous run installations. 

The New Horizon Series feature the new Slim-line F961T8 
tubes and are manufactured for both Industrial and Com- 
mercial installations. There is a Leader Representative in 
your area with complete information on the New Horizon 


Series. 


Distributed only through the better electrical wholesalers. 


LEADER ELECTRIC MANUFACTURING CORP. 


6127 NORTH BROADWAY =.- 


WEST COAST FACTORY 


CHICAGO 40, ILLINOIS 


* 


2040 LIVINGSTON STREET, OAKLAND 6, CALIF. 



































ELECTRICAL WHOLESALERS: Advertisements similar to this are 
appearing in magazines having a circulation of over 200,000— 
going to men who specify or buy fuses. 





—— When an 
Economy Renewal Link goes 
“Out”, The Cartridge and 
Electrical Equipment are “SAFE” 








When you install Economy Fuses with 
Economy Renewal Links, you can always 
feel safe in the knowledge that in case 
of a “short’’ or a heavy overload, only 
the inexpensive Renewal Link will be 
“Sacrificed’’. Under harmless overloads, 
the Renewal Links do not blow. 

In either case, there is a saving of many 
dollars which might otherwise have 
been lost in fuses, damaged equipment 

or plant shutdowns. 
There is a “first-cost’” saving, too, as 
Economy Renewal Links... pioneered 
and developed by ECONOMY...cost but 
a tiny fraction of the price of a complete 
fuse and are quickly and easily replaced. 
“Time-Tested’’ ECONOMY Fuses last 
much longer because they are rugged, 
precision-built to withstand blows, wear 
or corrosion. To get lasting Economy, 
install Economy Fuses. 









































































Cartridge Type 


0-600 Amps. 250 Volts 
0-600 Amps. 600 Volts 











Plug Type 
3-30 Amps 125 Volts 








SOLD THROUGH JOBBERS EXCLUSIVELY 


- * SJNCE 1911. First to be approved by Underwriters’ 
\\ = proteoolom Laboratories. 





<a Se — ECONOMY Representatives in All Principal Cities. 
a : , 
2717 Greenview Avenue, Chicago 14, Illinois 1860 
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Let Charlie M’Carthy help you 


MOW EM DOWN 
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Use this new Bergen-McCarthy display to cash 
in on G-E’s greatest Bulbsnatching Campaign 


How’d you like to have Charlie McCarthy selling lamp 
bulbs for you? Well, here’s your chance! 


Right now the General Electric Lamp Department is 
mailing to dealers an eye-catching, full-color display 
featuring the irrepressible Charlie and his famous 
mouthpiece, Edgar Bergen. This gives you a direct 
point-of-sale tie-in with G-E’s greatest bulbsnatching 
campaign, now in America’s favorite magazines. 
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General Electric is also mailing 
to dealers this gay lamp basket 
display, featuring ‘Charlie the 
Bulbsnatcher”. Whichever dis- 
play your dealers use, it lets 
folks know they’re headquar- 
ters for the lamps that are con- 
stantly improved by G-E Lamp 
research to Stay Brighter Longer! 
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This full-color Bergen-McCarthy 
bulbsnatching ad appears in 
Life, Sept. 16; Collier’s, Sept. 14; 
Saturday Evening Post, Oct. 20. 
Note how the display ties in! 


The ads are full-page, natural color stoppers, present- 
ing some of Hollywood’s top comedy talent—Fred 
Allen, George Burns, Gracie Allen, Groucho Marx, as 
well as Bergen & McCarthy—in a mirthful series of 
bulbsnatching situations. While Mr. and Mrs. America 
are chuckling, they’re being reminded to buy G-E 
Lamps to fill those empty light sockets! 

Yes, consumers are pre-sold on G-E Lamps before they 
go shopping. But be sure your dealers use that new 
Bergen-McCarthy display to clinch the sale. With 


Charlie’s help, you'll mow ’em down! 














A NEW 4-POLE 
THERMAL MAGNETIC 
TRIP 


MULTI-BREAKER 





Trips instantly 


on short circuits 
but holds on 
harmless over- 


loads The’ popular MO » 


2-pole Multi-breaker 
now increased 
to 4-pole range 


Calibrated for 
the new National 
Electrical Code, 
wire ratings 15, 
20, 30 ampere 





2-WAY PROTECTION FOR CIRCUIT WIRING 

The magnetic trip functions in 1 /50 to 1/100 0f a sec- 
ond even on minor short circuits. This magnetic 
trip feature is combined with the time-tested ther- 
mal bi-metal element which provides time-delayed 
tripping on moderate overloads. 

The MO4 MULTI-BREAKER is compact (5’’x7'’) having 
4 single poles with circuit ratings of 15, 20, 30 am- 
peres. Either top or bottom poles can be converted 
into a double pole circuit by inserting a handle tie 
bar furnished with the device. 

MO4 MULTI-BREAKERS are available for flush or sur- 
face mounting. 

Electrical Contractors will find ready use for MO4 
MULTI-BREAKERS in GI homes, farms, prefab homes, 
barns, stores, office buildings, factories, schools, shops, 
or any other place where circuit wiring protection is 
needed. BE FIRST TO SHOW IT TO YOUR CUSTOMERS. 

















TYPE MO4 


AVAILABLE NOVEMBER 1, 1946 





FOR COMPLETE DETAILS, WRITE FOR BULLETIN 4100. ADDRESS 
SQUARE D COMPANY, 6060 RIVARD ST., DETROIT 11, MICHIGAN 





DETROIT 


SQUARE J) COMPANY 


MILWAUKEE ° LOS ANGELES 
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| BACKING UP YOUR SALESMAN... 


Always a consistent advertiser to electrical 
contractors, architects, and electrical main- 
tenance men, Steel and Tubes Division con- 
tinues to reach your customers with this 
and similar advertisements, appearing 
regularly in ELECTRICAL CONTRACT- 
ING, ARCHITECTURAL RECORD and 
ELECTRICAL EQUIPMENT NEWS. 
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ELECTRUNITE E.M.T....THE ORIGINAL LIGHTWEIGHT 


Because ELECTRUNITE 


E.M.T. (Electrical Metallic 
Tubing) is threadless—requir- 
ing no excess metal to act 
os a base for thread-cutting 
—its weight is less than half 
that of ordinary threaded- 
type conduit. Hence it is 
easier to handle . . . helps 
to take the "'arm-ache"’ and 
“back-break"’ out of over- 
head line installations. 





RIGID STEEL RACEWAY...SIMPLIFIES INSTALLATION 
PROBLEMS...SAVES TIME AND WORK ON EVERY JOB 


Just as modern industrial plants need modern 
electric wiring circuits, so, too, do they need 
dependable, modern protection for those 
circuits... protection in the form of Republic 
ELECTRUNITE E.M.T.— the streamlined 


wiring raceway. 


With threadless ELECTRUNITE E.M.T., 
dirty, tedious thread-cutting is a thing of the 
past... replaced by up-to-date, simple com- 
pression-type fittings. Quickly tightened with 
wrenches or pliers, these fittings create strong, 
water-tight joints which will not work loose 
under vibration. 


Weighing less than half as much as ordinary 
threaded-type conduit, ELECTRUNITE 
E.M.T. is easier to bend, and easier to handle— 
especially in cramped, hard-to-reach locations. 


‘et, because it is made from tough, cold-rolled 
steel, ELECTRUNITE E.M.T. meets Under- 





s- writers’ Laboratories requirements for ade- 
> quate mechanical and electrical protection 


...and is approved by The National Electrical 
Code for exposed, concealed and concrete 
slab construction. 


That’s only part of the story. For complete 
details about the many advantages of modern 
ELECTRUNITE E.M.T., see your nearest 
ELECTRUNITE Distributor, or write to: 


REPUBLIC STEEL CORPORATION 


STEEL AND TUBES DIVISION e CLEVELAND 8, OHIO 
Export Department: Chrysler Building, New York 17, N.Y. 
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COMPLETE SELECTION OF 
INTERCHANGEABLE 
ACCESSORIES 


Any GUTH Troffer accomodates 
Eggcrate Louvres, “Ceiling 
Bright” Louvres, Cross Baffles, 
or Glass Panels. Accessories 
may be added or changed a? 
any time. 


GUTH Fluorescent Troffers repre- 
sent the culmination of more than 
40 years of experience in good 
light engineering. GUTH Troffers 
are adaptable; suitable for use in 
schools, offices, stores, public build- 
ings. GUTH Troffers are versatile; 
can be used with any ceiling sur- 
face singly, end-to-end, or in “pat- 
terns of light” for thrilling illumi- 
nation beauty. GUTH Troffers are 
easy to install; built as completely 
assembled lighting units. 


You should know more about 
GUTH Troffers. Write today for 
full details. Production restrictions 
limit deliveries, but GUTH Fluores- 
cent Luminaires are worth wait- 
ing for. 
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All-in-One Construction 
SIMPLIFIES INSTALLATION 


Assembly is done at the fac- 
tory—not on the job! K. O.’s af- 
ford continuous wire-way, and 
removable re- 
flectors give 
access to wir- 


ing & ballast, 
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This reproduction of a current industrial magazine advertisement 


contains valuable information for wholesalers and their salesmen 





CARTRIDGE FUSE 


CONNECTIONS MAIN BUSBARS 






FUSE 


WIRE 
TERMINAL 
SCREWS 


ig 2 P. TOGGLE 
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SECTIONAL UNIT COVER MADE IN VARIOUS COLORS a 


omnNI-BUS 6 p. TOGGLE 
FEATURE 























SWITCHES 


PLUG FUSE 

\ CONNECTIONS 
» & WIRE 
TERMINAL 
SCREWS 


MAIN LUGS 


Actual photograph of a compos- 
ite SUPERBA Unit illustrating 
Flexibility and Accessibility 
for inspecting, replacing or 
interchanging Toggle Switches 
Fuse Connections or Bus Bar 
arrangements without remot 


or 
ee 
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6 FEATURES ... the secret of adaptability (7.70.2):.2. 


Many a panelboard has been put out to pasture because 
it couldn’t meet the challenge of changing electrical 
conditions. 

But you need never worry about obsolescence when 
you install BullDog SUPERBA. There are six separate 
features of design and construction to insure complete 
safety, peak performance, unusual convertibility, easy 
maintenance and long life. Look them over: 


Toggle Switches: Sturdy construction to withstand abuse . . . positive 
operation . . . quick make and quick break. 


Switch and Fuse Safety Interlock: Doors over fuse compartments are 
interlocked with toggle switches so that fuses are always ‘‘dead’’ when 
accessible, although fuses can still be tested in circuit. 


- 2 
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age rr St aad systems: 
: , any of these ; 
SUPERBA is adaptable to ison System 





4 AC or DC Ed 
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= ghee to Single Phase 
4 125 V. 2-2 Wire. 
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Fuse Ejector: In cartridge fuse type. Just a flip of the finger ejects the 
cartridge fuse with safety and convenience. 


and balancing of load on the phases, after the panel is installed and 


4 Omni-bus Construction: Permits ready change of voltage and phase, 
without removal of door or trim or disturbing branch circuit wiring. 


compartments, preventing flash-overs and localizing trouble from short 


5 Isolation Compartments: Bus bars, fuses and switches are in separate 
circuits or defective fuses. 


Smart Styling: Surface or face plates of bakelite have a curved design 
with a variegated grain finish, lending beauty and symmetry to the 
panel's appearance. 


Check these six advantages of SUPERBA Panelboards, 
and write for complete details on this modern, com- 
pletely flexible equipment. 


BullDog Also Manufactures Vacu-Break Safety Switches—BUStribution DUCT- 
Switchboards—Circuit Master Breakers—Industrial Trol-E-Duct for Portable Tools, 
Cranes and Hoists—Universal Trol-E-Duct for completely flexible lighting 


DOG 





ELECTRICAL DISTRIBUTION SYSTEMS 


BULLDOG ELECTRIC PRODUCTS COMPANY, DETROIT 32, MICHIGAN. In Canada: BullDog Electric Products, Ltd., Toronto. Field Engineering Offices in All Principal Cities 
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THE CURTIS 





Balanced lighting, producing efficient “seeing” condi- 
tions for the human eye is the keynote of more and 
more lighting specifications... today’s demands are 

for ample light on the working surface plus sufficient 

room illumination with low brightness contrasts. That's 
the job the Curtis Forty-Sixty is designed to do—forty 
percent of its output is directed toward the ceiling where 


it is evenly diffused into the room... sixty percent is 
















directed downward to the working surface... thus, 
comfortable efficient lighting is achieved for school- 


room, office or drafting room. 


An Alzak Aluminum Unit, the Forty-Sixty is easy to keep 
clean because there are no horizontal surfaces to col- 
lect dust. Scientifically designed louvering shields the 


lamps from all ordinary angles of view. 


The Forty-Sixty is now available with either single or 
double stem hangers for installation in continuous runs 
or as individual units. Get complete data on the Forty- 


Sixty ... write for it today. 
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FEAT UR, Yi G nation-wide acceptance! 
ACCURATE TAPES 





Asked for by name by 
users everywhere—proof 
of the economy = and 
dependability of ACCU 
RATE tapes. 





Tested and approved by 
industry for over twenty 


five years—your guaran 
tee of maximum service 


= 


OR over twenty-five years, high 

quality ACCURATE tapes have 
been a consistent repeat sales item. 
Users ask for them by name and for 
good reason, for these tapes wrap 
fast, stick permanently . . . provide 
a smooth, lasting, protective cover- 
ing with a minimum of effort. Also, 
ACCURATE friction tapes are non- 
raveling, strong. They tear off clean 
and are super-calendered for through 






and through impregnation. ACCU- 
RATE rubber tapes—highly elastic— 
provide maximum dielectric strength 
in a minimum space. Materials used 
in both types are supplied to exact- 
ing specifications, and are rigidly 
inspected prior to use—your assur- 
ance of absolute dependability and 
satisfaction. All tapes available on 
short notice ...in any quantity. Your 
inquiries are invited. 


tested improve. 
nical_that lower 
, CaSier, installation! 





ACCURATE MFG. COMPANY 


OVER A QUARTER CENTURY OF TAPE SPECIALIZATION 


GENERAL OFFICES and PLANT: 


GARFIELD, NEW JERSEY 
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YOU’RE ON THE RIGHT TRACK 
with ; 











. and so are your electrical contractor customers. For Conduit 
Pipe Products are favorites of the industry ... properly gauged, 
carefully chamfered, perfectly reamed and rigidly inspected. They’ Il 
give reliable performance every time . . . full speed ahead on 
every job. 







REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 








PIPE COUPLINGS (__) PIPE NIPPLES @—D ELBOWS, 90°4-@ AND 45° gs 


RUNNING THREAD PIPE gD GOOSENECKS <—~)) WALLPLATES 
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New RESIDENTIAL Fluorescents...ready soon 


@ At the top a new 4, 20-watt lamp fixture that will be widely used in residential 





lighting for both kitchen and dining room lighting. A ceiling fixture of the first 
rank. Utilizes plastics for both decorative and lighting effect. No need to tell you 
it’s rich in beauty and will go over big. It’s right in price, performance and person- 


ality. @ Below is our 2, 40-watt lamp unit for the kitchen. Your customers will like it. 


Virden jobbers are always glad to co-operate. 


John C. Virden Company ©° Cleveland, Ohio 
Wember remerican Home Lighting Vustitute 
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SWITCH BOXES 
OUTLET BOXES 





Many other types 
also available... 
A BOX FOR EVERY 

















Remember, you can always Rely on Raco! It’s more 
than a catch-phrase, more than a slogan—it’s your 
positive assurance of a quality line that’s preferred the 
country over! And, here’s why: 


THEY'RE CLEAN— no ragged or rough edges, attractively 
tinished! 


THEY'RE UNIFORM — every Raco product is made to the 


Same exact measurements. 





ee ee TL ldehenstnenieieeieeedeed 


THEY'RE DEPENDABLE—the Raco line is backed by 
more than 34 years’ experience in the designing, 
engineering, and production of steel products. 
THEY'RE PACKAGED—Raco boxes come packed in 
cartons. Easy to stock, inventory and identify. 


Write today for your free copy of catalog on Raco 
products. It’s the quality line, the dependable line, the 
line that you and your salesmen can seli with pride and 
profit—today—tomorrow—and for many years ahead. 


ALL-STEEL EQUIPMENT, IN¢ 


- » 300 Kensington Ave., Aurora, III. 


_ Complete Line of Switch and Outlet Boxes 


a k : . 
“J 
ALL-STEEL PRODUCTS 
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DREADNAUGHT HEAVY DUTY 








Here’s a tough lead-cured cable, constructed especially for heavy-duty 
portable equipment — welding machines, mining machines, shovels, 
dredges, cranes, etc. Used to transmit electrical power from supply line, 
as well as distribute that power to machinery and control devices. 
Flexible, durable, safe, long-lived — Paranite Dreadnaught cuts repairs 
and replacements; delivers current continuously, no matter how tough 
the job. In single, two, three, and four-conductor cables. Multiple con- 
ductors, over four, fabricated for your special requirement. Write for 
further facts and specifications. 




















Conductors are multiples of fine strands Insulation is of finest quality—for high Jacket is lead-cured, abrasion-resistant; 
for extra flexibility, freedom from dielectric strength, high physical strength, flexible, too, yet exceptionally strong 
kinking, high conductivity. low leakage, long life. and durable. 





: 
DISTRIBUTED { 
oommenne fisst PARANITE WIRE AND CABLE 
WHOLESALERS Division of ESSEX WIRE CORPORATION 
FORT WAYNE 6, INDIANA 


WAREHOUSES* AND SALES OFFICES: *ationta, Ga.; *Ch 


icago, Ill.; Cleveland, Ohio; Dallas, Texas; *Detroit, Mich.; *Kansas City, Mow 
*Los Angeles, Calif 


; *Newark, N. J.; Philadelphia, Pa.; San Francisco, Calif.; *St. Louis, Mo.; Washington, D. C. 
) RES ETTE HAN CODE REQUIRE 
WIRES AN ETTER THAN | 
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FEATURES OF THE 1-44 


Long, accurate service with minimum maintenance is as 


sured by the use of the Telechron motor. 


The simple construction—the small number of parts re 


duce service calls that eat into profits. 


A sturdy, weatherproof case permits either indoor or out- 


door installations and eliminates damage in normal handling. 


Easily accessible terminals allow the switch to be installed 


with a minimum of time and effort. 


For more information, check your regular supply house or 


write to Apparatus Department, General Electric Company, 
Schenectady 5, N. Y. 































USE THIS TIME SWITCH FOR 

Protective lighting of outdoor 
areas 

Show- and store-window lighting 


Electric signs, billboards, and 
spectaculars 


Street lighting 
Airport lighting 


Traffic control, alarm, and signal 
systems 


Poultry house lighting 


Domestic furnaces and water 
heaters 



































He ight 36 3” 
Base 


Diameter, 10” 


Wr.. Approx. 
4 lbs. 


Shipping 


Wt., Approx. 


5'2 Ibs. 
1320 watts, 
120 volts, AC 
$13.75 incl. 
Govt. Excise 

Tax 


Cat. LPI31N 


< 
f | 

‘3 

; Fa 

| f- 


la 


af 
' 


a) Ld bid Ried fed Bah if 


A 
Mow 


See 


\\ 


=. 


Fabs ha 
toy Jigme 1 
S22 1B2We SF OB OK 


i= 


CUUCECE Bl RCLCAC BC BU BC BU BC 


at 


ranean 


9 


= s 


Y 


Se * 


= 
= 
- 
= 
i 
; 


= 2 Se 


\ 


alain: 


—= 


~ 


all 
~ 





Because people 


set cold all over... 














Ordinary, old-fashioned heater provides only limited area of warmth 


2 Heater that warms all 


over 











Modern Thermador Longfella’ provides head-to-heels warmth 


LONG TO PROVIDE HEAD-TO-HEELS WARMTH 
SLENDER TO CONSERVE SPACE 





Here, at last, 1s an electric portable that warms you ALL over. Unlike the 
ordinary portable that merely beams its rays in a restricted direction, the 


long, slender Longfella’ diffuses its warmth over a high, wide area. As a 


result, this remarkable Longfella’, with exactly the same wattage, gives you 


greater warmth to a greater height over a greater portion 

Naturally, then, the Longfella’ is more economical .. . but 
Its slender design conserves space... its heat. being electric, 
pure ee 


of the room. 
that’s not all. 
is clean and 


.and its exclusive. cam-shaped safety base, which automatically 


points the heating element ceilingward when the heater is accidentally 


pushed over, offers maximum protection. 


For complete details, see your jobber or write to Dept. EW-10. 


THERMADOR 
LONGFELLA’ ..: 






Leagues Ahead 


Thermador Electrical Mfg. Co., 5119 District Blvd., Los Angeles 22 
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| don’t worry 


—about a job | do with Central 
Conduit because long after it’s 


finished | know that Central 





quality will be in there work- 


ing for me year after year. 





“There's “ested Strength 


Division of The National Supply Company 
General Sales Office: Grant Building, Pittsburgh 30, Pa. 


District Offices and Sales Representatives in Principal Cities 
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ELECTRIC 
FEEDRAIL 


? 





Whenever you see exposed wires on a crane system, wires on 


the floor or awkward motions of portable tool operators — think 
of FEEDRAIL. 


Electric Feedrail is an enclosed bus bar system having movable 
trolleys that make contact with the bus bars at all times. It is 
polarized, fused and grounded and each section carries the 
Underwriters’ Label. 


FEEDRAIL is protected against dust, mechanical injuries and 
mechanical shorts. It is furnished in assembled sections and 
curves. Also available for Slide Switches and transfers. Easy to 
install, inspect and service. 


FEEDRAIL not only feeds but also supports all types of portable 
tools which may be readily disconnected by means of fused 
EVER-LOK connectors. 


T tr ¢ 


‘bol 


or any electrical equipment that has to be moved or rearranged 
to accommodate new production layouts is best served by 
FEEDRAIL. 


hee 


FEEDRAIL CORPORATION 


125 BARCLAY STREET - NEW YORK 7, N. Y. 
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MORE QUIET than the 
KUSILE of LEAVES 








The gentle, rustle of leaves in a tree never disturbed 
or annoyed anyone's efficiency or concentration; yet, 
Acme Electric fluorescent lamp ballasts are actually 
more quiet; scientifically rated at only 16 decibels. 

And here’s how Acme Electric methods of produc- 
tion have reduced normal magnetic hum to a minimum; 
annealed laminations are jig-stacked and tightly bolted; 
core is vacuum impregnated in a special “varnish” that 
has a low surface tension; then the assembled core and 
coil unit is mounted securely in the case and potted with 











compound. 
The decibel scale shows relative These extra production processes are your assur- 
noise values. 1e impressive P - aoe ee a 
anes tok) Nemean <r” heemmepaaa ance of noise-free, high efficiency, better performing 
Decibel scale reproduced from the 
a F cx tana through urtesy of ballasts. 
General Radio Company, Cambridge 


Massachusetts. 


AC aa E E L E CT R ] Cc Cc Oo R P oO R ATI Oo N Acme Electric manufactures Luminous Tube Transformers—Fluorescent 


Lamp Ballasts — Cold Cathode Lighting Transformers and Ballasts 

67 Water Street Cuba, N. Y. — Mercury Vapor Lighting Transformers — Radio and Television 

Transformers — Electronic Transformers — Door Bell, Chime and 

eee 34 Signalling Transformers — Safety Transformers — Voltage Regulating 

‘oa Transformers—Step Down Transformers—Control Transformers—Warp- 

stop Transformers — Capacitor Transformers for Power Factor Correc- 
tion — Air Cooled Power Transformers — Rectifiers. 


IN CANADA, Acme Electric & Manufacturing Co. of Canada Ltd 
1434 St. Catherine St., W., Montreal 25, Qu 
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Wide flexibility in application 
is another value exceptionally 
true of Ansonia Ankoseal. 












| in 


many difficult installations, 





Ansonia Ankoseal insulated wires 
and cables retain their flexibility 

though subject to a wide range of 

temperatures, hard usage 


and frequent bending 


and twisting. 





Ansonia not only offers Ankoseal to meet a 
variety of insulating problems but our 
engineering staff has designed many 


cables for specific purposes. 





You are invited to consult us regarding 
c 


your wire or cable problems. 


IA ELECTRICAL DIVISION 


ANSONIA, (ECTICUT of 
NOMA ELECTRIC CORPORATION, NEW YORK, N. Y. 
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Freddy Firefl 


delivers 
the 



















Gee. _, today you can order 


Firefly fixtures with confi- 


dence... for our daily deliveries 
on most models are now rolling 
out of our shipping room in car- 
load quantities . . . to light up 
thousands of offices, stores, fac- 
tories andhomesallover America. — 


Place your order now. 
Distributed only through 
electrical wholesalers Send for our new catalog. 







WM LAG, GOLUMG, 
2051 NORTH 19TH STREET MILWAUKEE 5, WIS. Se eae, | 
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SALES and PROFITS with 

































NITE-)-LITE: 


EVERY HOME 
NEEDS 3 OR MORE 


Customers clamored for Nite-T-Lites from coast to 
coast when publicity broke on this amazing new neon 
glow light that can be plugged into any outlet in the 
house. They are using them in bedrooms, hallways, Stair- 
ways, bathrooms, children’s rooms, kitchens and all over 
the house, to guide family and guests safely around the 


darkened house at night. 


Cost less than one cent a month to operate, and last up 
to a year, when burned continuously . . . plug into any 
110 to 125 volt AC or DC wall plug or receptacle .. . 
approved by Fire Underwriters and leading safety 
authorities. Attractive counter display sells Nite-T-Lites 
without time or effort on your part. Cash in on this 
nation-wide best seller. Order Nite-T-Lites today. 


Rew. t Pat. Of 


LITTELFUSE i IF : Qyrceoyouled 


DEPT. A2-4757 N. RAVENSWOOD 


FUSES, MOUNTINGS AND ACCESSORIES - CIRCUIT BREAKERS 


1946 — ELECTRICAL 


WHOLESALING 





CHICAGO 40, U.S.A. 


* SWITCHES + NITE-T-LITE + SWITCH-LITE + IGNITION-FRITZ + NEON INDICATORS 














Portrait of a MAINTENANCE MAN 


A little exaggerated, perhaps... 
but what we're trying to say is 
simply this: FEDERAL NOARK 
Products are built to provide de- 
pendable performance wherever 
they’re installed. Their many ex- 

clusive features of design 

and construction mean a 


minimum of supervision... 


‘N 





and a real saving in maintenance 
costs. It’s good sense—and good 
business to specify FEDERAL 
NOARK Electric Products! ... 
Federal Electric Products Com- 
pany, Executive Offices: 50 Paris 
Street, Newark 5. N. J. Plants: 
Hartford, Conn., Newark, N. J.. 
St. Louis, Mo., L. I. City. N. Y. 


Portrait of FEDERAL NOARK Magnetic Starter, Bulletin 404 in action 











‘ederal uw. 
INDUSTRIAL CONTROLS 


Federal Electric Products Company, manufacturers of a complete line of electrical products including 


Motor Contrels 









, Safety Switches, Circuit Breakers, Service Equipment, Panelboards and Switchboards 
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SWITCH ON! 
“Whe Eye Appeal 


and watch how Day-Brite Fluorescent Fixtures improve the appear- 


ance of store and merchandise. They‘re optically enaineered. 





May we send our new bulletin with complete details? 


J Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Louis 7, Mo. 
vy “The KINGSWAY Nationally distributed through leading electrical supply houses. 


For surface mounting. Streamlined 
fluted glass prevents glare. Lumi- In Canada: address all inquiries to Amalgamated Electric 
nous die-cast ends. Suitable for any Corporation, Ltd., Toronto 6, Ontario. 

length installation, in multiples of 


2, 4. and 8 feet. 


IT’S EASY TO SEE WHEN IT’S - 


DAY-BRITE 
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“NONAA tectric 


for NOMA is absolutely safe—for children, pets and invalids— 
parents, home owners and apartment dwellers— 

Check your own stock now against the outstanding selling features 
that make NOMA the leading heater in volume sales and customer 


satisfaction: 


CONVENIENCE — The 
NOMA heater is conven- 
iently portable, plugs into 
any outlet. 





EFFICIENCY — Delivers 
thorough comfort. Not just 
a spot heater, NOMA car- 
ries warmth to every cor- 
ner of the room — 100% efficient — all 
electricity is converted into useful heat. 





SAFETY — Baby-safe and 
pet-proof The heat’s in the 
room, not in the metal! 
Guarded switch. FIN TUBE 
atement fully enclosed in a sturdy metal 
cabinet ...n0 glowing wires—no fire hazard. 








DURABILITY — NOMA’s 
spot-welded construction 
provides lifetime dura- 
bility. Nothing to wear 
our, lasts indefinitely without servicing to 
maintain your reputation for quality sales. 





For complete information and 
name of your nearest distributor, 


write or wire NOMA today. 
Specifications 

NOMA “A3” HEATER. .Length 22’, 
Height 8%", Width 6", 115 and 220 
oS 1000 Watts, AC or DC, Weight 
20 ibs. 

NOMA “A4” HEATER ...Length 22", 
Height 84", Width 6", 115 and 220 
MS 1320 Watts, AC or DC, Weight 











t¥-seven, Was. 


3 Durable Colors: Brown 
wrinkle, smooth Ivory and 
Taupe finishes. 


Handy ara 


treated at 
r th 
burns his hands, re. 








» for- 
€ hosp}- 


Printe, rom the “You une 
Re tea f the N erald Trib D 


OOM HEATER 


wee 





Zuichk-Dryer, too : 


NOMA has no. dust-catching : 
fans or moving parts, so it dries 


hair and personal 
wash items really 
clean. Extra-length 
plug-in cord (8 ft.) 
lets you move the 
NOMA heater 
around where you 
want it. 








AIR CONDITIONERS SALES DIVISION 


oS NOM A ELECTRIC CORPORATION 


55 West 13th Street, New York 11,N.Y 


a aL Sent 


* Fon Me Zt | 
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OPEN DOOR 


to New Business... 


‘1,000,000 Portable Radio 
} a Need Your Service 


You want more business . . . fast-turnover, profit- 
able business. 

















YOUR customers want “Eveready” “Mini-Max” 
radio batteries. Because there are 1,000,000 portable 
radios out of service now, needing minor repairs and 
BATTERIES! And there are 3,000,000 to 4,000,000 
sets im use, with batteries wearing out every day. 





So here’s the key to the door: Display “Eveready” 
radio batteries in your window ... on your counters 

. the 24-hour-a-day Silent Salesmen who suggest: 
“NOW you can get the batteries you’ve wanted!” 
There’s REAL MONEY WAITING. Open the way 
with a real display of “Eveready” radio batteries! 


The registered trade-marks “Eveready” and "Mini-Max” 
distinguish products of National Carbon Company, Inc. 


NATIONAL CARBON COMPANY, INC. 
| 30 East 42nd Street, New York 17, N. Y. 





Unit of Union Carbide and Carbon Corporation 


UCC 





| 
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BUL 6018 
M-LINE Stapgres 


ALL TYPES OF INDUSTRY 


with electric motor drives have use 
for “3C” Electrical Control Apparatus 


Pictured above are a few of the many products, 
engineered by The Clark Controller Company to 
do specific jobs in applications on fractional and 
larger HP motors. These are “packaged” units, com- 
plete in themselves . . . ready for wiring, to provide 
successful operation and protection of AC and 
DC motors, or to control some machine functions. 





The “3C” line is the ideal line for 
distributors to handle. 


at 


a 


\y % 4 


‘rr 
1146 EAST 152nd ST., CLEVELAND 10, OHIO EVERYTHING UNDER CONTROL 
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ees * 
WIBELY KNOWN IN NAME AND DEED 
.. IN THE FOLLOWING PUBLICATIONS 


READ BY ELECTRICAL WORKERS ¢ 


Electrical Buyer's Reference 


Electrical Contracting 


Electrical Equipment 
Electrical Digest 

Electrical World 

Factory 

Industrial Maintenance 
Industrial Equipment News 
MacRae’s Blue Book 

Mill and Factory 


Mill Supplies 


Thomas’ Register 


@ GREENLEE Bender advertisements 
G A . t N L f i My Y D R A U L : C B £ N D i R in the publications shown above, with 
a combined circulation of well over a 


quarter-million, regularly blanket the 


“GREENLEE BENDER does the job G times faster’. . . ‘Saves 75% on man nation’s wide field of tool-buying 


hours’... ‘Does the job big or small”... “Easily carried, easily set electrical workers and their companies 
a Me . a és eg Thus, a great, active Bender market 
up”... "Cuts material spoilage 25%"’ ... ‘Saves greatly on fittings’’... is being built for you. . . a market 
These are but a few of the statements being made by GREENLEE holding great opportunity for profits 


Take full advantage of it—with 


users today. ..at a time when labor and materials costs have skyrocketed. GREENLEE Hydraulic Benders 


No wonder GREENLEE Bender users are so enthusiastic. No wonder 

more and more electrical contractors, plant engineers, maintenance 

men ...ali prospects of yours ...are asking about the GREENLEE. 
And no wonder you can plan for more profits in the 


future with this line by telling its full time and materials REGISTERED TOOLS 





saving story to your every prospect. Remember, the 


GREENLEE is one-man-operated for quickly making GREENL EE 
precise, smooth bends in pipe up to 4%”, rigid and 


thin-wall conduit, tubing, bus-bars. For complete facts, 
write Greenlee Tool Co., Division of Greenlee Bros. & Co., 
1850 Columbia Avenue, Rockford, Illinois, U.S.A 


FOR THE CRAFTSMAN 








YOUR SALES OPPORTUNITIES WITH THE GREENLEE LINE Hydraulic Conduit and Pipe Benders ¢ Steel and Copper 
Tube Benders © Hydraulic Pipe Pushers * Cable Pullers * Knockout Punches and Cutters ¢ Joist Borers © Spiral Screw 
Drivers ¢ Automatic Push Drills ¢ Electricians’ Bits ¢ Bit Extensions * Auger Bits « Chisels and Gouaes « And Many More. 
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“Everybody 
to get into 
the act...” 





Yes—CERTIFIED STARTERS give the kind of 
superlative performance that inspires manufac- 
turers, sellers and users of fluorescent lighting 
equipment to applaud...and come back for more! 
The reasons are simple: CERTIFIED START- 
ERS are made by 10 leading manufacturers to 
exacting specifications set up by lighting experts 
...to assure dependable operation and service. 
CERTIFIED STARTERS are tested, checked 
and CERTIFIED as to compliance with these 
specifications by impartial experts, Electrical 
Testing Laboratories, Inc. That means all- 
around protection! 

You'll always get longer lamp life—better light- 
ing service from fixtures—with CERTIFIED 
STARTERS. Look for the ETL mark! 


ro pe iB £ —  @ =| 
Certitiec 


The Arrow-Hart and Hegeman Co., Hartford, Connecticut 
The Bryant Electric Co., Bridgeport, Connecticut 
Dura Electric Lamp Co., Newark, N. J. 

General Electric Co., Bridgeport, Connecticut 
Harvey Hubbell, Inc., Bridgeport, Connecticut 


30 


CERTIFIED STARTERS 
are specified equip- 
ment of FLEUR-O- 
LIER and RLM fluo- 
rescent lighting 
fixtures. 


Starters 


Instant Glow Starter Corporation, New York, N. Y. 
Kuthe Laboratories, Inc., Newark 4, N. J. 

The Lloyd Products Co., Providence, R. I. 

Pass & Seymour Co., Syracuse, N. Y. 

Sheldon Electric Co., Irvington, N. J. 
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SERVICE 
CONNECTORS 





All Types and Sizes. Yoke-and-Nut Type from No. 10 to 1,000,000. Also 
Service Entrance Connectors, Service Post and special connectors, in 
widest variety. 


Penn-Union Service Connectors have accurate Penn-Union also makes a com plete line of Tee Con- 
machine-cut threads, and carefully chamfered edges nectors, Cable Taps; Straight, Parallel, Elbow and 
— do not catch in lineman’s gloves. Cross Connectors; Bus Supports, Clamps, Spacers; 

Durable—re-usable over and over. Fully approved Grounding Clamps, Terminal Lugs, etc., etc. 
by the highest authorities in the utility field, for the Leading users have found that ““Penn-Union” on 
most exacting service. a fitting is their best guarantee of Dependability. 

Sold by Leading Jobbers 
PENN-UNION ELECTRIC CORPORATION 
— 
Erie, Pa. 


Canada: Dominion Cutout Company, Ltd., 250 Richmond St. West, Toronto 


THE Complete LINE OF CONDUCTOR FITTINGS 


[ment ene Ua 


a a Tee 
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AUTUMN WEDDING— PROFIT HONEYMOON—WITH 


HOLDENLINE CHAN’L-RUN 


There’s a new bond between electrical 
men and HOLDENIine CHAN’L-RUN, 
a lasting honeymoon blessed with 





sweet profits. This Fall, smart whole- 


salers and contractors are choosing the 





Holdenline family of fixtures—a family 
related by the famous rigid steel chan- 
nel that gives CHAN’L-RUN its name. 


Inherent in both the long-established 
industrial line—and in all the dramatic 
new family of fixtures still to come—is 


the strength, durability and flexibility 





that assures ease of installation and 


maintenance, economy of operation and cus 

















tomer satisfaction, fixtures that sell easily 


and stay sold. 


No union between electrical men and 
HOLDENIline would be complete without 
a promise for the future. Soon—the new 
HOLDENIline commercial (LC) series will 
join this famous industrial family. Then— 
HOLDENIline CHAN’L-RUN will help you 
meet every lighting problem, offer you the 
right fixture with the right lighting inten- 


sity to do a completely related lighting job. 


If you haven't seen the Holdenline Chan'l-run bulletins, ask your wholesaler or write to 


HOLDENLINE COMPANY 


Pioneers in “Pluorescent 
2301 SCRANTON ROAD ° CLEVELAND 13, OHIO 
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Countless thousands of locations 
require a sentry to guard 4 single phase circuits 
or less . . . for which duty Trumbull recommends 
the MO-4 Multibreaker . . . NEW to the Elec- 
trical Industry . . . an improvement of the 
MO-2, tested during war years in millions of 
circuits. 


It is low in cost yet has both automatic overcurrent 


IN PRODUCTION NOV 


THE TRUMBULL ELECTRIC MANUFACTURING CO. °* 


TRUMBULL(T) ELECTRIC 
MO-4 MULTIBREAKER 


LECTRICAL INDUSTRY 
OF TRIPPING 
T.. STREAMLINE DESIGN 





Sow Circutts----- ov teh 


and short circuit protection for branch circuits, in 
the form of a Circuit Breaker with combined ther- 
mal and magnetic characteristics .. . for the great- 
est speed in tripping. 


The MO-4 has a wide range of application in 
homes, garages, apartments, small stores, and is 
ideal for camp and farm installations. Specify or 


order this NEW TRUMBULL MO-4. 


PLAINVILLE, CONN. 


OTHER FACTORIES AT NORWOOD, OHIO * LOS ANGELES * SAN FRANCISCO © SEATTLE 
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Leading Fixture Manufacturers 
Use ADVANCE Ballasts 


in Their Fluorescent Fixtures 


~~ “= 


ADVANCE TRANSFORMER CO. 


1100 W. CATALPA AVE. CABLE ADDRESS: ADTRANS CHICAGO 40, ILL., U.S.A. 
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REFLY 


SPEEDIER 
SERVICE 


to wholesalers throughout America 
who appreciate the versatility of 


the famous Firefly line. 


Deliveries, due to increased and 
modernized production methods, 
are being speeded up on practically 
all models and even faster deliv- 
eries are indicated in the months to 


come. 
Send for latest catalog listing 
all the numbers available. 


Sold only through 


recognized wholesalers. 


. 


=~, 
\e 


AHN MEG. 


CO. /NC. 
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SALES MANAGER 


Chapter One: HE ASKS FLEUR-« 
SOME POINTED QUESTIONS 


ss F&F & F&F Ff Ff F Ff FF F&F ss. sO OU.LhUme.LUWGeT 


what do you mean, “CERTIFIED” ? 


Fixtures built to the 
FLEUR-O-LIER specifi- 
cations are submitted for 
testing and checking to 
independent experts, 
Electrical Testing Labora- 
tories, Inc. If the fixtures 
meet all rigid specifica- 
tions, they are permitted 
to bear the ETL CER- 
TIFICATION LABEL, 
\shown below. 





FLEUR-O-LIERS are fluo- cations, set up by lighting 
rescent lighting fixtures experts, for performance, 
made to exacting specifi- construction and service. 
s sf os Oe [= . -. EE fF 2 2 2B ee OL UmelLUmLUDG.LUDGlLULUDG.LUDGTLUDGT.LUDG 
Is crLeuR-O-LieR the brand name this jabe! is your clue to 
an of one company? y good lighting fixtures! 





Not at all! 27 leading fix- CERTIFICATION pro- 
ture manufacturers partici- gram at the present time, 
pate in the FLEUR-O-LIER andthe number is growing. 


It is your definite assurance of elec- 
trical, mechanical and lighting excel- 
Jence in fluorescent lighting fixtures! 





2. 2 2 & | | FF F FF FF 


~ - 2 2 es On hUmrnelhUmUmrlmhCUmrlmUmlmUmUmlmLUm,LUmDm.LUmDm.LUDGlLUDG.LUDGlLUD LUD CU LUG UG 





Fleur-O-Lier is not the name of an individual manufacturer, but of a group of more than 
30 leading fixture manufacturers. Participation in the FLEUR-O-LIER MANUFACTURERS’ 
program is open to any manufacturer who complies with FLEUR-O-LIER requirements. 
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Heat foiled again.” 


eee ee 


< 


“earses: 


ORR Annes 
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and again 


and again 
and again @. 


The switch mechanism in the new 
Hammer line of safety switches is designed 
to withstand safely any degree of heat that 
can be expected from correctly selected fuses. 

Because of this advantage and because of 
the greater ease of installation and conven- 
lence of operation, because of proved per- 
formance and attractive appearance, Cutler- 
Hammer wholesalers and more and more 
alert contractors from coast to coast feature 
and recommend these outstanding switches. 
...CUTLER-HAMMER, Inc., 1327 St. Paul 
Avenue, Milwaukee 1, Wisconsin. 
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NOMA 
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Every Smithcraft design has been developed 
with the three-fold objective of smart 
appearance, efficient lighting, and long 
operating service. Each fixture is beauti- 
fully designed and built to meet special 
lighting requirements. Rigid in construction 


and carefully inspected and tested. Smith- 








craft fluorescents are made to endure — by 
master craftsmen with traditional New Eng- 
land pride in superlative workmanship. Thus 
into every Smithcraft fixture goes a plus 
which has justly earned for the Smithcraft 
line the reputation of being the top standard 
of quality and design in the lighting field. 


Wa THE FLUORESCENT 


with custom-made quality and appearance 











SKYLITE LOUVERLITE 


A Complete Line of Industrial J 


and Commercial Fluorescents 
mica 


Distributed exclusively 
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LIGHTING DIVISION 


Chelsea 50, Mass. 
Through Electrical Wholesalers 











LESS MOUNTING SPACE REQUIRED 


—MORE SPLICING ROOM 


KILLARK 
ELECTRO 








You can run these lines in tight spots with Killark Electro- 
lets. Compact oval or oblong types for those many jobs 


where space is limited—on columns, in troughs, etc. 





There’s plenty of room for splices and solderless connectors 


—and there’s a full opening with no lugs to get in your way. 


Killark Electrolets are light-weight, yet sturdy and non- 
nm Many types of covers ¢ 
shatterable because they're tough. Aluminum sprayed ) available for Electrolt 


e , ‘ Blank covers, insulator « 
for fine finish. 


ers, switches, recepta 
hangers, etc. 


Every Killark wholesaler features Electrolets— Order from “O" (oval) Electrolets are 

furnished in a wide variety 
your Killark Catalog. of shapes and hub combi- Electrolets are availot 
nations for threaded and also in the popular} 
threadless heavy wall con- (oblong) series — with ¢ 
duit and thinwall conduit. types of covers. 


He b&b ye 





Offices and Warehouses: Atlanta, Baltimore, Beston, Chicago, Vv venter & Easton Ave. 
Denver, Les Angeles, New York, Philadelphia, Pittsburgh, ande e 


San Francisco, Seattle and Syracuse. Offiees: Cincinnati, 
Cleveland, Dallas, Detroit, Kansas City, Minneapolis. SAINT LOUIS 13, MO. 




























i. 
\ BiG 10-ROLL CAN 


of he 
BEST BUY IN TAPE! 


Here's the profitable, efficient way to sell tape — 10 
rolls at a time — conveniently packaged in a sturdy 
fibre can with metal top and base. Proved increasingly 
popular before the war... now back again to help 
you develop new business, simplify handling. 








Most industrial users of tape prefer to buy it this 
way. Keeps an adequate, well-protected supply al- 
ways on hand. And the handy containers, when 
empty, can be used to hold small items like nails, 
screws, and nuts. 

Every roll of Gold Seal Tape in the can is cello- 
phane wrapped and sealed to stay factory-fresh until 
it is used. Because of this protection, your customers 
can always count on Gold Seal’s extra “tackiness”, 
plus other recognized features — clean handling, non- 
raveling, non-peeling. 

Begin now to push 10 roll unit sales of Gold Seal 
Tape. You'll be backed by strong Jenkins Advertis- 
ing. Jenkins Bros. (Rubber Division) , 80 White St., 
New York 13, N. Y. 








rovers © 


trole , . 
= Jenkins Bros. also make Diamond 


Seal Friction and Rubber Tapes 
which meet ASTM and Federal 
Specifications 


ylator « 


Pcepta 


availed 


“4 JENKINS 


FRICTION and RUBBER TAPES 
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AUTUMN WEDDING—PROFIT HONEYMOON—WITH 


HOLDENLINE CHAN’L-RUN 








maintenance, economy of operation and cus- 
tomer satisfaction, fixtures that sell easily 


and stay sold. 


No union between electrical men and 
HOLDENIline would be complete without 
a promise for the future. Soon—the new 
HOLDENIline commercial (LC) series will 
join this famous industrial family. Then— 
HOLDENline CHAN’L-RUN will help you 
meet every lighting problem, offer you the 
right fixture with the right lighting inten- 


sity to do a completely related lighting job. 


If you haven't seen the Holdenline Chan'l-run bulletins, ask your wholesaler or write to 


There’s a new bond between electrical 
men and HOLDENIline CHAN’L-RUN, 
a lasting honeymoon blessed with 
sweet profits. This Fall, smart whole- 
salers and contractors are choosing the 
Holdenline family of fixtures—a family 
related by the famous rigid steel chan- 
nel that gives CHAN’L-RUN its name. 


Inherent in both the long-established 
industrial line—and in all the dramatic 
new family of fixtures still to come—is 
the strength, durability and flexibility 


that assures ease of installation and 

















HOLDENLINE COMPANY 


Pioneers in “Pluorescent 
2301 SCRANTON ROAD 


CLEVELAND 13, OHIO 
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TRUMBULL 





Countless thousands of locations 
require a sentry to guard 4 single phase circuits 
or less .. . for which duty Trumbull recommends 
the MO-4 Multibreaker . . . NEW to the Elec- 
trical Industry . . . an improvement of the 
MO-2, tested during war years in millions of 
circuits. 


It is low in cost yet has both automatic overcurrent 


IN PRODUCTION NOV. 


THE TRUMBULL ELECTRIC MANUFACTURING CO. °* 


ELECTRIC 


MO-4 MULTIBREAKER 








LECTRICAL INDUSTRY 
OF TRIPPING 
T.. STREAMLINE DESIGN 





Sows Cncutts----- ov ted d- 


and short circuit protection for branch circuits, in 
the form of a Circuit Breaker with combined ther- 
mal and magnetic characteristics . . . for the great- 
est speed in tripping. 


The MO-4 has a wide range of application in 
homes, garages, apartments, small stores, and is 
ideal for camp and farm installations. Specify or 
order this NEW TRUMBULL MO-4. 


PLAINVILLE, CONN. 


OTHER FACTORIES AT NORWOOD, OHIO * LOS ANGELES * SAN FRANCISCO © SEATTLE 
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Leading Fixture Manufacturers 
Use ADVANCE Ballasts 


in Their Fluorescent Fixtures 


— a 


ADVANCE TRANSFORMER CO. 


1100 W. CATALPA AVE. CABLE ADDRESS: ADTRANS CHICAGO 40, ILL., U.S.A. 
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to wholesalers throughout America 
who appreciate the versatility of 
the famous Firefly line. 





Deliveries, due to increased and 
modernized production methods, 
are being speeded up on practically 
all models and even faster deliv- 
eries are indicated in the months to 


come. 
Send for latest catalog listing 
all the numbers available. 


Sold only through 


recognized wholesalers. 


AHN MFG. CO. /NC. 


i\\ 
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Chapter One: HE ASKS FLEUR-O-LIER 
SOME POINTED QUESTIONS 


3 
what are FLEUR-O-LIERS ? what do you mean, CERTIFIED” ? 


iar a 


ES 


Fixtures built to the 
FLEUR-O-LIER specifi- 
cations are submitted for 
testing and checking to 
independent experts, 
Electrical Testing Labora- 
tories, Inc. If the fixtures 
meet all rigid specifica- 
tions, they are permitted 
to bear the ETL CER- 
TIFICATION LABEL, 


ff & & & fF FF. 





FLEUR-O-LIERS are fluo- cations, set up by lighting 





rescent lighting fixtures experts, for performance, 
made to exacting specifi- construction and service. i 
meee a ae oe [= x — a a a ae oe ee a eee ee ee ee ee ee ee oe 
.* . 
Is FLEUR ceo the brand name x this |abe! is your clue to 


of one company? i good lighting fixtures! 





= & 





Not at all! 27 leading fix- CERTIFICATION pro- 
ture manufacturers partici- gram at the present time, 
pate in the FLEUR-O-LIER andthe number is growing. 


It is your definite assurance of elec- 
trical, mechanical and lighting excel- 
Jence in fluorescent lighting fixtures! 





| - - 2 8 &§ Ff F FF Ff Ff 
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Fleur-O-Lier is not the name of an individual manufacturer, but of a group of more than 
30 leading fixture manufacturers. Participation in the FLEUR-O-LIER MANUFACTURERS’ 
program is open to any manufacturer who complies with FLEUR-O-LIER requirements. 
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and again 


and again 


The switch mechanism in the new ler- 
Hammer line of safety switches is designed 
to withstand safely any degree of heat that 
can be expected from correctly selected fuses. 

Because of this advantage and because of 
the greater ease of installation and conven- 
ience of operation, because of proved per- 
formance and attractive appearance, Cutler- 
Hammer wholesalers and more and more 
alert contractors from coast to coast feature 
and recommend these outstanding switches. 
...CUTLER-HAMMER, Inc., 1327 St. Paul 


Avenue, Milwaukee 1, Wisconsin. 


—_— 


CUTLER-HAMMER 





— SAFETY SWITCHES 
mS 





Gs never allowed 
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Lo haok THE FLUORESCENT 


with custom-made quality and appearance 











Every Smithcraft design has been developed 
with the three-fold objective of 
appearance, efficient lighting, and long 
operating service. Each fixture is beauti- 
fully designed and built to meet special 
lighting requirements. Rigid in construction 


and carefully inspected and tested. Smith- 





smart 


WIA) 
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Wii} 
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craft fluorescents are made to endure — by / 


master craftsmen with traditional New Eng- 
land pride in superlative workmanship. Thus 
into every Smithcraft fixture goes a plus 
which has justly earned for the Smithcraft 
line the reputation of being the top standard 
of quality and design in the lighting field. 





SKYLITE 


A Complete Line of Industrial 
and Commercial Fluorescents 


Distributed exclusively 
Through Electrical Wholesalers 


October, 1946 — ELECTRICAL WHO?t ESALING 


/ 


mile al 





Le) iy 4e) 


LOUVERLITE 


LIGHTING DIVISION 
Chelsea 50, Mass. 
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LESS MOUNTING SPACE REQUIRED 
—MORE SPLICING ROOM 


wth KILLARK FF 
ELECTRO 

















You can run these lines in tight spots with Killark Electro- 
lets. Compact oval or oblong types for those many jobs 


where space is limited—on columns, in troughs, etc. 


There’s plenty of room for splices and solderless connectors 


—and there’s a full opening with no lugs to get in your way. 


Killark Electrolets are light-weight, yet sturdy and non- 
shatterable because they’re tough. Aluminum sprayed ml 


Gam Many types of covers av 
st: available for Electrolets 
7 
. ; Blank covers, insulator cov- 
for fine finish. : 


ers, switches, receptacles 





hangers, etc. 


Every Killark wholesaler features Electrolets— Order from “O" (oval) Electrolets are 
: furnished in a wide variety 
your Killark Catalog. of shapes and hub combi- Electrolets are available 
nations for threaded and also in the popular ‘lt’ 


threadless heavy wall con- (oblong) series—with all 
duit and thinwall conduit. types of covers. 











Offices and Warehouses: Atlanta, Baltimore, Beston, Chicago, Van Vv ter Easton Ave. 
Denver, Les Angeles, New York, Philadelphia, Pittsburgh, a de ente & 


Sam Francisco, Seattle and Syracuse. Offices: Cincinnati, 
Cleveland, Dallas, Detroit, Kansas City, Minneapolis. SAINT LOUIS 13, MO. 





























BIG 10-ROLL CAN 


of 
BEST BUY IN TAPE! 


Here's the profitable, efficient way to sell tape — 10 
rolls at a time — conveniently packaged in a sturdy 
fibre can with metal top and base. Proved increasingly 
popular before the war... now back again to help 
you develop new business, simplify handling. 





“Agee 








Most industrial users of tape prefer to buy it this 
way. Keeps an adequate, well-protected supply al- 
ways on hand. And the handy containers, when 
empty, can be used to hold small items like nails, 
screws, and nuts. 

Every roll of Gold Seal Tape in the can is cello- 
phane wrapped and sealed to stay factory-fresh until 
it is used. Because of this protection, your customers 
can always count on Gold Seal’s extra “tackiness’’. 
plus other recognized features — clean handling, non- 
raveling, non-peeling. 

Begin now to push 10 roll unit sales of Gold Seal 
Tape. You'll be backed by strong Jenkins Advertis- 
ing. Jenkins Bros. (Rubber Division) , 80 White St., 
New York 13, N. Y. 


rif of 
wo 9 over gest 8 
iT $ iN TAP. / 



















rs are 

satis Jenkins Bros. also make Diamond 

ei a Seal Friction and Rubber Tapes 

: eS 

a which meet ASTM and Federal 
Specifications 

lable 
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FRICTION and RUBBER TAPES 
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ACME ELECTRIC CORPORATION 





EES IN HIS BALLAST? 











You can prevent it.. 


with Certified Ballasts: 


And here’s why: 


The hum from fluorescent lamp ballasts can 
be a pretty annoying thing to a user...and 
before the advent of Certified Ballasts it was 


often present. 


But if properly installed, Certified Ballasts 
are quiet. They have to be, or they wouldn't 
be Certified. This means that these Ballasts 
are made to rigid specifications set up by 
foremost lighting engineers. They are 
tested, checked and Certified as meeting the 
specifications by impartial experts, Electrical 
festing Laboratories, Inc. It’s this kind of 
protection that is responsible for not only 
quiet operation but a dozen other important 
customer benefits... all good reasons why 
it pays to recommend fixtures that are 


equipped with Certified Ballasts. 


Certified Ballast Manufacturers 


Cuba, New York Speciality Transformer Division SOLA ELECTRIC co. 
CHICAGO TRANSFORMER DIVISION Fort Wayne, Ind. S808 Games Gen, Gage % 
Essex Wire Corporation JEFFERSON ELECTRIC CO. WHEELER INSULATED WIRE CO. 
3501 Addison St., Chicago, IIlinois Bellwood, Illinois 378 Washington Ave., Bridgeport, Conn. 


GENERAL ELECTRIC CO. 


; 
ey 





Be sure the ballasts pe 

in your lighting =a 
equipment bear Sy l 
the famous ETL Ye 
Certification mark! : 
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No. 333 is only 7/16” thick, yet 
holds four No. 12 or No. 14 wires, 
or three No. 8 or No. 10 wires. 


No. 888 is 11/16” thick, holds ten 
No. 14, No. 12 or No. 10 wires. 








111 holds two No. 14 wires. 


The New Raceway for 
Industrial and Commercial 
to suivraiss a 

5 Op Another lay-in surface 
raceway (2-1/8" x 1-5/8" 
\NS cross section) for use with 
A all types of suspended 
[L H@ lighting, cove, trough or 
window lighting. Banks 
of lights can be switch- 


controlled, Intercon- 
mectable with other sys= — 





tems. Unique bridge an- 
OVALFLEX ABC chors cappingiand devices 
securely; serves as wire 
Flat Armored Bushed Cable vekuinas aide ie. 
Used for surface or concealed wiring. duct is mounted overhead. 
Only 7/16" thick. Can be installed 
and covered within plaster thickness. 
Bends flatwise and edgewise. There's 
a complete line of NE shallow Outlet OVALDUCT 
and Switch Boxes and flat Connectors Rigid Oval Steel Raceway 
- An “in-the-surface” race- 
way for concealed extensions 


from existing outlets. Only 
13/32’ thick. Easily installed 
within plaster thickness. 
Electro-galvanized for pro- 
tection against rust. In addi- 
tion, the inside is enameled 
for extra smooth fishing. 


WHEN new lighting requires extensions, 
changes or detours in wiring systems, 
here are 5 approved raceways to make 
the job easy. Designed to meet the 
most exacting architectural or indus- 
trial requirements . . . Quick and inex- 
pensive to install. Complete intercon- 
nectable fittings to take care of every 
situation. Write for installation data. 





National Electric | 


PecocucTs eScvaea PoaawrTion 
Box 897 — Pittsburgh 39, Pa. 
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NOW! 


ONE BASIC CHASSIS DESIGN MAKES 


POSSIBLE WHOLE LINE OF CUSTOM-TYPE FIXTURES 








Equipped with four 40- 
watt fluorescent lamps, 


this basic design fixture - 


is used where shielding 
is not essential. 


This is the CG-440 
equipped with attrac- 
tive glass diffusing 
panel. Its modern styl- 
ing satisfies the require- 
ments of the most 
exclusive shops. 


Of the same “design 
family” as the two 
above, this four 40-watt 
lamp fixture fitted with 
louvers is used in places 
such as schools, offices, 
drafting rooms. 


tor stores, window dis- 
play, lobbies, the CP- 
150 adjustable incan- 
descent spotlight is 
centered between two 
C-440 basic-design 
fluorescent fixtures. Pro- 
vides overall lighting 
plus accent lighting. 


Illustrations Show 
Three Different Models 
| Made From One 





C-440 


Sylvania engineering has developed basic de- 
signs for commercial fluorescent fixtures. along 
with four different mounting methods. These 
advancements offer the trade a wide choice of 
installations—aimed to meet any lighting preb- 
lem. 

Illustrated on the left is basic-design model 
C-440. This fixture fitted with four 40-watt un- 
shielded lamps answers the lighting needs oi 
smaller stores. for instance. This same fixture 
fitted with attractive glass diffusing panel ha~ 
the beauty and drama of modern design essen- 
tial to the most exclusive shops. Similarly. it 
can be provided with lamp-shielding louvers. 
making it the ideal fixture where less diffused 
light is needed. 

Every fixture can be joined with like fixtures 
to form continuous rows of lighting—ceiling o1 
pendant mounted. Not a single nut or screu 
ne ed be re moved to change lamps or Starters 
on any fixture. 























| There are eleven basie commercial fluores 
cent fixtures available. Each is a self-contained 
| package of light — ready to install! 

Distributors. for more details, write Svlyania 
Eleetrie Products Ine.. Salem. Mass 


CL-440 











3-IN-1 UNIT ALSO COMBINES 
WITH NEW SPOT LIGHT 








CP-150 plus C-440 























SYLVANIAW ELECTRIC 


MAKERS OF FLUORESCENT LAMPS, FIXTURES, WIRING DEVICES: ELECTRIC LIGHT BULBS; RADIO TUBES: CATHODE RAY TUBES; ELECTRONIC DEVICES 
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How these tests at Wilkes-Barre 
PAY OFF FOR YOU 








LONG, TROUBLE-FREE LIFE with your insulated wires 
and cables starts with the type of raw materials that 
go into their manufacture. So Hazard checks and 
tests rubber, synthetics and plastics, cotton, metals, 
jute. Every item received must first pass thorough 
laboratory tests for electrical characteristics, aging 
qualities, uniformity, mechanical strength, etc., be- 
fore release to the production department. 


AND YOUR CUSTOMERS 


] ests... tests ... and more tests! Hazard 


checks raw materials . .. manufacturing operations 

.. every finished product — all to eliminate the 
possibility of dangerous and costly wire and cable 
failure in actual service. Come war, come peace, 
come shortages or abundances of materials — you 
can select Hazard insulated wires and cables with 
complete confidence always. For example, in all the 
millions of feet of Hazard Armortite Underground 
cable (illustrated below ) installed since 1928, when 
it was introduced, not a single failure due to 
inherent defects of insulation has been reported. 
Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 





CABLE UNIFORMITY AND STABILITY are rigidly controlled 
through every critical step in manufacture by sensitive 
gauges and instruments that control temperature, pres- 
sure, dimensions . . . that continuously measure electrical 
strength of the insulation and stop machinery instantly 
if the slightest change develops. 


A TRIPLE-CHECK IS YOUR PERFORMANCE INSURANCE. la 
addition to all the tests and checks made of raw materials 
and production operations, every inch of every Hazard 
wire or cable when completed, must stand up under an 
electrical pressure test far above what ever could normally 
be expected in service. 


A ANGANSGD 


insulated wires and cables for every electrical use 


4753 





CONTROL SWITCHES 
e . can be placed 
anywhere for your 
convenience — high on 
the wall away from 
children's inquisitive 
fingers or near the 
door alongside the 
light switch. 







ELECTRIC 
QUIKHETER 


flere are two comfort giving ‘‘extras’’ that 
should appeal to every homeowner—extra heat 
for cool chilly mornings and evenings when 
regular heating equipment is off ...and adequate 
electrical capacity to assure the fullest measure 
of energy for today’s and tomorrow’s home 
service requirements. 

The new and improved Built-in (A) Quikheter 
is specifically designed to meet the need for 
auxiliary heat in homes. Equipped with a genu- 
ine Nichrome element that should never wear 
out, this attractive easy-to-install unit will send 
forth a glow of warm air that will change the 
room temperature in three to five minutes, thus 
effecting savings in time and fuel. 


The ( Type AC Circuit Breaker 
Load Center and Service Equip- 
ment is another big “EXTRA” 
that will add immeasurably to the 
convenience, comfort and effi- 


MAKERS OF... 
BUSDUCT 
PANELBOARDS 
SWITCHBOARDS 


16 


iF Ts FA) 75 0% 


Frank Adam 


ELECTRIC COMPANY 
St. Louis, Missouri 


good 
 eutbinntion! 


TYPE AC 
LOAD 
CENTER 


ciency of homes. Shock-proof and simple to 
operate, requiring only the flip of a handle, these 
units not only make it possible to provide all the 
electrical capacity needed for household appli- 
ances, but provide double protection against 
dangerous short circuits and sustained overloads. 


For maximum home comfort and convenience, 
specify this new () EXTRA heat and electrical 
capacity combination. 

" Capacities: Built-in Quikheters 
are available in single units of 1000 
and 1500 watts and twin units of 
2000 and 3000 watts. Load Cen- 
ters, 2 to 16 poles, 15 to 50 amperes 
for 120 volt AC Service. 


SERVICE EQUIPMENT 
SAFETY SWITCHES 
LOAD CENTERS 
ELECTRIC QUIKHETER 
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FAST TURNOVER 
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with IDEAL 
WIRING DEVICES 


IDEAL Wiring Devices are sure-fire, fast turnover Products—which 
have enjoyed an increasing demand—built up by quality standards 
and a consistent 30-year advertising program together with intensive 
sales work. 

This increasing demand is zooming to new heights with the con- 
struction and modernization of homes, factories, public and institu- 
tional buildings; and when conditions permit, the deferred needs of 
maintenance, repairs, alterations and extensions to existing instal- 
lations must be satisfied. 

A few of these popular Products are illustrated: 

IDEAL “‘B-X”’ Armor Cutter Pocket Size Tool 

IDEAL “E-Z’’ Hand Type Wire Stripper—Two models ‘‘Automatic’’ 
and “Standard”’ 

IDEAL Fish Tape, Reel and Puller—Three Tools in one 

IDEAL “Safe-T-Grip” Fuse Puller 

Also — 

Joist Boring Machine, Split Bolt and Service Entrance Connectors, 





“Wire-Nuts,’’ Lugs (Solder and Solderless), Fuse Reducers, ‘'Test-Glo,”’ 
Test-lite and Fuse Puller, Fuse Clip Clamps. 


Here’s the way our Jobber Policy backs 
up Cooperating Wholesalers: 


1 All our advertisements and direct mail display the 
statement shown below. 


2 Inquiries received at our General or Branch Offices 


are forwarded to Cooperating Wholesalers. 


3 Orders sent direct to Ideal because of our extensive 


advertising are likewise referred to Wholesalers. 


4 Over 200 Service Engineers are available to assist 


you in opening and closing sales. 


5 Envelope stuffers, bulletins and many other sales 


helps are available to you. 









Distributed Through 
AMERICA’S LEADING 
WHOLESALERS 


IDEAL INDUSTRIES. Inc. 
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DEPENDABLE FLUSH SWITCHES 


REPRESENTATIVES of leading H& H Lines for 
residential lighting control. To ask for these numbers 
is to specify, in sum, the refinements of 56 years of 
fine switchmaking. .. No. TL-1 Lock — and TL-1 — 
single-pole on Bakelite base only 7,” deep, }” wide, 
11” long; designed for “Type C” lamp loads. No. 


1611 — single-pole, composition base, 1” deep. 


had 3 Mi a. e, 4 “a 





got We 


No. 8602-1 — double-pole with “Ivorylite” handle; 
porcelain base 1” deep. No. 8601 —single-pole, por- 
celain base 1” deep. No. 1542 — double-pole (20 
Ampere), Bakelite base 1}” deep. Send for Catalog 


of the complete lines these popular numbers typify. 


HART & HEGEMAN DIVISION 


DISTRIBUTED THROUGH ELECTRICAL WHOLESALERS 


| 








THE ARROW-HART & HEGEMAN ELECT 
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C COMPANY, HARTFORD, CONN..U.S. A. 











| — 


ELECTRICAL WHOLESALING — October, 1946 




















“a 











Four Men In A Boat Interdependence is the term 
around which leaders of the electrical industry have 
rallied members of each of its four branches in this year 
1946 and at the beginning of what we hope will turn out 
to be a new era of intensive intra-industry sales building 
cooperation. 

Actual consciousness of the existing state of interde- 
pendence is not new in this industry. 

It was born even before the turn o¢ the century, when 
electric light companies themselves could no longer confine 
the ever growing demands for the services that electrical 
current can perform within the capacities of their own 
organization. 

It took more definite form as manufacturers entered 
the field with offerings of new supplies and devices fo1 
current carrying installations—as tinkerers and hobbyists 
graduated into “electricians” —as “electricians” with the 
trading instinct became wholesalers—as inventors of the 
electric flatiron, of toasters and other early appliances 
created the need for still another ingredient to the indus- 
try’s success: Salesmanship. 

It became dramatically vocal 33 years ago at a history- 
making meeting that took place in early September 1913 
on the today almost legendary Association Island in Lake 
()ntario. 


Camp Cooperation I was sponsored by a handful of 
tar-sighted and then prominent men in the industry, and 
it was “Dedicated to the Spirit of Harmony and Cooper- 
ation Among Electrical Men as a Compliment to the 
Master Worker THOMAS A. EDISON.” The presi- 
dents of the four major organizations within the industry 
attended, representing respectively the utility companies, 
the manufacturers, the wholesalers and the contractors. 
Among the guests were scientists, industrialists, finan- 
ciers and many notables of the day. 

Camp Cooperation I adjourned only after it had given 
birth to the Society For Electrical Development — the 
world’s first intra-industry organization that was expressly 
designed as an instrument through which interdependence 
might give force and expression to activities that would 


- Ff wae Wore severe were ee ee tw were 


educate the public, commerce and industry in the advan- 
tages that accrue when you “Do It Electrically.” 

Since then Camp Cooperation I and its several succes- 
sors have passed into history but the ideas which were 
born on Association Island in the spirit of cooperation 
have survived and born fruit. 

They have born fruit in the ever-present realization 
among electrical men that—like FOUR MEN IN A 
BOAT~—any single branch of the industry cam prosper 
only if all four branches prosper together. 

They have born fruit in many nation-wide activities 
such as rewiring campaigns, the League movement, the 
Better Light-Better Sight and Adequate Wiring cam- 
paigns—to mention only a few—all supported by the entire 
industry, with the four branches—like FOUR MEN IN 
A BOAT~-each contributing of its talents, labor and 
money toward bringing the benefits of safe ELECTRI- 
CAL WORKING and ELECTRICAL LIVING to 
more people in more places. 

Today we have barely entered the threshold of a period 
that might well go down into history as the era of greatest 
sales opportunities that the electrical industry will ever 
see, And—we have the equipment, the experience, the man- 
power and the talents not merely to do the selling job that 
must be done, but also to deliver the goods that can be sold. 

It augurs well for our future that at a time when such 
great sales opportunities lie immediately ahead, the indus- 
try has seen fit to publicly reafirm its consciousness of 
interdependence. 

We are confident that that great sales job can and will 
be done if every salesman in the industry—be he a sales- 
man for a utility company, a manufacturer, a wholesaler 
or a contractor-dealer—will consider himself as just one 
of FOUR MEN IN A BOAT, who must consistently 
cooperate with the others as part of a well trained, 
smoothly working team, if the venture is to prove success- 
ful and profitable for all. 

This magazine, ELEcTRICAL WHOLESALING, stands 
dedicated to the task of stimulating and supporting the 

(Continued on page 53) 





















































































































































\ fuse. like any current-carrying device. has 
resistance. And because of its resistance, it con- 
verts electrical energy into heat. Part of the 
energy passing through a fuse is thus lost; and 
as electrical energy is measured in watts, this 


loss is measurable as a watt-loss. 


You pay for current by the number of watts 
used, The maintenance cost of a fuse as protec- 
tion can therefore be determined by the watt-los- 
of the fuse. The lower the watt-loss. the more 
money you save. To come to the point at once. 
we present the watt-loss. as certified by the Elec- 
trical Testing Laboratories. Inc.. of New York. 
for four different fuses, rated at 100 amperes. 
250 volts. Fuse A had a watt-loss of 14.2: Fuse 
B. of 12.5; Fuse C. of 11.4; and a TRION fuse. 
of 8.5. 


The difference is far from inconsiderable. 


When figured out as one of dollars and cents, it 


OTHER ADVANTAGES 


THE DUAL-ELEMENT 
TRIPLE-PROTECTION FUSE 
WITH THERM-A-TRIP 
SAVES YOU ITS COST 


BY ITS LOW WATT-LOSS 


AND GIVES YOU MANY 





shows that in current saved. a TRION will soon 
pay for itself in cost of maintenance. And in a 
plant where many fuses are used, TRIONS will 
-ave, over other fuses, amounts running into 
thousands of dollars a year. It is just the same as 
with electric lights, or with any other consump- 
tion of electrical energy. If you can lower the 
watt-loss and retain the same efficiency, you get 
a lot more for your money. 

And TRION saves you money besides that. It 
vives you more protection than any other fuse. 
On the opposite page, you will see how. And 
from us, or our representatives. you can get com- 
plete details, and graphs, and tables, substanti- 
ating these statements, 


You should investigate TRION as an electrical 
protection before you make further fuse pur- 
chases. It is evident why — if you have read a- 
far as this. 


Boston, New York, Syracuse, Cleveland, Philadelphia, Pittsburgh. 
Baltimore, Atlanta, New Orleans, Dallas, Detroit 
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Chion 


OPERATES INSTANTANEOUSLY ON SHORT CIRCUIT — KEEPS SWITCHES FROM 
OVERHEATING — REDUCES RATE OF RISE IN RECOVERY VOLTAGE — PRO. 
TECTS AGAINST SINGLE PHASING — ALLOWS MOTORS TO START AND RUN ON 
SAFE OVERLOADS — PREVENTS DAMAGE 

FROM HARMFUL OVERLOADS — 500° F. 

COOLER THAN A ZINC-LINK FUSE — AVER- — 
AGES FIVE TIMES THE TIME-DELAY OF AN ae 
ORDINARY FUSE. 


When a short circuit occurs, one or more of the necks 
of the Speed Link are blown, instantaneously opening Contact 
Release 


the circuit, and preventing damage to wiring or equip- 


ment. 


TRION’s Therm-A-Trip also opens the circuit when 
safe operating temperatures, whether surrounding or load, 
are exceeded, [t matches its thermal capacity to the motor  ——m 


or transformer it protects, Contact 
When a safe overload is exceeded, the Therm-A-Trip, 
with its Contact Release and Movable Contact. absorbs 


heat, giving an extra long time-delay. Then the Contact 





Release melts, and the Movable Contact, driven by its 
heavy spring, opens the circuit with the efficiency of a 
circuit breaker. 
FUSE ECONOMY WITH 
CIRCUIT BREAKER 
PERFORMANCE 


Write to us or ask our representative for full 


information about TRION. the fuse to use. 


Columbus, Indianapolis. Chicago. Omaha. Kansas City. St. Louis. 





Minneapolis, Denver, Los Angeles, San Francisco, Seattle 


October, 1946 — ELECTRICAL WHOLESALING ot 


























FOR INSTALLATIONS in exposed places, confined spaces 
or use under normal conditions. Use Densheath. Its insu- 
lation offers many improvements over rubber. Durable. 


Smooth, polished finish. Pliant. Excellent superaging 





YOU WON’T an 
LE 





qualities. Good resistance to abrasion, tearing, bending, 
and flexing. Can be used anywhere Type R is allowed. 
Densheath provides economical service wherever in- 
stalled. Anaconda Wire & Cable Company, Subsidiary of 
Anaconda Copper Mining Company, 25 Broadway, New 


York 4, N. Y. Sales Offices in Principal Cities. 


' AN pA 
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+ New designations for 
Types SN and SNW. 


ayspneain 





Type T? 
for dry locations. 
Type TW 
for moist locations. 





TYPE 
Ti & TW 
BUILDING 

WIRE 
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ettorts of electrical wholesalers and their salesmen every- 
where, to pull their full weight at the oar of the boat 
“INTERDEPENDENCE.” 


* 


O. P. A. Verdict After balloting its 110,000 mem- 
bers, The National Federation of Small Business reports 
that 92 percent declared themselves to be opposed to the 
Office of Price Administration as now operating and 38 
percent even favored the shutting down of their plants 
until OPA control is completely eliminated. 

C. W. Harder, president of the Federation also points 
out that on another question 80 percent of the members 
voted that OPA should be abandoned completely on all 
tronts excepting that rent controls should be placed unde: 
some other Government agency or be placed under con 
trol of the individual states. 

That’s a pretty clear and decisive verdict and coming 
trom a business group that is numerically the largest in 
the country, it indicates that the mass of reports and 
bulletins which various Government agencies constantly 
send out, supposedly in behalf of “small business,”” have 
not kept members of that group from doing their own 
thinking. 


* 


Strike Record [if your local newspapers do not hap- 
pen to report other than local strikes, don’t let that lull 
vou into feeling that things are rosy elsewhere, Strikes 
in one city or industry can have serious and even disastrous 
repercussions in many places. 

In New York City the business of some electrical 
wholesalers and appliance distributors is practically at 
a standstill because of a trucking strike, Pittsburgh has 
been more or less paralyzed by a strike. In Detroit cai 
manufacturers have been laying off men by the tens ot 
thousands because of strikes in various parts plants. 
(Jeneral Motors Corporation reports as of October 9, 
that 124 strikes in various plants are causing critical 
shortages slowing down new car production drastically. 


* 


Materials The outlook for electrical materials is tied 
so Closely to the steel, copper and plastics situation, that 


relief can come only, as a more steady and more ample 


How of those basic raw materials reaches electrical manu- 
facturers in usable form. 

Nevertheless, the Civilian Production Administration 
believes that production in the fourth quarter will increase 
materially as the result of its “assistance actions” which 
include special allocations of steel, castings and phenolic 
resin compounds and CC rating assistance for other ma- 
terials and components. 
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Outlet, switch and receptacle boxes are expected to 
come through faster in future months although the end 
of 1946 will see the supply still 42 millions short of de- 
mand. BX and non metallic connectors will continue in 
short supply until November when producers are expected 
to begin gaining on the backlog of orders. 

Meanwhile, lumber production has topped the 3 billion 
board-feet-per-month level for several months and pros 
pects are good for having the year’s output exceed the 
anticipated 32 billion total by some margin, Trouble is 


_ that mill and distributors’ inventories were at all-time low 


levels at the start of the year and the new shipments are 
so quickly absorbed by waiting orders that no real stocks 
can be accumulated for more orderly distribution. 

That's why Government agencies predict that lumbe1 
will be in short supply through 1947—along with cast iron 
soil pipe and plumbing fixtures, but they report that brick, 
tile, concrete blocks, sewer pipe, turnaces and cast iron 
and connector radiation-items that have been terribly 
short—are now being produced in such quantities, that 
supply is approaching a balance with demand. 


* 


Construction Angle ‘The Federal Works Agency's 
Bureau of Community Facilities lists nearly $1.4 billion 
of non-Federal construction projects that are all set to 
go as soon as the Civilian Production Administration lets 
down the bars on new work. 

Included in the lot are $240 million for schools, 
$110 million for other public buildings, $73 million toi 
hospitals, with the size of the slice that electrical whole 
salers and contractors will get out of that pie depending 
almost wholly on the kind of sales job that has been and is 
being done on the groups that approve final plans. 

Also—this is only the first bunch of projects, the read 
to-go ones, and they are forerunners of many hundred 
million dollars worth of others that are being planned 
for completion within the next few years.— 


Not a bad start! 


EDITOR 








but did we hear 


Pardon the eavesdropping -- 





mentioned? 





HARRY: So you're getting rid 
of your old lighting, Tom. What 
kind of fluorescent are you 
going to install? 


TOM: What kind? Why —I don't 
know—they're all pretty much 
alike, | suppose. What do you 
think about it, Harry? 





SHIELDED UNIT 
Model No. 3004 





the preferred 
COMMERCIAL’ 


HARRY: Well, they're really 
not all alike. My contractor 
recommended MITCHELL fix- 
tures for my place, and he 
really turned out a swell job 
Plenty of light all over—and 
the fixtures went up fast, too. 
He claimed MITCHELL lights 
are “top'’—and he was right. 


. 

. 

¢ DELUXE LOUVERED 
“4 Model No. 3011 





DELUXE SHIELDED 
Model No. 3007 





LUMINAIRES 


TOM: Sounds like a good light- 
ing tip. 


HARRY: And that isn’t all. The 
utilities man who calls on me 
was plenty impressed with the 
job—said | had as good a 
lighting installation as could 
be bought at any price. 


HARRY: If | were you, Tom, I'd 
get the straight dope on what 
you need from a MITCHELL 
distributor. 


TOM: Sounds O. K.—a recom- 
mendation like that is good 
enough for me. I'll look into it 
today. Thanks for the help. 





i are thousands of prospects every- 
where, ready for new lighting installations 
—and a big factor in sales is the word-of- 
mouth MITCHELL-boosting that has 
helped make MITCHELL the most pop- 
ular fluorescent lighting line in the country. 
Everyone—users, distributors, contractors, 
utility men—knows and appreciates the 
efficiency and eye-appeal of MITCHELL 
Commercial Fluorescent Lighting—all are 
unanimous in their favorable opinion of this 
business-building, user-accepted line. Take 
a tip—MITCHELL is your best bet, too. 


Mitchell Manufacturing Company 
2525 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS 
Far West: Complete Modern Plant and Sales Office at Los Angeles 
Serves the Entire Pacific Coost Area 
1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA 


Makers of Commercial and Industral Fluorescent Lighting Equipment 
Store Window Lighting « Spotlights and Floodlights « Desk Lamps « Port- 
able Floor and Table Lamps + Bed Lamps « URraviolet and Infrared 
Health Lamps « Residential —— Specialties . . . Rad-i-Air Germ 
cidal Units (made by Tru-Air Ultraviolet Products Co., Los Angeles 











A FREE ECONOMY 
IS WORTH FIGHTING FOR 





USINESS must take the initiative if the price 
decontrol machinery, set up by Congress, is 
to be effective. The present price control 

law is far more than a set of instructions to the ad- 
ministrators of OPA; it is a challenge to business to 
be aggressive in speeding decontrol decisions and 
in persuading the Price Decontrol Board to adopt a 
strong stand for return to a free economy. 

Thus far business has not met this challenge. Two 
months after the passage of the new price law not a 
single application for decontrol of a major product 
had been filed by an industry advisory committee. 
This is due in part to the red tape controlling such 
applications. Nonetheless, a continuation of such 
inactivity on the part of business can well result in 
perpetuating price control far beyond the time 
either the present law or sensible economic policy 
require. 

It was the clear intent of Congress to hasten our 
return to a free economy. In the legislation continu- 
ing the general control of prices, Congress formally 
declared its purpose to have it “terminated as rapid- 
ly as possible.” 

To accomplish this, the House originally approved 
a formula which would have made decontrol man- 
datory when production had attained a prescribed 
level. The automatic decontrol provision was dropped 
before the bill was finally passed, partly because of 
the uncertain effects of strikes on production. But 
Congress did not mean to return the timing and ex- 
tent of decontrol to the administrative discretion 
of OPA. 

On the contrary, to assure having price control 
“terminated as rapidly as possible,” Congress created 
a Price Decontrol Board and gave it power to over- 
rule OPA when the board finds price control should 
be removed. Moreover, it gave to industry the right 
and the responsibility to seek decontrol. Also, in a 
further effort to speed up the decontrol process, it 
placed narrow limits on the time allowed for board 
decisions. 

Congress had compelling economic reasons for do- 
ing its legislative best to speed up decontrol. 

1. It is by all odds the best way to eliminate the 
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bottlenecks in production and the black markets 
which have plagued the country since V-J Day. 

Rigid price ceilings promote shortages of 
badly needed commodities by discouraging their 
production. Such shortages both upset the flow 
of production and promote black markets. At 
present a considerable part of American indus- 
try is stymied by shortage of critical parts and 
materials. Price control is much to blame. 

2. There must be flexibility of prices if a round of 
new wage adjustments, which may be forced on 
industry early in 1947, is to be negotiated without 
grave risks of seriously curtailing production. 

When, under the leadership of the national 
administration, the first post V-J Day round of 
wage adjustments was made, price ceilings 
were held rigid while wages were boosted. The 
result was a series of price-wage squeezes which 
upset production. They would have been dis- 
astrous if we had not been in a sellezs’ market, 
created by a tremendous accumulation of war- 
time shortages. In 1947, however, many indus- 
tries will be in a buyers’ market. It must be 
possible, therefore, to have wage increases re- 
flected promptly in price adjustments if we are 
to avoid a repetition of the costly post V-J Day 
round of strikes, which often had price control 
as the key issue. 

3. Rapid decontrol is necessary to maintain a high 
level of employment and production. 

Almost five years of price control inevitably 
twisted the factors of production and distribu- 
tion far out of the equilibrium which would 
prevail in a free economy to which it is the 
clear purpose of the nation to return. Unless 
the return to a free economy is facilitated by a 
speedy and orderly decontrol, the jolt of an 
abrupt return to competition can be expected 
to upset employment and production seriously. 


Ivs Up To Business 


To encourage speed and boldness in decontrol, 
Congress provided for the reimposition of control 
over any prices which, after being released, might 
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BORDERLINE VISION* 


Is Making New Prospects For You! 
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at a glance. That's why the new Wheeler Downs 


advertising campaign is finding new pros- a =, 


pects for every electrical wholesaler who 






carries the Wheeler line. Because in dra- 
matic, convineing full-page advertisements 
Wheeler is showing how “Borderline 
Vision” means a costly lag in plant produc- 
tion. And that means a tailor-made sales 


opportunity for you when you sell Wheeler 


Industrial Reflectors! Wheeler Reflector * Jott shade r 
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Electrical Equipment New England Electrical News 










Electrical World New Equipment Digest 
’s th heeler Ad 
Factory Purchasing Here $ f e New W, ee er A I 
Seed Peastew Textile Age Wheeler doubled its advertising to tell this dramatic 
new story. Full page space in a complete schedule of 
Illumination Textile Bulletin 





industrial, electrical and textile magazines is creating 
more business for every Wheeler electrical wholesaler. 
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MADE BY SPECIALISTS IN LIGHTING EQUIPMENT SINCE 1881 


SKILLED LIGHTING 
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get out of hand. The dangers of this sort are chron- 
ically exaggerated. During the 25-day period in July 
when there was no price control the Civilian Produc- 
tion Administration found that “manufacturers of 
finished industrial and consumer products have gen- 
erally exhibited commendable restraint in increasing 
prices no more than increased costs.” 

All of this endeavor to speed up decontrol and 
expand its scope is likely to be futile. however, un- 
less business furnishes the driving power for the 
machinery Congress provided. OPA certainly will 
not do it. Neither can the Decontrol Board be ex- 
pected to go out and drum up eases. 

The necessity for vigorous action by business in 
pressing for decontrol is increased by the fact that 
the general legislative standards to guide decisions 
by the Decontrol Board are vague. They must be 
clarified and sharpened by decisions in specific cases. 

The main principle to guide the decontrol of non- 
agricultural products is that price ceilings shall be 
removed when supply is in approximate balance 
with demand. But what precisely does that mean? 
The meaning will become clear only through Decon- 
trol Board decisions. 

The same is true of the principle which makes au- 
tomatic decontrol of a non-agricultural commodity 
contingent on whether or not it “is important to 
business costs or living costs.” Business must press 
cases which will give specific meaning to those vague 
terms if decontrol is to get on apace. 


Cards Are Stacked 


At present the government has the cards pretty 
well stacked against rapid decontrol. 

First, the key members of the staff of the Price 
Decontrol Board are holdovers from the Bowles 
regime which emphasized the importance of carrying 
on price control rather than speed in getting rid of it. 

Second, in exercising his authority to prescribe 
regulations to govern petitions for decontrol, the 
OPA administrator has required excessively compli- 
cated statistical and economic data. Manufacturers 
who are sure they can convince any fair-minded 
board of the desirability of decontrolling certain of 
their products assert that they are blocked by statis- 
tical entanglements. 

Third, OPA has discouraged business from moving 
immediately under one section of the law to speed 
decontrol. This section provides that products “not 
important in relation to business or living costs” 
may be freed from price ceilings immediately and 
must be freed by December 31, 1946, unles OPA 
specifically finds they are important to these costs. 


Instead of making it possible for business to move 
under this section now, OPA has issued rules which 
have the effect of blocking such a course until the 
end of the year. 

In the light of obstacles such as these, it is not sur- 
prising that the record of decontrol to date is not 
impressive. 


Decontrol Reeord 


Since June 30 there has been a drop from about 
70°% to about 60°. in the total value of products 
under price control. But most of the drop has been 
accounted for by food products, which Congress took 
the lead in decontrolling, and by industrial machin- 
ery which was being decontrolled when Congress 
acted. By far the larger part of manufactured con- 
sumer goods remains under control. 

This, however, is no time for business to be dis- 
couraged. Rather, business should accept the obsta- 
cles put in its way as a challenge and work harder 
than ever for speedy decontrol. 

The case for decontrol should not be stated in nar- 
row technical terms. It should be based on grounds 
of broad public policy, and should demonstrate how 
a speedy return to a free economy can hasten the 
full release of the nation’s productive power. 

For example, there should be very clear demon- 
strations of how, in far too many cases, rigid price 
ceilings— (1) discourage production of key parts and 
materials by making such production relatively un- 
profitable, (2) create shortages of key parts and 
materials which tie up broad ranges of production 
or result in piling up lopsided inventories of partial- 
ly completed goods, and (3) thus cut away the foun- 
dations of a stable economy and the prospects of 
steadily sustained employment. 

There should be equally full demonstrations of the 
well known sequence from shortages to unrealistic 
price ceilings to black markets. Meat prices are 
rolled back, but the meat is rolled under the counter. 

A free economy is worth fighting for. Liberty is 
preserved only by the constant struggle of those who 
believe in it. Neither the interests of the nation in a 
strong and well-balanced economy nor the interests 
of business itself will be served by drifting at this 
time. Now is the time for business to lead a strong 
offensive for speedy elimination of price control. 


President McGraw-Hill Publishing Company, Inc. 
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TRU-HEAT CONTROL reacts to minute changes heat regulators. It holds heat within narrower 
in temperature faster than ordinary types of iron _ limits than five other leading makes tested. 


The soleplate is part of the heat control ! 


THE SOLEPLATE of the new General Mills Tru-Heat Iron expands 
and contracts during ironing and that minute action makes 
and breaks the heating circuit. Thus, the very surface in contact 
with the fabric being ironed controls ironing temperature. This 
super-accurate control of ironing temperature means valuable pro 
tection for even the most delicate of the modern types of fabrics. 





But that’s not al/! The new scientifically shaped 4-Way, Full-Vue 


Soleplate covers more ironing at every stroke... the all around 
Button Bevel permits ironing under buttons with any part of the iron 
edge ... the unique Safety Side Rest ends tiresome lifting . . . the 


Tru-Heat Fabric Selector, marked with both fabric and actual tem- 
perature settings, makes it possible to iron every fabric at its own 
best temperature. These vital new features work together 

to make ironing—and selling —faster and easier! 


NOW BEING DISTRIBUTED IN: Minnesota, Nebraska, 

the Dakotas, Wisconsin, Iowa, Upper Michigan, Montana, 
Idaho, Wyoming, Utah, Colorado, New Mexico, and parts of 
Illinois and Indiana. Other states to follow soon! General Mills, Inc., 








>> 
a 
a 


Home Appliance Dept., Minneapolis 13, Minn. “== AP Betty Crocker ie 
“a / a trade name of 
THE IRON SPON SOR E D BY Bett Cnockenr ™—,/ General Mills, Inc. 
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Interdependence Stressed 


At Leagues Conference 


Eleventh annual conference of electrical leagues chooses 
“Interdependence” as theme. Industry leaders address dele- 
gates. G. A. Price speaks at Westinghouse Centennial Luncheon 


EW YORK, N. Y. 
dred delegates representing electrical 
leagues throughout the U.S. and Canada 
met October 2nd, 3rd and 4th for the elev- 
enth annual conference of the International 


Almost one hun 


Association of Electrical Leagues held at 
the Hotel Astor in New York City. 
Leaders from all branches of the indus- 
try congratulated the group on its well- 
chosen and very timely selection of the 
theme of the conference, “Interdependence, 
\ Fact and An Opportunity.” 
Westinghouse Centennial Luncheon 


Leading event of the conference took 


me 


place when more than 1200 guests and dele 
gates crowded the Hotel Astor Ballroom 
tor the George Westinghouse Centennial 
Luncheon sponsored by the Electrical and 
New York. 
A. Price, president of the Westinghouse 


Gas Association ot Gwilym 
Electric Corporation addressed the large 
attendance on the subject, “Tnterdepend 
—Then and Now.” 


ence 
New Officers Elected 
he election of ofhcers featured the an 


nual business meeting held during the final 


morning session of the conterence. Officers 





RESPONSIBLE for arranging the fine program for the eleventh annual con- 
ference of the International Association of Electrical Leagues were these four 
members of the program committee: left to right, J. A. Morrison, R. T. King, 
W.G. Hills, chairman, and Ralph Neumiller. 
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President, W. G,. Hills, 
managing director, The Electric Institute 
Vice President, Ss, 1} 

Electrical 

Freasurer, C. H. 
Electrical 
Secretary, O. C. 


elected included 
otf Washington; 


Strunk, secretary, League ot 
Christine, 
Board ot 


Small, manager, 


Cleveland; 
manager, St. Louis 
| rade; 
Business 
N.E.M.A. 

The new board of directors for the as 
sociation will consist of: W. G. Hills, C. G 
Odell, R. B. Hubbard, J, C. Chamberlain, 
G. W. Austen, S. E. Strunk, C. H. Chris 
P, Wilson and J. A. Morrison 


Development Department, 


tine, H. 
Industry Leaders Speak 


An outstanding program of speakers and 
discussion leaders was arranged by th¢ 
program committee for the conference. Th¢ 
opening session featured an address of 
welcome by H, C. Calahan, vice president, 
General Electric Supply Corporation, and 
president, Electrical and Gas Association 
of New York. 

Victor 


Pacific 


W. Hartley, managing director, 


Coast Electrical Association, and 


president, International Association ot 
Electric League 8, delivered the keynote ad 
dress. Following Mr. Hartley’s address 
delegates 
MacDonald, vice president, The 
& Betts Co., and J. R. 


Range and Water Heater Division, Gen 


were privileged to hear N. J 
Thomas 
Poteat, manager, 
eral Electric Co., speak on “Electrical Tn 
terdependence In Practice.” 

Another session during the meeting was 
devoted to the directors of the tour major 


national electrical associations who dis- 
cussed the contributions of their respectiv: 
organizations to the national program for 


The 
W. Davis, general manager, Na 


electrical interdependence. speakers 
were. I ° 
tional Electrical Contractors Association ; 
C. G. Pyle, managing director, National 
Electrical Wholesalers Association; W. ] 
Donald, managing director, National Ele« 
Manufacturers 


trical Association; J. T 


Coatsworth, commercial director, Edison 
Electric Institute. 
Other 


session 


during the conferenc: 


Kenneth 


speakers 


included Cook, director 
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QUALITY CONTROL IS POSITIVE... 
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A: Rome Cable, Production and Inspection 
are functions independent of each other. The 


duction or sales departments, but is respon- ~ 
sible only to the president and concerns itself 
with only one objective . . . Quality Control. 
Thus close and exacting quality surveillance 
is never influenced by pressure for production = 


perienced personnel who take sincere pride 
in the contribution made to Rome Cable qual- 
ity through their rigid inspection standards. 








inspection unit is not controlled by the pro- ~— 
















increases. The inspection division of Rome — 
Cable is adequately staffed with highly ex- \— 
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operates a general export and import busi- 








sales training, American Central Manufac- 
turing Corp., who spoke on “Selling, In- 
stalling Complete Electric Kitchens,” H. 
M. Kelley, appliance sales manager, Frigi- 
daire Division, General Motors Corp., 
discussed the appliance outlook and mer- 
chandising problems. 

Lighting possibilities especially in the 
commercial market were discussed by H. 
Il. Green of Nela Park, General Electric 
Company. C. B. Stainback, manager, Indus- 
trial Department, 


hear plan 
organizatic 
Electric 
Electrical Applications to 


Westinghouse 
Corp., spoke on “ 


Increase Industrial Efficiency.” “How Our Spats PON, D.C. 


Industry Can Advance Acceptance Ot the various nation 
Adequate Wiring By The 


Industry,” 


Construction 
was the subject of an address 0" S4Nizational meeting 
by H. P. Vermilva, director of Housing 


Research, John B. Pierce Foundation. 


C. to hear the plans for 
ciation of 
organization which will 
5 bined interests of all the 
Owesen & Co. Expand 
Wholesaling Activities 
SAN PEDRO, CALIF.—Owesen & Com 
pany, San Pedro, Calif., recently announced 
the opening of a new branch office in New 
Orleans, La. where 


try groups throughout t 
Joseph Kolodny, wh 
the old Council of N 
Associations which pass 
has been named acting | 
sociation, Mr. Kolodny 
saler and also, managi 
National 


electrical supplies, ap 
pliances and marine supplies will be dis 


. Association ot 
tributed. 


: 2 ulors, 
The San Pedro oftce was established in 


1941 by 
marine supplies. Shortly after opening the 
San Pedro office, Mr. Owesen expanded 
its operations to include the distribution of 
electrical supplies, appliances and lighting 
equipment for the local industrial and 
domestic trade. 


A. B. Owesen as an outlet for : 
representation of the 


on a scale equal to the 


Manutacturers, the Am 


Since that time the firm of Owesen & 


sociations recently attended an important 


Wholesalers, a newly-formed 


The new organization has as its goal the 


wholesale business 


corded other industry groups by organiza 


tions such as the National Association of 


N. A.W. Would Represent 
All Wholesale Interests 


Representatives of leading wholesaling associations meet to 


of new National Association of Wholesalers. New 


m to represent all the various wholesale industries 


Leaders of eration, and the American Farm Bureau 


ial wholesaling as Federation. 
During the meeting it was pointed out 


N: A. W. 


following functions. (a) A research pro 


in Washington, D that the 
the National Asso 


would carry out th 


gram would be undertaken to prove thi 
represent the com intrinsic value ot the wholesaler’s services 
wholesaling indus and also to show how essential the whole 
he country. saling industry is to American business 
» was chairman ot (b) 


ational Wholesak 


ed out of existence, 


Educational institutions would — be 


urged to include courses and studies of dis 
tribution in their curriculums. (c) The 
read of the new as association would watch closely all legisla 
is a tobacco whole tion, both tederal and state, in order to 
ng director of the against any 


campaign proposals which 


VFobacco Distrib would be against the best interests of the 


N.A.W. 


attend all meetings and conterences and 


wholesaling industry. (d would 
would participate in discussions where th 
representation ac interests of the wholesaling business re 
quires representation. Finally, the new o1 
ganization would continually study ways 


erican Retail Fed ind means of distribution to discover meth 





Company has opened branch houses in 
San Francisco, Calif. and the new one in 

New Orleans. Both of the branch houses ness with ofhces 
itfer an electrical wholesaling service simi- 


lar to that at San Pedro. Mr. Owesen also 


Stockholm and New Yor 


Recently the Owese 
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VAVY DEPARTMENT awarded this certificate to Owesen © 
Co., San Pedro, Calif. for “splendid efforts put forth in support 
of the war production program.” Owesen & Co. recently opened 
a new branch in New Orleans, La. 


in Copenhagen, Oslo 


awarded at its San Pedro headquarters a 
| 


United States Navy 
Department in recognition of 


certificate trom the 
k City. 


n Company was 


“exceptional 
accomplishments in support of the wat 


production program,’ 
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STOCK ROOM at Owesen ©& Co., San Pedro, Calif. from which 
electrical and marine supplies are dispensed. (Insert) O. F. 
Dedrick, general manager of the San Pedro office and executive 
in Owesen subsidiaries. 
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Enclosed Flood 
750- 1000-1500 Watt. 
Rotation feature 
with degree mark- 
ings makes this a 
practical, easy to 
service unit for 
eports lighting 

















No. 3018 Con— 
vertible. 


SERVICE STATION—INDUSTRIAL 
AIRPORT — MARINE and SPORTS 


LIGHTING EQUIPMENT 


“A Line of Lingo”’— is one thing—but 
when you have a complete line like 
Revere to back it up—‘‘the chips are 
down’’! With Revere equipment you 
can talk DESIGN, EXCLUSIVE 
FEATURES, EFFICIENCY, ADAP- 
TABILITY and QUALITY for sure. 


A Line to “Line up with” For Sales 
and Customer Satisfaction! 


Pa ide 
if 


A ] $ 
F 4g No. 3018 <n 


Weather-proof —Ac- 


Airport Fioed- 

tights. 12°, 18 

24" lens sizes. A 

masterpiece in 

design and enn- 
+ struction. 


1000 Watt sizes | 
any type of mou 
; portal 








ommodates one, two 
or three top floods. See 
unit below. 





designed 


REVERE ELECTRIC MANUFACTURING COMPANY 


6011 BROADWAY ° CHICAGO 40, ILLINOIS 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT TO SERVE EVERY NEED 
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ods which reduce costs and increase effi- 
ciency, 

Of the twenty-two wholesaler organiza- 
tions attending the Washington meeting, 
seven groups, the National Association of 
Tobacco Distributors, the National Whole- 
sale Druggists Association, American Coal 
Sales Association, National-American 
Wholesale Lumber Association, Motor & 
Equipment Wholesalers Association, South- 
ern Supply & Machinery Distributors and 
Wholesale Dry Goods Institute, have 
pledged their support to the new body. 

Other groups which were represented at 
the meeting and whose representatives will 
report back to executive committees before 
pledging full support included the National 
Electrical Wholesalers Association, Nation- 
il Wholesale Hardware Association, and 
National Association of Sheet Metal Dis- 


ibutors. 


Nela Park Institute-Reborn 


Features Wholesale Show Room 


Electrical distributors attending reopening ceremonies 
at Nela Park Lighting Institute find many practical and 
interesting ideas in the new wholesalers display room 


LEVELAND, OHIO—Representatives 

of the electrical wholesaling industry 
attending the recent rededication of the 
General Electric Company's Lighting In- 
stitute at Nela Park, Cleveland, witnessed 
the introduction of the lamp wholesaler’s 
display room, a special section arranged 
by the Institute to show wholesalers how 


their own display rooms, when properly 





NEMA Reports On Latest 


Klectrical Production 


N.E.M.A, survey of 100 member companies reveals critical 
conditions and serious delays in production schedules of 
electrical manufacturers. No solution expected in 1946 


— scale production in the electrical 
manufacturing industry will not be 
ichieved until well into 1947 according to 
1 survey of 100 member companies recently 
inade by the National Electrical Manufac- 
turers Association, Every branch of the 
industry was covered by the survey. 

At the present time especially serious 
shortages exist of electrical materials 
1eeded in the housing field such as electric 
viring materials, wire, cable and fittings 
equired for extension of electrical service 
ind small motors for use in the production 
f electrical appliances. 

\nalysis of the answers to the survey 
aced the labor situation as one of the 
ading factors contributing to the present 
ondition and recorded an extreme short 
ige of women workers for light assembl\ 
vork. The shortage of female help dras 
tically affects the electrical manufacturing 


idustry where many fine hand operations 


re required in the production of goods. 
Che majority of companies declared that 
ibor eficiency was below that of 1941 and 
i) some cases was running as low as 65 
vercent of the pre-war standard. Reasons 
tor this were the training of new workers 
ind the relocation, as a result of reconver- 
sion, of workers into jobs new to them. 
Small motors stand high on the critical 
ist and current production is falling far 
short of meeting the unprecedented peace- 
time demand. In this field production is 


running only at from 50 to 80 percent of 
post-war Capacity in various plants, simply 
because shortages of copper and other ma 
terials prevent larger output. 

Ihe companies surveyed were virtually 
unanimous in the belief that the problem 
of material shortages had not been allevi 
ated to any degree, nor is there prospect 


of a permanent solution in the near future 


equipped can serve as sales-building head 
quarters tor lighting sales specialists in 
their districts. 

Designed primarily for the electrical dis 
tributor, the display room suggests that 
small contractors and dealers who are cus 
tomers of the distributor, can become ke\ 
figures in the sale of lamps and lighting 
equipment if the distributor will encourage 
them to use his sales rooms for the actual 
demonstration, display, promotion and sales 


training needed for the sale of good lighting 


Displays Are Flexible 

Lhe Institute has arranged displays 
which can be readily utilized by any ele 
trical wholesaling establishment, whethe: 
small or large. The displays are inexpen 
sive to set up, can be changed easily and 
are flexible enough to provide variety. The 
“city counter’ and appliance show room 
are designed to fit almost any suitable area 
of the wholesaler’s establishment. 

One of the features of the wholesaler’s 
display room is the lighting sales demon 
stration area which is arranged to help a 
less-trained salesman to give his sales pre 
sentation by going from sales point to sales 
point, from introduction to the conclusion 
of the sale. With the aid of the same light 
ing sales demonstration area, the trained 


Continued on page 119 


- 











LENDING a hand, or rather a beard to the recent Centennial of Klammath 
Falls, Oregon are these hardy and hairy employees of the Lorenz Company. 
Real celebration for them came later with application of soap and razor 

adhesive tape and lotions. 


October, 1946 — ELECTRICAL WHOLESALING 


63 





























INN 


wo 


> 


N) 


A | 


: 
ti 
' 


TL 


fH 


; 


———— * 

















ill 


re 


TL 


ll 


Mh 


ill 


WN 


_ 


hy) 


TAL 





a 








a \ | 


€ 


Ist in a series on Thomas Jefferson, 
Third President of the United States - 
\ 


\ 





Such wise and understanding Leadership continues to 
serve as an inspiration to those who keep faith with the enlightened principles 
pioneered by this great and true American. 

With thoughtful appreciation, therefore, of the heritage attached to the 
name Jefferson, the founders of this company accepted it as best symbolizing 
their ideals and policies. Since then the Leadership of the Jefferson Electric 
Company, in its chosen field, has progressed through a consistent adherence 
to truth and dependability in all business transactions. 


TRANSFORMERS: Power Circuit, Mercury Lamp, Oil Burner Ignition, Control, Bell Ringing, and Luminous Tube. 
FUSES: Jefferson-Union Renewable Fuses, Super-Lag, and Non-Renewable. BALLASTS for Fluorescent Lamps. 


JEFFERSON ELECTRIC COMPANY 


BELLWOOD, ILLINOIS (Chicago Suburb) 
in Canada: Canadian Jefferson Electric Co., ltd., 384 Pape Ave., Toronto, Ont. 


) JEFFERSON 
SSHERCTRIC 
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The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesaling 
tield are collected and compiled by the Bureau of the Census 
of the U. S. Department of Commerce. 
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Business Index 
For the Month of July 1946 


Shipments flowed through the warehouses ot 
electrical wholesalers in peacetime July 1946 at a pace 
never equalled even during any month of the largest 
dollar-volume war in history. 

Strikes, shortages, unstable conditions in related indus 
tries—none could stop wholesalers’ July sales from soaring 
to 245 percent of the 1939 average monthly dollar volume, 
almost 40 percent above the biggest wartime month. 

Only three factors marred this picture of a postwar sales 
boom: 1. It was a dollar-volume figure. Increases in unit 
prices ot all electrical materials since 1939 obviously con 
tributed to this higher dollar sales volume. 2. It was gross 
volume that was 145 percent ahead of 1939 and that does 
not mean NET profit, because the conditions that include 
()PA and excessively high operating costs do not bring pro 
portionate increases in NET, 3. It was still an unbalanced 
market —a feast or famine in regular supplies, a growing 
How of major appliances and radios, over-normal demand 
for some products, below normal call for others, All those 
tactors combined to prevent normal, efhcient selling, ware 
housing, delivery, bookkeeping and credit operations. 

Nevertheless, new high records in gross business are ver\ 
welcome to the wholesalers who score them. Only with 
sales continuing at a high rate can the wholesaler meet 
soaring labor costs, meet the expenses of operating in today's 
abnormal market, and still squeeze out a little net. 


With an 11 percent increase ove: 
the previous month, wholesalers’ inventories of electrical 
goods in July reached 198 percent of the 1939 average 
monthly level. 

Large as it seems — 95 percent ahead of July 1945 — the 
index figure for inventories was yet far from the peak it is 
expected to reach when so many of the standard electrical 
products — conduit, fittings, wiring devices, commercial 
lighting fixtures and the investment-boosting major appli 
ances again are available in needed quantities. 


The collection percentage for Jul) 
1946 was 101, eight points ahead of the same month of last 
vear, and six points up from the previous month. Accounts 
receivable in July 1946 were up eleven percent from the 
previous month and twenty-nine percent ahead of July 1945, 
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WHEN YOUR CUSTOMER’S HAVING TROUBLE, 
’ you can help him—and your own business 
i too—by calling in a Roebling field engi- 
neer. His knowledge and experience can 
go a long way to suggest solutions that 
turn problems into profits. 


As a Roebling electrical wholesaler, you 
should think of this service whenever you 
hear the word “trouble.” For it has been 
proved that this ever-available technical 
assistance helps increase customer-confi- 
dence . . . and makes further orders of 
Roebling products easier to get. 


As the competitive pace steps up, Roebling 
sales and service cooperation becomes 
even more important. It can help you 
stake a claim to a larger share of tomor- 
row’s business. And it’s only one of the 
solid advantages you have handling the 
Roebling line of electrical wires and 
cables: 





A complete line of wires and cables ...a 
type for every purpose... all made to the 





An eye-catching Roebling ad read by 
thousands of electrical contractors and 
plant engineers: it tells them the advan- 
tages of using Roeplastic Types T and 
TW...paves your way to greater sales. 


BL 
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-and using it to promote your sales of 
ROEBLING Electrical Wires and Cables 



























high Roebling standards for superior 


performance. 


Aggressive advertising in national publica- 
tions and by direct mail... double page 
color messages and mailings of literature 
to help you sell, aimed at specific fields 
and reaching hundreds of thousands of 
buyers of electrical equipment. 
Strategically located branch warehouses, 
stocked with supplies of standard elec- 
trical wires and cables... to back you up 
with prompt, efficient service. 


JOHN A ROEBLING'S SONS COMPANY 
TRENTON 2, NEW JERSEY 


Branches and Warehouses in Principal Cities 


t— 
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PACEMAKER IN 
WIRE PRODUCTS 
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Electrical Wholesaling 


REGIONAL ANALYSIS 


N spite of the sudden increase in wholesalers’ sales, which 

averaged a 23 percent gain in July compared with June, 
a fairly even distribution of sales was reported from all but 
three of the nine groups of states. 

Only in the Middle Atlantic, the East South Central, 
and the West South Central states did the July sales vol- 
ume vary more than 5 points from the average for the 
country. 

As July is the last month that can be compared with 
a full month of all-out war in 1945, it is worth noting how 
the regional performances reflect reaction to peacetime. 

By one year after V-J Day, only one region had not 
shown an outstanding gain in sales volume. This was 
region 2, the Middle Atlantic States of New York, New 
Jersey and Pennsylvania, The gain of 17 percent for these 
states would hardly compensate for the increase in appli- 
ance volume and the overall increases in prices. 

At the same time, the West South Central and the West 
North Central regions reported increases of 116 and 102 
percent over July 1945, As these are predominantly agricul- 
tural states, it is likely that these high sales figures represent 
seasonal activities which become evident more quickly in 
the agricultural regions than in the industrial sections. 

Surprising is the 65 percent sales gain over 1945 reported 
from the Pacific states. As that section of the country ex- 
panded industrial production tremendously for war pur- 
poses, it was assumed that more than a year would be 
needed for the economy to recover from the closing of air- 
craft, shipbuilding and military facilities. Not taken into 
account were factors then latent, now active—an extensive 
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Figures in this table apply to the geographic divisions 


as outlined and numbered in color on map above 





SALES 
July, 1946 
Compared in % with 

June, July, 
1946 1945 
118 170 
114 117 
128 184 
127 216 
127 158 

98 158 
135 202 


INVENTORIES 
July, 1946 
Compared in % with 
June, July, 

1946 1945 _ 
107 197 
111 189 
118 123 
112 198 
110 177 
109 244 
109 206 
122 192 107 218 
124 165 108 171 


123 164 mM 195 


Trading 
Region 
(See Map) 





























residential and commercial building program, expanded 
production of peacetime products the development of serv- 
ice facilities to supply the war-made increase in population. 

In an abrupt change from the situation during the last 
few months, inventories were quite evenly distributed 
among the nine groups of states. Only the Middle Atlantic 
states reported inventories more than + points from the 
average for the country. 
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“LET’S HAVE 
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Appieton 4-S-% Outlet Box 
(left) specified above for 
flush wall outlets. Appleton 
boxes are available in any 
_ desired type and size with 
wide range of cover de- 
signs. No. 8468 Single 
Cover shown above. 





Appleton OCR-3'2 Concrete 
Box (left) inside lugs drilled 
and tapped to take OCP 
plates or any standard 
make, 4-inch round box 
cover. OCP-% plate (above) 
has % fixture stud. 
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Appleton 8056, %-inch 
open type Boltless Fix- 
ture Stud (right). Closed 
type also available. 
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Big Appleton Catalog, de- 
scribing ond illustrating 
more than 15,000 types and 
sizes of wiring equipment, 
giedly sent on request to 
any user of such material. 
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A SIZE AND TYPE FOR 
EVERY ELECTRICAL REQUIREMENT 


... from simplest to most exacting 
‘“... made by Appleton Elec- —_— material to be expertly and 
tric Company.” Period. That cleanly made, and skilfully 
is one specification that stands _—_ designed for easy installation 
for first-class work ...that and wiring. Appleton quality 
says Clearly: “Quality comes is carefully maintained and 
first on this job.” safeguarded in Appleton’s 
Whether it’s a big factory own foundries and fabricat- 
job like the recent one speci- _ ing plants. 
fied above, or a complicated Save your own and your cus- 
system of wiring forahighly __ tomers’ time by selling Apple- 
hazardous location, you ZON ton fittings, the STANDARD 
can depend on Appleton A\ FOR BETTER WIRING. 


Sold Through Electrical Wholesalers 
APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE - CHICAGO 13, ILLINOIS 


Branch Offices: NEW YORK, 76 Ninth Avenue * DETROIT, 7310 Woodward Avenue * CLEVELAND, 
1836 Euclid Avenue * SAN FRANCISCO, 655 Minna Street * ST. LOUIS, 420 Frisco Bldg. * LOS 
ANGELES, 100 North Santa Fe Avenve « ATLANTA, 724 Boulevard, N.E. «© BIRMINGHAM, 
6 N. Twenty-first Street «© MINNEAPOLIS, 305 Fifth Street, S. © PITTSBURGH, 414 Bessemer Bidg. 
BALTIMORE, 100 East Pleasant Street *« BOSTON, 10 High Street * DENVER, 1530 Sixteenth Street 

PHILADELPHIA, 1017 Cherry Street 


Resident Representatives: Cincinnati, Dallas, Kansas City, Milwaukee, New Haven, New Orleans, Seattle 


CONDUIT FITTINGS « OUTLET AND SWITCH BOXES « EXPLOSION-PROOF FITTINGS « REELITES 








NOW IS THE TIME TO SELL 
THESE Westinghouse 
HEAT LAMPS 


‘ 


softens paint for 


as) removing 


THE MARKET IS RIGHT. 


have learned the advantages of heat lamps. 


People 


and hundreds of thousands of families want 
them for their homes. There are literally 
hundreds of home applications. Lamps are 
self-contained units and easy to use. They 
fit regular sockets and operate on either 


AL, or DC. 














Westinghous« 












































bases congestion 
due to cold- 


Defrosts refrigera- 
tor in five minute. 


Ouick drying 
after shampoo 


YOUR PROFIT IS RIGHT. Price of 
these lamps has been recently lowered— and 
is well within reach of the market. You are 
assured of a high dollar volume of that 
highly favorable lamp business. Heat lamps 
need a minimum of sales attention—they 
sell on sight. This adds up to more profits 


for you. 


AND NOW TWO NEW MERCHANDISERS 
TO HELP YOU GET MORE SALES. 


Westinghouse is now offering these two <park- 
ling counter displays—one for the ruby-red 
Heat Ray Lamp and one for the Infrared Heat 
Lamp. ‘They show the product. They show 
the uses. They'll stop the customers and remind 
them to buy. 


And that’s not all. Packaged with the Heat Ray 
Lamp merchandiser is a jumbo-size display 
banner for store or window, a supply of give- 
away literature and a series of ads for which 
mats are available. Packaged with the Infrared 
Heat Lamp merchandiser is also a supply of 
zive-away literature and its own series of ads 
for which mats are available. Get in touch with 
your Westinghouse lamp representative today 
and order these two new merchandising pack- 
ages. Westinghouse Electric Corporation. Lamp 


Division, Bloomfield, N, J 


Dries dishe-~ 


quickly 


Quick heat in the 
bathroom 
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Melts grease in 
pipe drains 
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Relief for 
museular pains 


Westinghouse 


LAMPS FOR SEE-ABILITY 
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Detachable Hub Plates for CONDULETS 


Many CONDULETS are designed to take demountable 
hub plates, thus extending their usefulness. When such 
CONDULETS are installed, it is easy to tap an electrical 
conduit system at any time and add branch circuits with- 
out interrupting service. Simply remove a blank plate 
and add a plate with the required number and size of 
hubs. In many cases demountable hub plates make the 
OP... use of unions unnecessary. Crouse-Hinds hub plates 
can also be used as pipe flanges that have the advantage 
of an internal bushing. (See outline drawing below.) 






The illustrations show a selection of detachable hub plates 
and a few of the CONDULETS that take such plates. 





[ ; 4 
No. 13 | Type YSW 
Type RSM of a series of advertisements which demonstrate that CROUSE-HINDS | gn ™ 
without Hub Plates complete line means much more thon just a range of sizes — there Hub ates 
is a wide variety of highly specialized types in each classification | 
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Type RS Type YYC Type YWX Type AJX 
with Hub Plates with Hub Plates without Hub Plates with Hub Plates 
ai | 3 Type YYP es 
Type YYAP Blank Plate om 
Ly One Hub 90° , 
Back and Front be — 
> oe Type PED Pedestal 
Not Threaded 
‘a One Hub 
ne Hu 
Type RSP : 
One Hub Too Hubs Straight 
Type YYLP 
One Hub 90° T 
, ype UGEB 
v , Type YYP “aa 
Type LOB Type RSP = oy P Broken Away View 
Hub Plate Thess. Habe traight 
Straight a 
Type YYSP , 
T Hubs 90° 
\o Left and Right a a 
= ote og Type UGEE 
Type LOB Type LOB Straight Type UGEF ® 
Hub Plate Hub Cover 
Angle 
) ae | A 
oe iad tek aioe —_ Nationwide 
SMP 6 asa pipe flange or Type CU u ate Distrib 
dovahiog at oy pee Type GS Type GSG for Joining Conduit ution 
trical conduit at drive-in Hub Cover Hub Plate to a Pole Type YYP 9 Through Electrica] 
pre ay cima ar —_ Wholesalers 


ames CROUSE-HINDS COMPANY 
Syracuse 1, N. Y., U.S.A. 


Offices: Birmingham — Boston — Buffalo —- Chicago — Cincinnati — Cleveland — Dallas Denver — Detroit — Houston — Kansas City — Los Angeles — Milwaukee — Minneapolis — New York 


Philade!phia Pittsburgh San Francisco — Seattle St. Louis — Washington Resident Sales Engineers: Albany — Atlanta — Charlotte — Indianapolis — New Orleans 
CROUSE-HINDS COMPANY OF CANADA. LTD.. Main Office and Plant: TORONTO. ONT. 


‘+ AIRPORT LIGHTING - FLOODLIGHTS 
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GEORGE WESTINGHOUSE CENTENNIAL 


1846 


October 6th 


1946 


nterdependence ~_ 





HOEVER chose ‘‘Interde- 
pendence” as the theme of this 
conference had a newspape1 

man’s sense of timeliness. Most of the 
troubles in the world today are the 
effects of interdependence. But para- 
doxically, our hopes for a better world, 


*President, Westinghouse Electric Corp. 
This speech was given at the George 
Westinghouse Centennial Luncheon spon- 
sored by the Electrical and Gas Associa- 
tion of New York as a part of the pro- 
gram of the Eleventh Annual Conference 
of the International Association of Electri- 
cal Leagues, Grand Ballroom, Hotel Astor, 
New York, October 2, 1946 





and [Wow 





By Gwilym A. Price* 


for a better and happier nation, and 
tor the better life which is the goal of 
everyone, rest on the interdependence 
of nations and of individual men, 

Interdependence is both cause and 
effect of civilization. Civilized man is 
interdependent man. Each advance of 
civilization has accentuated interde- 
pendence, has further complicated the 
relationship of the individual to his 
environment, to other individuals and 
to society as a whole, 

Each of us knows the facts of inter- 
dependence — facts both favorable and 
unfavorable. Each of us knows that a 
crop failure in the Argentine makes 
children go hungry in Holland, that a 
shortage of steel scrap delays delivery 
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ot the post-war automobiles or retrig 
erator, Just as we know that only the 
best of 


human and industrial team 


work could produce our country’s 
great wartime machine or can enable 
us to return to peacetime prosperity 
and contentment. 

We know these facts; perhaps it is 
true that nearly all men know them. 
But do we recognize them clearly as 
facts which must govern all that we 
say and do? When men and nations 
fail to recognize them and to act ac- 
cordingly, we have war, domestic con- 
flict, confusion and disaster. When 
there is general understanding of these 
facts of modern living, and action in 
harmony with that understanding, we 
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shall have fair dealing and good will 
imong men, 

In honoring George Westinghouse, 
the Electrical and Gas Association ot 
New York is paying tribute to a man 
who did far more than his share to 
make life easier, more comfortable and 
more productive for his fellows. 
Westinghouse, Thomas Edison and 
the other giants of that day advanced 
least in its material 
than 


civilization — at 


phases—more_ rapidly ever be 
fore in history. And in doing so, since 
civilization and interdependence are 
synonymous, they vastly increased and 
accelerated the interdependence ot 
men and of nations, 

October 6 mark the 100th 


ummniversary of the birth of George 


will 


Westinghouse. Few men have led a 
life more completely open to the pub 
lic view. Few have been more thor 


oughly discussed and appraised, in 
otherwise. So it is not 
than 


remind you, who know so much about 


erint and 


necessary tor me to do more 
him and his work, of the principal 
of his 
world’s 


elements of his character or 


major contributions to the 
progress. 

Westinghouse was more than an 
‘industrialist who founded sixty differ- 


‘nt companies all over the world. He 





The right wine of the Westinghouse 
W estinghouse's career: 
air brake and automatic 


VUemorial marks three major 








Gwilym A, Price 


was more than an who re- 


mventon 
ceived 361 patents over a period of less 
than half a century. He was a crea- 
tive leader and visionary in one of the 
most creative historical periods of in- 
dustrial growth. 

Early in his career, when railroads 
were becoming the lifeline of the na- 
tion, he invented the air brake, one of 
the greatest contributions to safety in 
transportation, Later he pioneered in 
signals 


the development of railway 


achievements in 


the first complete alternating system of power distribution, the 
railway signaling devices both of which immeasurably in- 


creased the speed, safety and economy of railway transportation 


re 





and interlocking switches ; he invented 
a safe and efficient mechanism for join- 
ing railway cars; he brought out the 
first main-line electric locomotive and 
was a pacemaker in modern railway 
electrification. 

When the nation’s industries 
needed power, he developed a system 
for transmitting and using natural gas, 
and topped this with perhaps his great 
est contribution of all—today’s alter 
nating-current system of generating. 
transmitting and utilizing electricity 
for power and light. 

To modern world commerce he 
gave a perfected steam turbine, geared 
to drive ships, and with this paved the 
way for the development of powerfu! 
present-day fleets. 

Today, one hundred years after his 
birth, scarcely a man lives in America 
or in many other parts of the world 
whose life and activity have not been 
affected by what George Westinghouse 
did. 

Out ot the thousands ot 
words which have been used to de 


many 


scribe George Westinghouse and 
define his talents, I find none more ap 
propriate for this occasion than a few 
sentences by one of our great present 
day scientists, Dr, A. V. Hill, of the 
Royal Society of England: 

“George Westinghouse was a piv 
neer in the application of scientifi 
discovery and technical achievement to 
human comfort and security, He was 
possessed not only of superlative in 
genuity and skill in engineering and 
invention, but of remarkable vision 
and courage in their application. Pe: 
haps equally important in the develop 
ment of his great enterprises was his 
consideration and respect for human 
labor and those who worked with him. 
He was in fact an outstanding ex 
ample of leadership in the movement 
of the last hundred years that has 
given us today such vast opportunities 
for the betterment and broadening o! 
human life.” 

But perhaps there could be no more 
complete evidence of the greatness 01 
the man than that this group should 
meet here today, more than thirty 
two years after his death, to honor hi- 
memory. 

Jut it is one thing to meet and 
honor a great man’s memory; it is 

and more productive thing. 
to study and apply the lessons of his 


anothe1 


career to our own problems. 
Even one hundred years ago, inte 
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dependence was a reality. Today, due 
so largely to George Westinghouse 
and his able contemporaries, interde- 
pendence is the supreme reality of 
existence —to every race and nation, 
to every group and every individual. 

We need not wonder what West- 
inghouse would do if he were here, 
faced with today’s conditions, The 
record of his life is one of leadership, 
which means that he set the highest 
premium on mutual understanding 
and on the teamwork that grows out 
of such understanding. And he was a 
man who had the power to read in the 
circumstances about him the funda- 
mental needs for the future. He had 
the imaginative genius to view these 
needs as his challenge, and he had the 
determination to follow a course of 
action which he knew would bring 
widespread benefits. 

He would need no argument to 
convince him that this is indeed one 
world; that each of us is affected, for 
better or worse, by the thoughts and 
actions of others. He would agree, I 
am gure, that the greatest need of this 
interdependent world is improvement 
in the relationships of those human be- 
ings whom he did so much to bring 
closer together and more dependent 
on one another. 

He would find this a 
which a leading scientist recently has 
posed the question: 

“Can it be that the speed and in- 
tensity of scientific discovery, and its 
technical application without sufficient 
ethical restraint, have now reached the 
limit beyond which man will be unable 
to absorb and control them?” 

He would find a world where lay- 


world in 


men as well as scientists wonder 
whether production of the instruments 
of progress has outrun man’s capacity 
to use those instruments wisely. He 
would find a world where human na- 
ture has changed less than any other 
factor; where human nature is Just as 
much a bar to progress as in his own 
day. 

But George Westinghouse was a 
iman who thrived on adversity, who 
seemed to welcome opposition only in 
order that he might overcome it, He 
never ran away trom his problems; he 
tried always to measure those problems 
accurately and then meet them head- 
on with a solution. So I am sure that 
were he alive today, his major concern 
would be less with machinery and 
more with men. He would be doing his 





The George Westinghouse Memorial, Schenley Park, Pittsburgh is a lasting testimonial 
to the founder of the great industrial organization bearing his name. His recognition of 
the value of the alternating current electric system brought about a revolution in the 


transmission of electric power 


best to make this one world a work 
able and a livable world. And so must 
we. 
Because Westinghouse was emi- 
nently practical and sensible, he would 
begin at the beginning. He would not 
try to remake all the world all at once. 
He would attack the problem at the 
point of his own responsibility —in his 
own business, in his own relationships 
with his associates and his employees 
and the unions which represent them. 
Fortunately tor us, none of us has 
the responsibility 
Russia, for 
China, tor keeping the peace in Europe 


for getting along 
with straightening out 
or Asia, Each of us has the job of liv- 
ing peacetully and productively with 
his immediate neighbors, the job of 
winning the good will and the friendly 
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associates and eni 
ployees, the job of making interdepen 
dence a success tn his own individual 


cooperation of 


circle. 

learn how to do 
that; surely we can deal effectivels 
with men and women of our own kind 


Surely we can 


who speak the same language, have the 
same birthright and the same basic 
traditions, share a common economi 
interest with us. If we cannot, how 
can we blame Mr. Molotov for not 
getting along with Mr. Bevin or Mr. 
Byrnes for not winning Mr. Moloto) 
to his way ot thinking ? 

Business management has no 
greater task today than to make clea 
the facts of interdependence and ot 
mutual interest and mutual progress. 
Understanding and unity, like charity, 
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begin at home, We cannot have na- 
tional unity without unity on a local 
level. And the place to begin to achieve 
that unity is in the individual business, 
in the development of confidence and 
trust and teamwork between manager 
and employee. 

Perhaps none of you know better 
than I do the difficulties in the way. 
But all of you share with me, I hope, 
the belief that through intelligent and 
diligent effort we can surmount those 
difficulties. surmount 
them. The penalties of failure, the re- 
wards of success, are too great for us 


For we must 


not to do so. 

I believe that management must 
spend even more time and energy in 
developing the full potential of our 
individual employees than we have de- 
voted in the past to utilizing technical 
knowledge and machinery, That hu- 


man potential can be best developed 
through improved appreciation of mu- 
tual interest, Its development requires 
the elimination of misinformation and 
misunderstanding, the eradication of 
conflict and cross-purpose. 
The modern industrial 
has robbed many an employee of much 


structure 


of his sense of individual importance. 
So far as we can, we must restore it. 
We must keep our people informed of 
our plans, our policies, our hopes for 
the future, and of their place in them. 
We must make them realize their re 
sponsibilities, for the most productive 
man is the one who feels a sense of 
responsibility for others as well as for 
himself. We must give them recogni- 
tion and a realization of opportunity. 
Above all, we must give them a feeling 
of unity with management and owner- 
ship. They need to know, more than 


ever, that united we stand, divided we 


fall. 


We must, and we can, eliminate 
the belief that there is essential conflict 
between employer and employee. 
There can be no conflict of interest 
between the same 


two members of 


team. 


George Westinghouse’s main con 
cern, throughout his exceptionally cre 
ative lifetime, was with power. His 
career Was a succession of triumphs in 
the mastery of power and its applica 
Were he 

find his 
greatest opportunities, like ours, in the 
field of 1 


tion for useful purposes. 


among us today, he would 
power—1n the generation, 
transmission and useful application of 
that greatest of worldly powers—the 
power of the human mind and the hu 


man spirit. 
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By N. J. MacDonald 


The Thomas & Betts Company, 


Chairman, N.E.M.A. General Sales Promotion Committee 


R, Chairman and members of 
the International Association 
of Electrical Leagues: 

1 am here to give you quickly and I 
hope logically, the step by step opera- 
tion and application of the Electrical 
Interdependence program, As we go 
along together, we will see how it can 
be put to work by every man in this 
room, 


This industry of ours operates on at 


least five major levels—producing, dis- 
tributing, selling, installing, serving. 
Nationally each level has its own great 
associations, such aa NEMA, NEWA, 
NECA and the Edison Institute. Each 
works on its own problems, relatively 
independent of each other, meeting 
occasionally, in such major programs as 
adequate wiring. And yet, all branches 
of our industry are interdependent and 
no one knows that better than you. 
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You have seen manufacturers un 
able to get production rolling on ap 
apparatus 
shortage of motors or fuses or cords. 


pliances or because of 4 
You have seen cable and conduit just 
so much excess baggage cluttering up 
the wholesalers warehouses because ot 
no fittings to button them up, You 
have seen contractors unable to com 
plete wiring jobs because of a lack of 
switches, or outlet boxes, or receptacles. 








You have seen power companies un- 
able to install services because of a 
shortage of wire or parts. You have 
seen dealers suffering from a lack of 
merchandise. You have seen scores of 
bottlenecks unbroken because of the 
shortage of some electrical item—and 
the hell it raises races through the en- 
tire industry. 

The utility loses power consumption. 
lhe manufacturer loses production. 
Che wholesaler loses billings. The 
dealer loses sales. The contractor loses 
jobs. Labor loses hours of work. And 
the public loses most of all—a modern 
standard of living. 

These illustrate without question 
the complete interdependence of any 
me branch of our electrical industry 
on all the others. If any small adverse 
factor in one branch hurts the whole 
ndustry, then by the same token any 
progressive action benefits the whole 
ndustry. 

The NEMA and 
NEWA have clearly recognized this 


members of 


oncept of electrical interdependence 
ind have started to do something 
ibout it. 

The NEMA set up Is pretty com- 
plicated. It has more than 70 sections, 
each composed of member companies 
making particular electrical products, 
ranging from fuses through genera- 
tion equipment, electronics, appliances, 
lighting, ete. 

Fach of these many sections is a 
nanufacturing industry by itself, Each 
section meets, works on its own prob- 
lems, develops its own activities and 
programs, and concentrates on its own 
markets. NEMA is, generally speak 
ng, more engineering minded than 
sales minded. 

Part of my committee's job is to 
develop sales mindedness, because oun 
industry is surely contronted with the 
prospect of keen competition tor oul 
share of the consumer's dollar. 

With competition from well organ 
ized and aggressive sales and advertis 
ing campaigns that have already been 
started by the oil, coal and other fuel 
industries, we are having forced on us 
the problem of getting our industry to 
think collectively, to stop thinking de 
tensively within the industry, to think 
offensively outside the industry. 

It is time that we woke up to the 
fact that our most serious threat of 
competition is not within our own 
ranks. It is from without. 

Let me illustrate in general without 
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going into great economic detail. 
Experience has shown that to in- 
crease one’s percentage of going busi- 
ness within the industry is generally a 
major task—long, expensive and diff- 
cult, if possible at all. Competition 
almost invariably is forced to and does 
successfully defend its own position. 
The 


raided accounts and smaller markets. 


result is simply lower prices, 

However let there be, through co- 
operative effort, an increase of say 20 
percent in our industry's business and 
the business of each member of the 
industry almost automatically reflects 
the 20 percent increase without any 
conscious or unusual effort. 

So, the “enemy” isn’t our electrical 
competitor—the “enemy” is our own 
ndustry’s lethargy in promoting elec- 
trical living—both against aggressive, 
smart promotion by the other fuel and 
power industries and in new virgin 
fields. 

Whatever we are doing on equip- 
ment for generation—transmission, dis- 
tribution or utilization—a dollar spent 
electrical 
energy means that all of us get a share 
of that dollar. 


No matter what branch of the in- 


for electrical products or 


dustry we are in we should interest 
ourselves in all other branches for the 
selfish reason that we have a stake in 


them. 
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As a specific example take my com- 
pany. We are about as far removed 
from electrical appliances as can be 
but we are vitally interested in helping 
to develop the appliance market, be- 
cause in order to use appliances our 
material has to get in there first. The 
same thing applies to an industrial 
lighting job, a commercial lighting 
job, electrification of railroads or hos 
pitals, highway lighting, etc. 

This upsurge of electrical usage is 
of vital interest to the manufacturers 
of transformers, switchgear, industrial 
this picture 
around the other way the appliance 
manufacturer should be interested in 


control, etc. Turning 


the adequate wiring program because 
without adequate wiring the use of 
electrical appliances is severely cur 
tailed. 

So it doesn’t make a bit of difference 
what branch of the industry you are in. 
We all have a commen denominator, 
We either manufacture, or service, 01 
sell for electricity. Our common ob- 
jective is to increase the use of eles 
tricity. 

There are two parts to the problem 
of putting across the electrical living 
idea. One is the sales promotion appeal 
to the consuming public, and the in- 
dustry does a great job of advertising 
and selling, using paid newspaper and 
releases, 


magazine advertising, press 
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and radio bro- 
chures, stuffers, billboards, dancing 


hears, sky writin 


editorial comments, 


g, and so on. 

You, in managing Electrical 
leagues, know how to make the best 
use of this material. You have also 
tied your leagues into such national 
Better Light Better 
Seght, and Adequate Wiring, and have 
leveloped special local campaigns — 
such as classes to train servicemen, to 
teach salesmanship, to broaden mar- 


movements as 


kets for electrical appliances of various 
kinds, to conduct electric shows and 
exhibits. 

You have arranged programs for 
nen employed in industrial and com- 
mercial operations who are responsible 
tor servicing electrical equipment, for 
modernizing office buildings, for re- 
search to ascertain the extent of the 
local markets for various equipment, 
ind you help bring our industry into 
high favor with the public by partic¢i- 
pating in such drives as the Red Cross, 
Community Chest, and so on, 

This part of the job is well under 
way and is being beautifully done. 
Che other part of the program must 
be done within the industry. 

There are approximately a million 
people employed in our industry. There 
ie probably three million dependent 
ipon it for their living. Of these rela- 
tively few are trained to come in per- 
sonal contact with the public. 

Our industry has generally failed to 
vive sufficient importance to the effect 
on the public of the contacts made by 
those factory and office employees who 
during working hours never meet the 
public at all. 

It ts a fact however, that an import- 
aut element in influencing public ae- 
ceptance of our industry and its prod- 
ucts may very well be the contacts 
made by an individual worker among 
his friends and neighbors after working 
hours. In their social contacts em- 
ployees or their dependents are often 
isked questions regarding our industry. 

How can we get the proper infor- 
imation into their hands? How can 
we get over to these individual men 
and women the fact that we are all 
working for the common good and 
that essentially their own future de- 
pends on the increase in the use of 
electricity ? 

How can we weld them into a gi- 
gantic sales organization with each one 
in electrical living evangelist? 


On October 25, 1944 during its 


October, 


annual meeting at the Waldort in 
New York, NEMA adopted the Dec- 
laration of Electrical Interdependence 
and on April 12 of this veaar NEWA 
also adopted the Declaration of Elec- 
trical Interdependence. 

By so doing their members pledged 
themselves to participate in an industry 
wide coperative educational and pro- 
motional campaign and through that 
participation to help organize a great 
volunteer army made up of all of their 
employees. 

The Declaration endorses the prop- 
osition that no one segment of the 
electrical industry can stand alone and 
that the progress of one branch is re- 
flected directly or indirectly in the 
others. They pledged themselves to 
the utmost efforts in the creation and 
marketing of the best possible products 
and services at the lowest price. 

They recognized that in the face 
of competition with other industries 
for the consumer dollar it is important 
that individually they accept as a per- 
sonal responsibility for the job of pro- 
moting the idea of “‘living electrically” 
and thereby increase the sales of elec- 
trical products and services. 

They recognized that it is essential 
to make every member of these branches 
conscious of the dependence of em- 
ployer and employees upon each other 
in promoting the welfare of the whole 
electrical industry and in expanding 
its markets. 

To do so may require the develop- 
ment of stories among the participating 
branches. Tracing the history and im- 
provement of their products and serv- 
ices, to show how the expansion of the 
sale of one group of electrical products 
creates a market for other products 
and services within the industry. 

The program appeals equally to all 
levels of our industry. To the execu- 
tive it offers more production—lower 
costs and greater profits, to the sales- 
man, more sales and prestige, to the 
worker — potentially greater income 
and job security. 

N.E.M.A. and N.E.W.A, are 
standing back of this movement na- 
tionally but the application of these 
broad principles must of necessity nar- 
row down to local communities and 
it’s right there that the Electrical 
Leagues live and move. It is right 
there that they function horizontally. 
It is there that the program will most 
certainly be made successful. 

Now I would like to talk to you as 
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as amember ot an Electrical League 
because I am one. I realized that agree 
ing with the principles of electrical 
interdependence was not enough. Ap 
plauding was not enough, Something 
definite and concrete has to be done to 
make it live. Obviously the one thing 
that is going to make it 
ACTION! 


lo translate this program into ac 


live is 


tion is a very simple, inexpensive 


proposition. No elaborate programs 
are necessary. No raising of funds. 
Simply getting every soul in our or 
ganization to themselves a 
committee of one with the duty of 
talking and living electrically. 

My company supports my member- 
ship in the Essex Electrical League of 
Newark because it wants me to keep 
informed on what goes on locally. I 
represent 2500 people in Elizabeth 
who 


consider 


depend on my company and 
therefore on our industry for thei: 
living. 

That’s about 3 percent of the popu 
lation of that city. That's quite a sales 
organization. And my problem is to 
train them to talk and live electrically 
in our community. 2500 
properly intormed, with self interest 
as an incentive, can do a lot of good 
for the electrical industry. 

Need I point out how many times, 
within Electrical Leagues, this same 


salesmen, 


type of operation can be multiplied ? 

My sales objective is simple and 
easy to get across. | have no mixed 
selling factors to worry about. I have 
a clearly defined common denomina 
tor. More use of electricity means 
more work in our shop. It means job 
security. So talk and live electrically 
It’s just that simple. 

Here’s how we go about it. 

First, I collected a list of industry 
activities, such as the electric range, 
the electric fan, the industrial lighting 
program, such industry promotions as 
Indoor Climate Institute, Adequate 
Wiring. I determined the effect thei: 
success would have on our business. 
Then I called a meeting of our union 
shop committee. 

I gave them the background of the 
interdependence program and used the 
Adequate Wiring Program to illus- 
trate how it works. 

First I explained what is an ade- 
quately wired home. Then gave fig- 
ures, using our products, to illustrate 
the volume of business we would get 
if the program was a success. If a 
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FOR SALE! A brand spanking new Penetray heat lamp 

. with sales appeal galore. It’s the new Penetray AMBER 
lamp. Its smart appearance and unique color catch the eye... 
make it sell easy. Its excellent performance and all-around 
household usefulness will keep it sold. Point out to your 
customers its “quick heat’’. . . even distribution ... and how 
the amber bulb cuts down glare. They'll part quick with two 
dollars for this eye-appealing, high-utility lamp. Penetray 
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BIGGEST PENETRAY NATIONAL ADVER- 
TISING CAMPAIGN running in top-circulation 
magazines like the Saturday Evening Post, Ladies’ Home 
Journal, Colliers, Good Housekeeping, Cosmopolitan and 
Better Homes and Gardens is telling 17,921,481 good prospects 
(mostly women) over and over again why and where to 
buy Penetray. 


NEW, MODERN PACKAGE gives a 
fast-selling line even more eye and buy-appeal. 
It’s beautiful — easy to handle — protects 
the product. 


NEW PENETRAY “SEXTETTE” 
sings a song of profits. This smart new mer- 
chandiser holds 6 lamps... makes counter 
space really “pay off.” 
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NEW FOLDERS that doa thorough-going job of selling 


Penetray heat lamps are now available. 


NEW WINDOW STREAMERS to “flag down” 


customers ... steer "em into your store... help tie you into 
Penetray’s national advertising and demand. 


the cost of every Penetray ad 
you run —using our mat or 
copy. No limit. No matter how 
big or how many. Another smart way to 


cash in big on Penetray national advertising and demand. 


the complete high profit line 


There's a Penetray heat lamp for every need 
and pocketbook. Pyrex sells at $3.50; No-glare 
Ruby, $3.60; Amber, $2.00 — beautifully pack- 
aged. Also available: Ceramic Coated, $1.60 
and Inside Frost, $1.25. 
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imitlion homes were adequately wired 
instead of using 34 inch service heads 
they would use 11% or 1! 
heads, and correspondingly larger size 
fittings throughout the job. That there 
would be an increase of approximatel\ 
40,000,000 more 34 inch connectors 


inch service 


used and we would get our share ot 
that additional business. They could 
see that the program would bring 
business right down to the machines 
that they work on, which would mean 
x number of additional hours work in 
our plant, 

I pointed out the ettect on other 
inanufacturers in the industry. The 
same program would need 27 million 
more outlet boxes, 5 million more 
switches, 12 million more convenience 
outlets, 10 million more fuses, large: 
size cables and wires, larger service 
switches, also a huge increase in kilo- 
watt hour consumption which might 
result in adding needed generation 
equipment and more distribution lines, 
which would in turn open the way for 
tremendous increase in the use of ma- 
jor appliances in the home. 

I pounded on the idea that ou: 
workers are not just mechanics in a 
machine shop. They are members of 
the great electrical industry and if 
they would they could help to make 
our industry healthy, through electri- 
cal living. And our company would be 
healthy and we would employ more 
people and our company would be 
prosperous, and could afford to pay 
vood wages. 

The boys got the idea fast, and 
offered suggestions of ways and means 
to get the idea across to their fellow 
employees. The first step was to put 
information on bulletin boards at vari- 
ous trafic points throughout the plant. 
This we proceeded to do. Then we 
cartooned the idea of electrical inter- 
dependence. We will also place on 
these boards promotion material put 
out by other manufacturers, pages 
trom magazine advertisements of 
equipment that use our products. We 
will tell our people about these prod- 
ucts and how to carrv the sales story 
into our community. 

We have asked manutacturers to 
send us sufficient numbers of their pro- 
motional material so we can give each 
employee a copy. Along with this ma- 
terial will go the story of how we tie 
into that product, and the effect on 
their job security if the product is 
successful. 


‘Tomorrow night 1 am to address 
our union on the subject of electrical 
interdependence, I discussed the pro- 
gram with our sales manager and 
salesmen. Sure, they understand the 
principles, have for years. It hadn't o 
curred to them that there was some 
thing that they could do about it. 

They have started. 

A program is being developed tor 
our office people. We have a house 
organ, called “More Juice.” Articles 
on interdependence appear in it. When 
we hold sales meetings with our own 
salesmen or our customers’ salesmen, 
we present this program. 

Our personnel manager believes 
that this program will improve em 
ployee relations, because with the 
workers having a better understand 
ing of our business, and having some 
thing to contribute to our industry 
success, it will give them pride in thei 
work. Then I asked myself, “Am I 
living electrically ?”” What can I do? | 
carry an account in the local bank, so 
I talked to its president about adequate 
wiring and the plus value it puts on 
the property he has on mortgage. He 
was interested and asked for full in 
formation. I referred him to the Elec- 
trical League, which brought home to 
me the realization that if you talk ade 
quate wiring, you have to make it eas\ 
for the prospect to get the proper in 
formation. 

As you know, the Adequate Wi 
ing Bureau has a program of certifica 
tion and as I understand it, any Elec 
trical League can get a license to op 
erate under the program. 

One of our salesmen demonstrated 
electrical living by bringing to me a 
folder he picked up in Elizabeth, The 
folder tells those who are planning to 
build how to build a better home. A 
savings and loan association put it out. 
The booklet devotes eight pages to 
telling the home builder to make a 
careful study of the home site, good 
design, mill work, ventilation, drain- 
age and service pipes, location of bath 
room, plumbing, closet space, insula 
tion, etc., but not one single word does 
it say about adequate wiring, electric 
cooking, refrigeration, etc. 

I called on this bank. They were 
flabbergasted when I called their at 
tention to the omission and I think the 
bank is taking proper action. 

I belong to a building & loan. I 
attended a meeting, talked to them 
about adequate wiring, told then 
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where and how to get the intormation, 
And I| am going to keep on going back 
until they do get it and do read it. 

My children attend local schools. 
I talked to the school authorities, hop 
ing to promote essay contests on ade 
quate wiring and the use of electrical 
equipment. Just as soon as they are 
available 1 plan to put an electric 
kitchen in my home. Also every prac 
tical electrical appliance. My home 
will be properly lighted, adequately) 
wired. My wife is a great back fence 
visitor and a great talker and I know 
she will sell our properly electrified 
house to her friends, at her sewing and 
bridge clubs, etc. I believe that by liv 
ing electrically, I can and my family 
can increase the use of electricity in 
my community, I could give you many 
other examples but I’m sure you get 
the point. 

That's the story of the electrical 
nterdependence program, and by now 
you have sensed that I for one am com 
pletely sold on it as a means of insui 
ing my own and my company’s future, 

After a recent talk on this subject 
one of my audience said, “Sure we're 
all interdependent and we ought to 
promote our industry more than we 
do, but all we really need now is pro 
duction.” 

Well, production is one long pull 
problem you really don’t have to 
worry about. We're going to get elec- 
trical production, wire, conduit, sup 
plies of all kinds, appliances, and it 
will come faster than we can sell it. 

We're in a seller’s market. Honest- 
ly, how long do you think it’s going 
to last? How long before our indus- 
try's mass production catches up with 
and passes current demand ? 

I’m not an economist nor a crystal 
gazer, but | can give you a typical fact 
to chew on for a while. The radio set 
manufacturing industry is huge com 
pared to pre-war, It’s geared to turn 
out between 20 and 30 million sets per 
vear. Its best pre-war year was about 
13 million radios built and sold. 

The picture is pretty much the same 
all up and down the line, from washers 
to outlet boxes. Soon these times of 
critical shortages will seem just as fat 
behind as the days of priorities and 
W PB seem now. When that time rolls 
around we will be in need of markets 
for our production. I’m talking about 
an electrical industry that in, 1950x 
will be at an all time high. 

We can build the markets but the 
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nghway of den and tor electrical liv 


ing must be made wide enough to 


handle this flood ot production trathe, 
nd the job must start now. 
| believe 


that the declaration ot 


solution of one of our major industry 
problems, If each one of us in every 
branch of the industry puts it to work 


NOW, we will begin to build an al- 


most endless highwav of demand for 





the Electrical League representing the 
industry as it does, should be and will 
be right out in front in this program. 





‘Delivered hefore the International Asso- 
ciation of Electrical Leagues at Hotel 











lectrical interdependence points to electrical living. And in my opinion 1stor, New York, October 2-4, 1946. 
It Builds More Sales For All 
e 
Hdccevical ee Padesee 
he Interdependence Idea 
By L. W. Davis. 
General Manager, 
National Electrical Contractors Association 
r HI “De laration ot | lectrical leach branch ot the electrical ind s their activities 1m terms of con 


Interdependence’ — promulgated 


by N.ELMLA, 


ndeed 


two vears 


ago 1s 
a living document to which 
every branch of the electrical industry 
an subscribe. It is a pled the 
that savs to the 


“\Ve can help industry make 


ndustry 
people 


| , 
pettel products, and more products 


tor less money, thus helping to create 


nd maintain the high levels of en 
nlovn ent vital to our future.” It goes 
on to say to the Ame ican people 
‘The great power of electricity will 

ake vour living and working cond 
tions better, healthier and happie 
82 





ts own part to plav in cai 


out th Ss pled ; 


trv has 


} 
the 


_ the bushing. 


cable. the swit ] the I 


Just as the locknut 
ise, the lan ~ 
or the generator are essential parts ot 


an electrical installation, no one ot 


which can be omitted without destroy 


Ing the usetulness ot the others, sO 
each part of the electrical industry has 
ts own part to pl iv in the whole se 
ice which we are pledged to rende 
to the publi 

The purpose back of the invitati 


extended to each of the tour national 


associations of 
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tribution to the electrical interdepen 


dence idea, was intended I am certain 


to bring out how closely each part of 


the industry is intermeshed with all 


other parts, so that the whole ma 
chine can only operate smoothly when 
each separate part performs its func 
tions in the design without friction. 

The development of power by the 
tility companies, the production of 
tilization equipment by the manufac 
turers, the distribution ot products 


the trade channels bv the 


wholesalers, and the installat 


through 
electrical svstems by 


maintenance ot 
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the electrical contractors are parts of 
a single related process essential to 
complete service to the public. The 
basic principle of the Declaration of 
Electrical Interdependence is the rec- 
ognition that no single branch of our 
industry can deliver the electrical ser- 
vice which we have promised to the 
public without the full cooperation of 
the other branches, 

The Constitution of the National 
Electrical Contractors Association de- 
fines the business of 


electi ical con- 


tracting as—“The erecting, installing, 
altering, repairing, servicing, or main 
taining electric wiring, devices, appli- 
ances or equipment, including the pur- 
chasing from suppliers and the selling 
of manufactured parts and products.’ 

Recently the OPA has detined 
the electrical contractor as being a 
“processor.” In other words he takes 
the many materials produced by the 
manufacturers and distributed by the 
wholesalers, and processes them into 
completed installations, over which 
the current developed and delivered 
by the utility 


through the consumer's premises and 


companies can flow 
perform the myriads of electrical ser- 
vices which electricity brings to the 
American people to “make their living 
and working conditions better, health- 
ier and happier.” 

The 


final link between the consumer and 


electrical contractor is the 
all other branches of the electrical in- 
dustry. He is responsible for the dis- 
tribution of electrical energy from the 
power companies’ service entrance to 
the utilization of the same; he is in a 
position to impartially select and pur- 
chase the most suitable equipment and 
materials of all the manufacturers and 
guarantee their satisfactory operation ; 
his experience provides the most eco- 
distribution be 


nomical channel of 


tween the consumer and the distrib- 
utor’s warehouse. 
The which the 


contractor proy ides fon 


service electrical 
the consume 
is not merely the installation of elec- 
trical 


creates consume! 


materials and equipment. He 
markets for electri 
cal products ; he promotes the prod 
ucts of particular manutacturers to 
meet the consumer's needs; he assem 
bles the 


manufacturers, and through his eng1- 


diverse products of many 
neering experience, trained organiza 
tion 


skilled labor he 
t} 


hem into complete units and guaran 


and processes 


ration of the 


tees the successful ope 
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completed installation. 

The real service which the electri 
cal contractor provides to the con 
sumer lies in the organization behind 
the job, The responsibility, compg 
tency and efficiency ot that organiza 
tion represents the true measure ot the 
service which the electrical contracto1 
provides his customer, 

electrical 


technical engineering 


contracting is a highly 
profession. Out 
of his training and experience the 
electrical contractor builds his organ 


skilled 


backed up by competent engineering, 


ization of electrical workers, 


purchasing and = supervisory service. 
He has an engineering organization 
capable of analyzing, designing and 
recording the electrical requirements 
of the industrial plant. 


He has 


best solution of the electrical prob 


a broad knowledge of the 


lems involved in the plant through 
his experience in many other plants. 
He has complete equipment of tools 
for handling the work and a know! 
edge ot the types of skilled electrical 
workers best suited to make the in 
stallations ethciently and economically 

All of these things are 


ual responsibilities ot individu: 


the individ 
il ele 

trical contractors. Collectively through 
their association there are constantlh 
voing on activities designed not onl 
to increase sales opportunities to the 
members and the rest of the industry 


} 
the ae elopment ot 


but also to assure | 
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a high degree of salesmanship, a bette: 
knowledge ot their customers’ needs 
and haw they can be most economically 
and efhiciently served, Of the present 
2,000 members of NECA, 1650 are 
in 56 chapters with paid managers and 
active programs of sales education and 
market development. 

It is not enough that NECA con- 
cern itself with the development of 
electrical contractors. It is of equal 
imnportance that the source ot skilled 
electrical workers be developed in step 
with the rest of the industry, and that 
new trained men be constantly brought 
into the ranks of skilled labo: 
bottom to replace the older men who 


at the 


are passing out from old age and death 
at the top. 

The apprenticeship training service 
which is sponsored and promoted by 
NECA jointly with the International 
Brotherhood ot Electrical Workers in 
cooperation with the Federal Appren 
ticeship Training Service is vital to the 
healthy 


development of an adequate 


supply ot skilled labor in the vears 
ahead. 
Nearly 30 percent of the cost of 


every electrical installation is in the 
sk lled labor required tor its perform 
ance, Every product of the manuta 
turer depends upon the degree ot skill 
and efhciency of that labor tor satis 
factory acceptance of the product by 
relations between 


the public. Labor 


electrical contractors and electrical 


workers should theretore be the con- 


cern and interest of every branch of 
the industry. 

kor more than twenty-five vears 
NECA has worked to build up bette: 
labor 
electrical workers, Through the Coun 
cil on Industrial Relations, the Labor 
\Mlanagement Planning Committee, 
and the National and Local Appren 
ticeship) and Committees, 
NECA has developed jointly with the 
IBEW. 


social problems ot the indust! 


and sounde relations with its 


Training 
the study OT eCONnoniis and 
ind ts 
secking their solution, 


labon 


ind industrial strife and strikes in all 


It Is natural na these davs ol 


fields ot endeavol to criticize the att 


tude ot labor towards the public in 


Ceres. In the tace ot this widespread 


condition, a study 


ot the harmonious 
relations that have existed between the 
electrical contracting industry and its 
electrical workers ove the 


twenty-five vears discloses the value 


past 
consistent and steady development 


ota 
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of mutual understanding of the eco 
nomic and social problems of our in 
dustry by labor and management. 

From a position of 2 percent or 212 
percent of the average construction job 
twenty years ago, the electrical portion 
of many construction projects today is 
over 10 percent of the total cost and 
will continue to increase with every 
new development 


1 am sure that | speak the spirit of 
member of the National Elec- 
trical Contractors Association, that 
like the members of NEMA we “have 
learned a new spirit of cooperation and 
reached unimagined achievements in 
the fire of world conflict and realizing 


every 


the true measure of our industry's re- 
the 
health, welfare and progress of our be 


sponsibility to future economic 





loved country we pledge ourselves to 
be ardent supporters of the electrical 
idea to the end that the Declaration 
of Electrical Interdependence shall be 
come a living document.”’ 


*Delivered before the International Assuv 
ciation of Electrical Leagues at Hotel 
Astor, New York, October 2-4, 1946 
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The Interdependence Principle’ 





R. Chairman, honored guests 
members of the International 
Association of Electrical 

Leagues... 

It is a special privilege to address 
this audience on the subject of electri 
cal interdependence, First, because | 
have the honor to represent electrical 
wholesalers who are inevitably in the 
key position in our industry. Secondly, 
because the interdependence idea is a 
‘natural’ for a numerically small and 
compact vertical industry group, such 
as an electrical league. 

What I 


wholesaler being in a sey position was 


said about the electrical 
not intended to be boastful, nor was 
it a claim to importance. The simple 
fact is that everyone who works for a 
living in this great country is very 
soon — whether he or she knows it or 
not — going to take part in what my) 
friend “Red” Notley calls the “battle 
for distribution.” 


We are going to h ive to prove some 





By GC. G. Pyle 
Vanagine Director, 


National Electrical Wholesalers Association 


thing. At the very beginning ot what 
is now being called the Atomic Age, 
at a time when a rocket to the moon 
is a scientific probability, we are going 
to have to prove something that sounds 
very simple. We must prove that our 
economic system can give more mil- 
lions ot people, bette: homes, more 
better health, 


bette: products and more of them. 


food, greater leisure, 

The regimented economies of totali 
tarian countries have always promised 
all these things — and produced only 
war and employment for war. 

We must furnish proof and main 
fain employment ina peacetime econ- 
omy of free enterprise for profit. Let's 
fool this. The 


chips are down and time is running 


not ourselves ibout 


out with the steady sweep OT a second 


hand. 

It we are going to win through a 
great deal of the proving will be 
squarely Ip to . to the electrical 


industri 
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In “sixty-seven electritying years, ” 
in the short space of one man’s life 
time, our industry has fundamentally 
changed and improved every phase ot 
life in America, The atom bomb may 
have blasted open a great and ominous 
door in history, but I assure you the 
far greater service will be ours — t 
create the Electrical Age. At this mo 
ment we haven't even got the tip of ou: 
shoe on the threshold of the Electrical 
(ge. 

If the electrical industry is basic 
to our way of life—and it is—then the 
electrical wholesaler’s responsibility in 
meeting the challenge of the “battle 
for distribution” is perhaps greatest 
of all. Without mass distribution ther 
cannot be either mass production o7 
volume selling. That is precisely what 
I meant when I said that the electrical 
wholesaler is in the fey position, be 
cause he must render and does rende 
services, simultaneousl) 


many basic 


both to his suppliers and his customers 
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lrankly, it isn’t an easy spot to be in. 

Our Association has developed a 
program that gives our members a 
complete immediate 
problem of preparing for the years 


answer to the 


right ahead of us when selling and 
still more selling will be the only way 
out. The size of this problem has been 
detined by the experts, It is agreed 
that we must sell fifty per cent more 
goods and services and find from 8 to 
10 million more jobs than prewar. 
Right now we can’t find the products 
to sell or enough people to fill the jobs. 

Don’t let that fool you for a split 
second, We always talk production 
when what we really mean is consump 
tion. If distribution succeeds in creat 
ng millions of additional wants, and 
new wants, we will not have to worry 
ibout production. But if these wants 
ire not created we can be equally sure 
that the productive capacity of our 
factories will give us plenty to worry 
ibout. 

When we get right down to the 
tacts of economic life it is always true 
that the consumer calls the tune. Noth- 
ing happens until somebody buys some 
thing. 

There are just four principles, to 
quote “Red” Motley, that were em- 
ployed by the production genius of 
America to win the war and that must 
now be used again to step up distribu- 
tion and consumption to a new peace 
time high and keep it there. 

The four-point program is: 

1. Recruit mores sales personnel. 

2. Select them better. 

3. Train them to do amore efficient 

job. 

4+. Indoctrinate them. 

Recruit—Select 
ate, 

I, for one, believe “Red’’ Motley is 
one hundred percent right. And, as a 
matter of fact, I can say, perhaps with 
pardonable pride, that the National 
Electrical Wholesalers Association has 


Train—Indoctrin 


made available to its members a pro- 
gram that is in every sense complete 
and provides the answer to those four 
basic needs. 

Here is the N.E.W.A. program 

For recruiting and improved selec 
tion—the Scientific Personnel Selection 
Program, For basic sales training—the 
Edison Electric Institute—N.E.W.A. 
Basic Sales Training Program. 

For 
ment of our own version of the Dec- 
laration of Electrical Interdependence, 


Indoctrination — the endorse- 
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° Pyle 
originally promulgated by the Na 
tional Electrical Manutacturers Asso 
ciation, and our own Tenets ot th 
Electrical Wholesale: 


unanimously adopted by our members 


which wer 


at Chicago. 


The first progran ot Screntihy 


Personnel Selection — is really just a 
hiring program, so let's call it that. 


Our industry needs and must find ap 
proximately 250,000 new and compe 
tent sales persons, It needs and must 
find thousands more in other job cate 
Not competent 
need to be tound and 


gories. only people 
this is very 
placed in the jobs that are 


them, but ou 


important 
right for branch of 
the industry, including retailers, must 
achieve higher efficiency all along the 
line. That, too, requires the teamwork 
of qualified personnel, In short, it 
means people 

the right work. 


At N.E.W.A.. We 


new high in personnel efhciency in all 


the right people doing 


believe that a 
job categories in the entire electrical 
distributive field will be realized as a 
result of the operation of our scientific 
Mistakes in hiring 
are costly. Per man they may cost a 


hiring program. 


company from $2,000 to $5,U00 and, 
what is sometimes overlooked, do a 
serious injury to the person hired and 
tound not thoroughly qualified, 

Our hiring program was developed 
by the Publicity, Sales Promotion and 
Sales Training Committee, with the 
able assistance of our Appliance Divi- 
30b Hill. We retained 


sion directoi 3 
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he Personnel Institute to help pr 
pare the program material. 

‘The program comprises two com 
plete hiring procedures—in kit form 
one for our member companies, the 
other for their dealers, In both the use 
of aptitude testing is optional and all 
of the various steps in scientific selec 
tion are completely described in 
printed Manual. 

Just one more point—the hiring pro 
gram is designed primarily to meet 
the need for recruiting and more efh 
cient selection of sales personnel. Its 
techniques are also equally applicable 
to other job classifications. 

Through our hiring program we 
hope to provide an answer to the first 
two steps of Recruiting and Selecting. 

The next program, to provide sales 
training, we were privileged to de 
velop in cooperation with the Edison 
electric Institute, As Jim Coatsworth 
s going to describe the basic sales 
training program, I will only empha 
size in passing the practical, brass 
tacks value of this activity to every 


league manager in the audience. 


Recruiting—Selecting—Training 


And 


tough part of the four-point program 


now we come to the really 
It is the last ingredient in the formula 

the one that sounds the easiest but 
s actually the most difficult to effect 
It is the key 


dependence idea. 


to the electrical inte: 
Indoctrination, gentlemen. It 
sounds formidable and it certainly is. 
Indoctrination can be defined in sev- 
eral ways. Essentially, it means enthus 
ng everyone who works in an indus 
try, or group, such as a business organ 
ization or an electrical league, to do 
t better job. It means team-work. It 
must apply to everyone in the industry 
or the group. Everyone means just 
that—the president of a large corpora 
tion and the truck driver, the sales 
man, or bookkeeper and the switch 
board operator. We're all on the same 
team. We are all in the same boat 
| repeat, indoctrination is tor every 
one. 

Let's be quite frank about this, In 
dictrination cannot be injected like 
a serum. We are faced with the need 
for developing a spirit—a kind of men 
tal-emotional plus value—and we must 
ecognize the fact that this job takes a 
lot of doing. It is a long, slow process 
\Ve are confronted by human apathy. 

This is not said to be pessimistic. It 
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is the truth. 


Untortunately, the ele 
trical industry's “team” is not going to 
play football game, lt it were we 
would have all we needed tor indoc- 
trination—the pre-game pep talk, the 
school spirit, the cheering crowds. 
Nowe are not going to play toot 
ball. lt would be very difhcult to even 


sell the idea that we are an electrical 


industry “team.” The electrical leagues 
know what an industry “team” is, and 
what it can do, better than any other 
group the entire field. They have 
been operating as a team tor many 


vears. Their scores have been pretty 
vood—but not good enough to meet the 
coming challenge. 
How is our great industry going to 
indoctrinate, to enthuse our people ? 
‘Two years ago at its annual meeting 


n this citv. NEMA gave us the 


answer to this basic industry problem 


held 


in the Declaration of Electrical Inte1 
dependence. ‘Vhis vear our Association 
unanimously endorsed our own vei 
sion ot the Declaration and at the same 
time announced and subscribed to ous 


‘Tenets ot the Electrical Wholesaler. 


Just a word about the ‘Tenets, They 
state concise language the SeVC! 
basic services Wholesalers render thei 


suppliers and the eight basic services 


provided their many wholesale cus 


tomers. They sav who we are, what 
we do, what we stand tor, We drama 
tized the Tenets in action in this full 
N.E.W.A., 
Convention News which was distribu 
37th 


Chicago 


page illustration in our 


Annual Convention 
last April at the 


ted at our 

held 

Stevens. 
The 


might be called pieces of paper by some 


Declaration and the Venets 


people—but I can assure you that they 
are not going to be filed away in the 
archives, Taken together, and in out 
branch ot the industry, they constitute 
a complete, broad-gauge program of 
public relations and promotion, That 
is at the industry level. 

Public relations, like charity, should 
begin at home. It should begin in out 
own companies, with our own. co- 
workers. It should begin in your cities 
with all the members of each league 
and all the people who work for and 
with your members. 

By instilling the spirit of active pro 
motion, by convincing evervone in the 
industry that selling the electi ical idea 
and any electrical product helps them 
because it helps the industry through 
they living—that is 


whicl earn thei 


86 


this same program in operation at the 
individual, the personal level. 

Kor indoctrination, N.E.W-.A, has 
both the Declaration and the Tenets. 
We are going to make every eftort to 
activate the interdependence program. 
Once this basic idea gets to work it 
will indoctrinate and it will generate 
the kind ot that builds 


business and rewards in the process. 


enthusiasm 


This morning our good friends N. 
J. MacDonald and Jack Poteat gave 
us all the angles on electrical inter- 
dependence, They did a great job. | 
should like to add just one more word 
on interdependence. 

As I see it, the promise inherent in 
the interdependence idea will not be 
realized until almost every person who 
works in our industry does something 
about it—as an individual. The selling 
“extras” that this program calls tor 
cannot and will not enter the industry 
picture until tens of thousands of elec- 
trical workers—which means you and 
me, too—have a deep personal convic- 
tion that the idea makes sense and will 
help them individually. 

We can prove dollar and cents in 
terrelation in electrical products of 
all kinds, We were given that proot a 
tew hours ago. The adequate wiring 
program is the best proot ot electrical 
interdependence you could find. There 
is actually none better. 

We that 


electrical interdependence will build 


can say, and prove it, 
the electrical industry's business, But 

we cannot prove a thing about this 
program's great value to the individ 
ual worker in our industry until the 
provided that 
proof. \We are going to have to sell 


worker himself has 
this interdependence idea on the in 
stallment plan—a down pledge to put 
it to work, and so much extra effort 
whenever opportunities are presented. 
This is not a case ot “let the buyve: 
beware.” It is a case of “let the buver 
be aware’ —aware of his opportunities, 
aware of his own personal interest. 
We are selling futures. When we 
are asked, as we will be, “Just what 
will I get out of this?” I am quite 
certain that our industry will have to 
otter some kind of generally acceptable 
inducement. Not a bribe 
on the back’ 


has been developed and is to be eval- 


just a “‘pat 
in advance. Such an idea 


uated within the industry, If adopted 
it should provide the personal touch 
that will sell the interdependence idea. 

In conclusion I should like to say 
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just a word on something apparently 
quite off the subject, but I do so in 
a sincere effort to make one final point. 

There is one thing about interde- 
pendence. Try as you will you can’t 
escape it, The evening gown may be 
strapless but the interdependence 
lingers on. 

This is a very serious subject (elec- 
trical interdependence, that is) and 
certainly no occasion for unseemly lev- 
ity. I shall therefore demonstrate m\ 
independence of Joe Miller and skip 
the jokes. 

About three or 
gentleman who knows enough about 


four years ago a 
people and the simple logic of cause 
and effect to write first rate mystery 
thrillers was the author of an article 
published in the New York Times 
Sunday magazine section, He was Rex 
Stout and his article was entitled, 
“We Shall Hate or We Shall Fail.” 
Remember that the war was going full 
blast. The Germans were demonstrat- 
ing their zeal and their highly organ- 
ized capacity for murder and starva- 
tion—for the second time in twenty 
vears—and Mr, Stout was morally out- 
raged, He declared his sense of out- 
rage in an exceptionally fine piece of 
writing—and logic. All he did was to 
call for something extra, something 
that would be an incentive and carry 
over to help assure a permanent peace 
when the war was won. 

It was reasonable enough, but do 
know Mr. 
Stout ? 


you what happened to 

He was literally deluged with in- 
dignant letters, Mluch more could be 
said on this question but I should 
merely like to observe, in passing, that 
we are apparently incapable of moral 
indignation. If what the Germans did 
in Europe and the Japanese in the 
death 
enough to get us mad 


march on Bataan was not 
and keep us 
mad tor more than a day after the 
it would be only fair to 
inquire — “What would ?” 

Mr. Stout said, “We shall hate or 


we shall tail.” 1 will join him in stick- 


war ended 


ing my neck out and say that all of us 
in the electrical industry, having de- 
clared our interdependence, must now 
and enthtised, or 


get enthused stay 


we shall fail. 





*Delivered before the International Asso- 
ciation of Electrical Leagues at Hotel 
dstor, New York, October 2-4, 1946. 
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Hi opportunity of speaking on 

your program this afternoon is 

appreciated and I am grateful to 
vou tor the privilege. 

It is particularly pleasing that the 
subject in general is interdependence 
many activities involve so much 
+} 


as so 
more than just the problems ot each of 
our own province of the electric in- 
dusti 


In this 


edison Electric Institute's primary in- 


great electric industry the 


terest as an association of utility com- 
panies is naturally in the generation, 
distribution and marketing of electri- 
city. Even though we assumed that we 
could generate and distribute the kilo- 
watts without aid—and that of course 
is assuming too much—we are immedi-e 


ately and wholly dependent upon 
others in the marketing phase, the end 
in Which I am particularly interested. 

‘The vacation from the utility busi 
ness which I have had during the past 
six vears while participating in the wai 
effort 


? 
useTul 


served to provide at least one 
result. It afforded an opportun 
itv to look at our electric industry from 
the outside as so many of our custom- 
ers see it constantly. 

The 


sight 


vacation also provided an in- 
into the regulatory activities of 
government and the self-satisfying ex- 
periences of many unqualified persons 
who unjustly exercise so much regula- 


tory power over the lives and fortunes 


oT Vou and all the other folks in the 
electric industry, And as long as the 
circumstance exists that bureaucrats 


In positions of power can control the 
affairs ot 
cooperative efforts within the industry 


so many others the need for 
than ever. 


Is greatel 
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By J. T. Coatsworth, 
Commercial Director, 
Edison Electric Institute 


J. 7. Coatsworth 


1 feel somewhat like a novice again 
in returning to this tremendous elec 
tric industry. However your problems 
have not changed too much from pre 
war days and probably will not radi 
cally change at any moment in the 
near future. One ot the utility's main 
still is No 


doubt there have been times when it 


endeavors loadbuilding. 
has been a greater problem than it is 
at this moment. Successful loadbuild 
ing immediately depends on the activ- 
ities of the appliance manufacturer, the 
wholesaler and the retailer, and even 
before that it may depend very largel\ 
on the adequacy of the wiring con 
struction with which to serve the cus 
tomer. 


I know this is not news to vou, I cite 
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it simply because we in the utility sec 
tion fully realize the ever present need 
tor cooperation the existence of inter- 
dependence. 

So outstanding have been the co 
operative years 1n 


programs Of past 


the electric industry—so highly success 
ful their results that the statisticians 
show us figures on today’s consump 
tion of electricity far beyond the fend- 
est expectations ot a decade ago. 

kilowatt 


residential cus- 


Voday's average annual 


hour consumption pet 


tomer of 1295 is itself an increase of 


9? over last vear. An average 


nearly 
annual bill of S42.61 is an increase of 
$1.28 or 3.1% 1945 while the 


average cost of less than 3'4€ a kilo 


OvVel 


watthour is a drop of 5.2 in cost. 
This speaks well tor the industry. Its 
accomplishment is due to cooperative 
efforts. It has resulted in benefits to all. 

| should like to remind you of some 
ot the activities and programs of joint 
nature which exemplity these coopera 
tive efforts. 

Though it may seem odd and un 
necessary today to be organizing sales 
forces training salesmen and planning 
sales campaigns and though it is prob 
ably that the 


immediate tuture they 


true currently and in 
are less neces 
sarv — today’s market conditions just 
cannot endure. 


Already 


dence of a turn in the selling activity 


as vou know there is evi 
of some specific appliances such as 
small table type radios. With produc 
tion totals increasing daily and each 
month's total exceeding the previous 
in the manufacture of most electric 
appliances the day is not too far oft 


when the seller’s market will turn into 
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i buyer's market for practically all ot 
the appliances, This is as certain as 
tomorrow’s sunrise though strikes and 
shortages can delay that day. There- 
fore we are planning and building to 
day for the inevitable buyer’s market 
of tomorrow. In this we cannot be 
wrong. 

Appliance selling leading to load 
building will be accomplished in the 
future as it has been in the past by 
efforts of 


women who know 


the constant persistent 


trained men and 
their products and know how to sell 
them. 

Slightly over a year ago, before the 


World War II and the con 


current resumption of civilian produc 


end of 
tion of electrical appliances, it was 
agreed that the need would eventually 
ivrise for the return of trained sales 
men, men and women, to carry the 
story of the convenience, cleanliness, 
comtort, entertainment and health of 
electric appliances to the customers. 

The result was that a committee ot 
the Edison Electric Institute working 
n consultation with the National 
Klectrical Wholesalers Association 
planned, prepared and completed the 
Sales Training Course which is cur 
rently being utilized by over 200 utili 
ties, associations and electric appliance 
dealers’ establishments today. Thou 
sands of men and women are now en 
rolled and will complete this Course 

better to serve the industry and its 
ustomers, 

That, gentlemen, is a result of co 
operative effort—a recognition of in 
terdependence. 

Just in Case you all are not 
thoroughly familar with this Course 
t consists of I8 units covering all 
phases from basic training in selling to 
the specialized commercial, industrial, 
esidential and farm sales problems. 

The Course, technically prepared 
by the Vocafilm Corporation and at a 
ost of over $140,000. has behind it 
the best brains in salesmanship in the 
including retailers, 


electric industry 


manufacturers leagues 
ind utilities. | 


highly to vou. 


wholesalers, 
recommend it most 

Reports coming to us trom such 
locations as the electrical Assox lation 
ot Philadelphia, Utah 


Light Company, Boston Edison Com 


Power and 
pany, Electrical League ot Cleveland 
and many others, speak highly and en 
thusiastically of the results obtained 
and the 


nterest engendered in this 
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Sales ‘Training Course. Vhe aid of the 
National Electrical Wholesalers Asso- 
ciation in the editing and production of 
this training material was tremen 
dously helpful. 

To those of you who are today pai 
ticipating in or sponsoring the classes 
in salesmanship let me offer our further 
assistance in any problems you may 
encounter in promulgating vour pro 
gram. 

The work of the Better Light-Bet 
ter Sight Bureau is known to vou all 
and is another example of successful 
cooperative efforts. In this activity the 
Edison Electric 


the largest 


Institute and three ot 
manutacturers ot light 
sources are establishing through cus 
tomer education a nationwide appre 
ciation of better illumination, You are 
tamiliar with much of the Bureau's 
promotional and educational accom 
plishments. 

Its more recent succ esstul endeavors 


include: the production and distribu 


tion of a Walt Disney lomm. movie, 
in color—the revamping and issue of a 
revised BETTER LIGHT BET 


TER SIGHT magazine a sound 
slide film entitled SEE FOR YOUR. 
SELF on the educational aspects of 
home lighting, and through the 
Bureau's efforts the issuance by the 


National 


splendid new teacher’s manual on bet- 


Education Association of a 


ter lighting tor seeing. This manual 
attect 


thousands of pupils and may develop 


will ultimately hundreds ot 
into one of the most important steps 
ever taken in the broad field of lighting 
education. Over 15 million pieces ot 


material have been dis- 
tributed on Better Light-Better Sight 
since the organization of the 
in 1934. 


Another activity with great promise 


educational 


sureau 


tor profitable development is the Elec 
trical Living Program, a joint endeay 
or of the Association ot Edison Illum 
inating Companies and the Edison 
Electric Institute. 

LIVE ELECTRICALLY is the 
slogan of this joint eftort and I believe 
the coming months and years will see a 
gradual but constant development ot 
this activitv, this Electrical Living 
Program. 

When one realizes that the moment 
you awaken in the morning to the tune 
clock o1 atter 


night 


of an electric radio, 


under an electric 


bathe with 


resting all 
blanket 


water electrically heated 


shave electrically 


dress unde 
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a sunlamp — breaktast on electricall) 
prepared food—your news by radio o1 
television—your transportation electric 
vour ofhce electrically air condi 
lighted and timed—your wife's 


kitchen duties all cared for electrical] 


tioned 


with dishwasher — waste disposal — re 
frigerator, range and the small ap 
pliances—her laundry quickly disposed 


ot by 


driers 


electric automatic washers 


ironers— with a radio —toys 
home movies and television to ente1 
tain, not to omit the untolding devel 
opment of the heat pump for electri 
cally heating homes and buildings, now 
in the experimental stage but certainly 
in the ofing—all to bring comfort 
convenience, sanitation, entertainment 
and health. LIVE ELECTRICAL 
LLY —that is a theme no one can well 
retute—vou are 
about that. 


The Industry Committee on In 


going to hear more 


terior Wiring Design has completed 
two excellent handbooks on wiring 

one dealing with the single family resi 
dence—the other with the farmstead. 
Over 219,000 copies of the Residential! 
Handbooks have been purchased and 
over 89,000 copies of the Farmstead 
This 


sponsored by seven National Electr: 


edition. Committee which is 
cal Associations is now working on two 
new wiring handbooks—one concern 
ing multiple dwellings and the othe: 
on commercial establishments. 

And here | should like to pay trib 
ute to the excellent work of the Ade 
quate Wiring Bureau in which EFI 
is proud to claim association. Here 
again is a true example of successful 
cooperation by various factors of the 
electrical industry. A proof of inte 
dependence. 

The Electric Water Systems Coun 
cil, a joint activity of the EEI and a 
participating group of water systems 
manutacturers, formed to promote the 
sale of water systems through regula: 
dealer channels—now in its thirteenth 
Vear Of cooperative activity IS AC 
cepted as the most outstanding success 
ful joint power company and manu 
facturer activity on record. During 
the thirteen-year period electric wate) 
system production and sales have mul 
tiplied by more than seven times 
record of which to be proud. 

| have so far outlined for you the 
joint activities of a broader promo 
tional nature in which the EEI Com 
mittees or personnel have participated, 


I should like also to quickly tell vo 
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ot the Committee setup oft the Com- 
mercial Department of EEI as it has 
heen organized for the year 1946-47. 

Under the guidance of a Commer- 
ial Division General Committee all 
work is divided into four sections, 
namely, Residential, Farm, Industrial 
ind Commercial. 

A Sales Personnel and ‘Training 
Committee independent of these Sec- 
tions will study and promulgate plans 
for sales personnel selection and will 
also further develop the use of the 
urrent Sales Training Course. 

A Wiring Committee 
pendent of the Sections — will repre- 
sent utilities’ interest in wiring prob 


also inde 


lems and participation in adequate 
wiring promotion without duplicating 
efforts of other groups in like activities. 

Under the general theme of ELEC. 
CRICAL LIVING each of the Resi- 
lential Section Committees of the 
Commercial Department of EEI will 
develop promotional or research pro- 
grams including the Electric Kitchen 
and Laundry —the Electric Wate: 
Heater—Indoor Climate and Lighting. 

The Home Service Committee has 
plans made for a national showing en- 
tied a PARADE OF HOME 
SERVICE IDEAS to be implemented 
with the cooperation of the appliance 
manufacturers. 
heater is now 
looked upon as one of the most prom- 
ising up and coming load builders of 
current time. Many companies with 
special rates are promoting this item 
and plans are under way for some 
aggressive national promotion, Cur- 
rently promotional material has been 
prepared and is about to be released in 
coordination with the promotional 
booklets of the Electric Water Heater 
Section of NEMA. 

The complete electric kitchen with 
a tendency to connect kitchen and 
laundry will serve as the basis for 
some interesting promotional plans foi 
the coming year. 

Residential lighting promotion will 
develop this year in connection with 
the Certified Lamp and through a 
closer tie-up in promotional advertis 
ing with the lamp manutacturers than 


The electric water 


ever previously experienced. 

Another Section of EEI where we 
ire planning much activity in the com- 
ing year is in the Farm Electrification 
field. Great strides in line extension 
into new areas are today only being 
retarded by material shortages, It is 


October, 


anticipated that the ettort to 
reach every farm within reasonable 


ability to serve will be completed with 


great 


in the next three vears, that between 
4% and 5 million farms will then be 
served by the business-managed utili 
ties and the REA with 
thirds ot them on the utilities’ lines. 


about two 
For these +'2 to 35 million customers 
the potential load building possibilities 
are great and the surface has scarcely 
been touched. Granted that farms do 
present many problems of service and 
financing they nevertheless offer a tre 
mendous market combining a splendid 
residential load with a like number ot 
small food tactories in addition. 

Next November 7th and 8th a Na 
tional Farm Conterence will be held 
in Chicago, Illinois, to bring togethe: 
in conference practically all groups 
interested in any phase of tarm electi 
fication. The program is planned to: 
rural service managers, agricultural 
editors, grange and tarm bureau lead 
ers, manufacturers and wholesalers ot 
electrical farm equipment, agricultural 
educators, county agents and agricul 
tural engineers. 

A FARM ELECTRIFICA 
TION MANUAL is currently being 
compiled by EEI Committees tor use 
by rural service representatives. It 
for distribution in 
October of this year, An Agricultural 
Development Handbook for use in 


should be ready 


planning agricultural development 
work is in the process of preparation. 
It will emphasize the importance to 
the utilities of prosperous farming and 
how aid can be given to the farmers 
in developing the same. 
Eighteen States now State 


Farm Electrification Councils bring- 


have 


ing together within the State those 
groups including farmers, utilities and 
manutacturers ot tarm equipment in 
terested in developing tarm electrifi 
cation, The formation of additional 
State Councils is being encouraged by 
efforts of the EEL Farm Section. 

And a training course in farm ele 
trification tor agricultural workers, 
such as county agents and vocational 
agricultural teachers is underway. 
This is being worked out in conjunc 
tion with the Extension Department 
of the U. S. Department of Agricul 
ture. It will consist of slide films and 
a manual suitable tor distribution to 
farm customers, It should be ready in 
1947, 6,000 


county agents and 4,000 teachers ot 


early There are over 
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vocational agriculture most ot whon 
have had verv little training in farm 
electrification. A training course for 
them should prove most helpful. 

While the Committees of the In 
dustrial Power and Heating Section of 
EEL continue their work—largely ot 
i. technical engineering nature — not 
too glamorous but extremely import 
int to the industry the Commercial 
Section will build its 1946-47 activity 
pretty strongly in the field of planned 
ighting. 

The growth ot the installation ot 
Hluorescent lamps with higher light 
in commercial establishments 
their 
greater use points to the desirability for 


output 


and the current demand tor 
better planning in laying out lighting 
systems in stores, schools and ofhces. 


With 


lighting can be made to prove a dis 


proper planning fluorescent 
tinct advantage both for the custome: 
and tor the owner. Hit or miss light 
ng—the all too common replacement 
of incandescent lamps by fluorescent 
installation can be 


without careful 


minimized it tolks are sold on the need 
tor PLANNED lighting. 

It is contemplated that considerable 
promotional effort also will be placed 
on Commercial Electric Cooking, This 
field, especially the small restaurant 
and lunch counter, has not been devel 
oped to the extent possible nor in the 
manner desired and the possibilities 
here are great. 

Many other big problems of a com 
mercial nature, which I have failed to 
mention, call for cooperation within 
the industry as for instance, the G.I. 
small home construction which offers 
a tremendous challenge—for they are 
our new and future customers, 
with all of 
problems to overcome there is one cet 


Howeve the current 
tain thing to which we may look ahead. 
With over 56 million persons gainfully 
occupied out of a possible 57,300,000 
and barring disastrous strikes—the rate 
ot production will eventually catch up 
with the market. That much is certain 
and one of these days the seller’s mai 
ket again will turn into a buyer's 
market 
extensive selling will be back again. 
The question is WILI WE BI 
READY FOR UT, 


and the need tor intensive and 


‘Delivered before the International Asso- 
ciation of Electrical Leagues at Hotel 
York, Octoher 2-4, 1946. 
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T has certainly been a_ pleasure 
to hear what L. W. Davis and 
Charles G, Pyle have had to say 

about how the activities of the organ 

izations they represent contribute to 
the collective efforts ot the several 
branches of the electrical industry to 
bring more electrical benetits to more 
people and, at the same time, provide 
more and better jobs with greater se 
curity, at a high level of employment, 
to hundreds of thousands ot employees 
who make up the great clectrical in 
dustry. I shall listen with equal pleas 


Mr. J. T.. 


tribution to this afternoon's program. 


ure to Coatsworth’'s con 


It is my privilege to outline what 
NEMA _ has 


contribute to the progress ot the ele 


been and is doing to 
trical industry, covering those aspects 
ot the NEMA program which would 
seem to provide background intorma 
tion which may aid each of the electric 
league managers in carrving torward 
the attairs ot the organization with 
which he is associated. 

As one views this whole movement 
to which, in one capacity or another, 
we are dedicated, and to which we are 
addressing ourselves this afternoon, 
naturally 


one 1s impressed with the 


tact that, complex as is the electrical 
ndustry, all of the little pieces dove 
tail together to torm a complete and 
complementary pattern ot production, 
distribution, installation and service 
without parallel in any other industry. 
Likewise. the activities of the several 
national associations supplement and 
complement each other to the benefit 
ot the electrical industry as a whole. 
It is quite an impressive picture and 
I tor one am proud to be associated 
with an organization which represents 
an important branch of a great indus- 
try which makes such a vital contri 
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By W. J. Donald. Vanaging Director, 


National Electrical Manufacturers Association 


W. J. Donald 


bution to every phase ot modern work- 
ing and living. 

The activities of NEMA, as set 
WHAT NEMA WILL 


[)QO, which is revised, adopted and 


forth in 
published each vear, are necessarily 
manitold and diverse, ranging all the 
wav trom the 


provision of accurate 


and timely information ot vital im- 
portance to the Managers oft electrical 


Mmanutacturing 


¢ companies, the devel- 
opment of engineering standards, the 
collection of certain types of industry 
statistics, to the carrving on of a va- 
riety of business development and sales 
promotion activities in the interests ot 
n the in- 


the industry as a whole ol 


terests ot particular branches otf the 
electrical manutacturing industry, 
Keach of these activities, in turn, has 
varving degrees of significance to dit- 
terent branches ot the electrical man- 
Indirectly 


ufacturing industry. many 


of these activities, partic tlarly the de- 
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velopment of engineering standards, 
have an important bearing on the 
growth of the whole electrical in- 
dustry. 

Many otf these activities, 
larly the activities of 
NEMA _ Sections, are of 


little interest to the managers of elec- 


particu- 
individual 
relatively 


tric leagues. | shall, therefore, concen- 
in which I feel certain 
vou have a major interest. This selec- 


trate on those 


tion has been made in consultation 


with my associates who, like myself, 


were somewhat astonished to redis- 


cover the extent of the community of 


interest which we have with 


youl 
group. 

These activities to which I reter are 
what we all class generally as business 


development. 
Of the business development activi- 
NEMA is iny 


probably none other has been more 


ties in) which olved, 
discussed during the last fifteen to 
twenty vears than the Adequate Wir- 
ing Program with the exception per- 
haps ot the Better Light-Better Sight 
Campaign. 

Certainly the subject of adequate 
in this 
meeting, and I welcome the oppor- 


wiring is not new to anyone 


tunity to extend my praise to the 
league managers who have been and 
are among the leaders in putting the 
National Adequate Wiring Program 
inities 
throughout the country. 

As has been said so often, no na- 
tional program, no matter how well 
designed or how well publicized and 
explained can possibly be a national 
success unless and until it is put into 
operation in local centers. Electric 
league managers are the key to suc- 
cess as they put the Adequate Wiring 


Program to work through the efforts 
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of hundreds of member companies, 
members of all branches of the elec- 
trical industry, in those centers in 
which they are respectively doing their 
jobs. 

You, of course, realize that I am 
not claiming for NEMA that it is 
solely responsible for the National 
Adequate Wiring Program. As you 
well know, it is jointly sponsored by 
the associations which are represented 
on this symposium, plus your own, the 
International Association of Electri- 
cal Leagues. The joint sponsorship 
caries with it the responsibility of pro- 
viding leadership through an Execu- 
tive Committee, two 
members each from the five national 
associations, including the Internation- 


consisting of 


al Association of Electrical Leagues. 

The Adequate Wiring Program is 
one, probably one of only a few activ- 
ities, from which all branches of the 
industry benefit and in which practi- 
cally everyone in the electrical indus- 
try has an opportunity and an obli- 
gation to participate. 

The fact that we could not honestly 
that 
with the industry is doing his full share 


claim every person connected 
in promoting electric living, through 
the promotion of the adequate wiring 
movement, indicates that there is still 
a great opportunity and a very definite 
challenge for all of us to find ways 
and means ot demonstrating to mem- 
bers of the various branches of the 
real value of the 
Adequate Wiring Program to them, 
humblest workers to the 
highest executive. 


industry the very 
from the 


Those of us who hear and so often 
use the expression that “adequate wir- 
ing is basic to our industry's develop- 
shocked 
when we realize how few compara- 
tively have accepted the full import 
of that statement and how few have 
fully accepted the 
which it implies. 

Let me express for NEMA the ap- 
preciation of not only the splendid 
work local 


ment’ must sometimes be 


responsibilities 


carried on by electric 
leagues but also for the special contri- 
butions that are being made to the 
promotion of residential adequate wir- 
ing by the other national associations 

the Edison Electric Institute, the 
National Electrical Wholesalers As- 
sociation, and the National Electrical 
let me 
make it clear that the fact that the Na- 
tional Adequate Wiring Bureau head- 


Contractors Association, and 
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quarters are domiciled with NIE-MA 
should not in the least preclude any ot 
the other national organizations trom 
making their own particular contribu. 
tion to the National Adequate Wiring 
Program, especially as they have done 
and | hope will continue to do. 
Now let me discuss some otf the 
newer and, theretore, less well known 
activities ot 


business development 


NEMA. 
As the end of World War II ap- 
proached, manutac- 


some electrical 


turers became increasingly aware ot 
a Vigorous new competitor, namely, 
the Liquetied Petroleum Gas Indus- 
try, which has already cost the electri- 
cal industry considerable growth and 
certainly provided a challenge which, 
if not met, threatens to cost us a lot 
more. 

Many of you may already be con 
scious of this type of competition in 
your own areas of operation. If you 
are not fully cognizant of what ou 
industry is facing, may | suggest that 
vou look at the curve of growth of the 
Liquefied Petroleum Gras customers 
and the curve of growth of Liquetied 
Peroleum Gas sales, both of which 
have been going up at an alarmingly 
steep angle. 

The manufacturers most immedi- 
ately and directly concerned, namely, 
producers of electric ranges, water 
heaters and other heavy duty equip- 
ment for use in the home and in com- 
mercial applications in suburban and 
rural areas, have made exhaustive 
studies of the prewar and wartime 
growth of liquefied petroleum gas use 
and installations and have developed 
a fine program to meet this aggressive 
new competition tor electric service. 
In NEMA we reter to the program as 
“Rural Suburban Market 


Development Program.” 


our and 

It gives me pleasure now to ac- 
knowledge the interest and support 
rendered by electric service agencies 
throughout the country. 

While there are many in the elec- 
trical industry who think of this prob 
lem as being of interest only to a few 
types of electrical manufacturers and 
to some utilities, actually this competi- 
tion is so far-reaching in its implica 
tions to the electrical industry as a 
whole that it can be put near the top 
of the list of those challenges which 
we must meet head-on and construc 
tively if we are not to be faced with 
what might become a near disaster. 
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‘There is ample evidence that the elec- 
trical industry is now keenly aware ot 
the threat which taces it and is pre- 
pared to maintain its former preemi- 
nent position and move forward to 
greater achievement. Currently, effec- 
tive tools for use in promoting the 
use ot electric service in suburban and 
rural markets, in competition with 
liquefied petroleum gas, are being pre- 
pared and should be available in the 
course ot a very tew months, It may 
be that this new competition and the 
rather sudden recognition of the threat 
it implies may have a very healthy 
effect on the whole electrical industry 
by dramatizing the necessity for ag 
gressive promotion of electrical service 
and electrical products for all appli- 
cations. More than any other factor, 
it may revive quickly in the postwar 
era the promotional genius of the 
whole electrical industry by dissolving 
any tendency to be complacent or over- 
confident regarding the future. 

Now let me turn our attention to 
some more specialized NEMA activ- 
ities, particularly those relating pe 
culiarly to certain products, 

Most ot you probably will recall 
the activity started nearly fifteen years 
ago by the flexible cord manufacturers 
to promote the acceptance of and de- 
mand tor Underwriters’ Laboratories’ 
labeled flexible cords and cord sets. 

While the time was when approxi- 
mately 856 of the flexible cord and 
cord set marketed carried no label in- 
dicating conformity with Underwrit- 
Laboratories 


ers” 


standards, 
by the end ot the 30's the figures had 


satety 


been reversed and it is estimated that 
S$) of the flexible 
cord and cord sets purchased carried 


approximately 


the Underwriters’ Laboratories’ label. 

What this meant particularly to 
home satety and also to the minimiz 
ing of service problems all of you will 
readily understand. 

By the beginning of World War II, 
practically all household utilization 
devices marketed through all but a 


labeled 


cord, and many department stores and 


few types of retailers used 


other retailers, including the chain 
stores, would offer no other merchan 
dise. 

As in many industries during the 
war, production ot the products in- 


volved was largely terminated and the 


labeled cord activity likewise was 
greatly curtailed. Of recent months 


steps have been taken to revitalize the 
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labeled cord program and the 
onstructive effort for which the flex 


same 


thle cord manufacturers provided the 
leadership is again moving torward. 
Millions of words have been writ 
‘en and scores of articles have appeared 
ilmost daily in our newspapers and 
magazines calling attention to the ac 
idents, the appalling loss of lite which 
curs on our streets and highways 
inuch of it due to poor lighting. 
While not all authorities agree that 
lighting of streets and arterial high 
ways is as important a factor as the 
electrical industry claims, the statis 
tics seem clearly to uphold the conten 
tion that lack of adequate street and 
highway lighting is the major factor 
in the accidents and fatalities which 
cur after dark, The much higher per 
centage of such night accidents and 
tatalities in proportion to the amount 
if trafic seems utterly convincing. 
For a number of years, even right 
through the war, members of NEMA 
have been carrying on a Street and 
Trafhe Safety 
which now is quite evidently making 
itself 
definitely greater recognition by others 
than the electrical 
lighting factor in the night accidents 
and fatality 
marked trend toward the installation 
of modernized and adequate street and 
trafic safety lighting equipment. 
Not merely in the interests of street 
and highway lighting equipment man 
ufacturers, as well as other types ot 
electrical manufacturers, but in the 
interests of other branches of the in- 
dustry, and, more particularly, in the 
interests of the public, electric leagues 
may wish to lend an even greater de- 
gree of cooperation with whateve: 
other local movements develop to urge 
municipalities and states adequately to 
light trafic danger spots and high den 
sity traffic 
leagues may even wish to assume the 


Lighting Program, 


felt. The evidence includes a 
industry of the 


record, as well as a 


avenues. Some electric 
leadership, in whatever forms of agi 
tation may seem advisable, to see that 
streets and main arteries of travel are 
properly illuminated. Any such league 
will be performing a great service to 
those who live in and travel through 
such areas. 

For some years, electric range and 
electric water heater manufacturers, 
through their respective NEMA Sec 
tions, have given attention to the fail 
ure of architects and builders ade 
quately to specify and install facilities 


9” 


in new homes and apartment buildings 
which would permit of modern elec- 
tric living in the form of electric cook 
ing and water heating. These two Sec 
have cooperatively 
built 
around advertisements in the leading 


tions, therefore, 


been carrying on a program, 
architectural and building magazines. 
they have prepared a 
special booklet, entitled, “Wire Ahead 
for Better which 
45,000 copies have been distributed as 


key ed 


the building magazines. 


In addition, 


Living,” of some 


a result of advertisements in 

1 am certain that it is not necessary 
iain to emphasize what this means 
to all branches of the industry, includ 
ing all branches of the electrical manu- 
facturing industry, and how we can all 
cooperate in and benefit from this well 
May I call atten- 
tion to the fact that it is a specific and 


planned program, 


powerful supplement to the National 
\dequate Wiring Program. 

In addition, the Electric Range Sec 
tion of NEMA has prepared a sixty 
four page text book entitled, “The 
Electric Range,” 
distributed to over 45,000 home eco 


nomics teachers, who, as a result of an 


which has now been 


advertising program carried on in 


home economics magazines, have made 
individual booklet. 


Copies are also made available to elec 


requests tor the 


tric service companies and to others 
at a cost price, and several thousand 
additional copies have been purchased 
and distributed by such agencies. 
Incidentally, you may be interested 
to know that the plans of the Electric 
Range and Water Heater Sections for 
1947 contemplate a continuation and 
A new 
brochure on electric water heaters, en 
titled, “The Modern Automatic Elec 
tric Water Heater,” is just off the 
press and will be distributed widely 


expansion of these activities. 


in the next few months and next year. 
\ booklet ot 


electric range 1s also on its way. 


a similar nature on the 


So much is heard about home freez 
ers and so much is being written, some 
ot it only more or less true, that you 
will be interested. to learn that the 
NEMA Household Refrigeration Sec- 
tion has in preparation a new booklet 
tor consumers on the subject of home 
freezers. This document, now on the 
press, will be especially suitable for 
utility and dealer use. 

Rural electric service, which has ad- 
vanced at a tremendous rate over the 
past fifteen vears, through the efforts 
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ot private utilities, the Rural Electr 
fication Administration, farm publi 
cations and other agencies, has now 
been brought to more than. 50% of 
our farms and to other inhabitants ot 
rural areas. 

This has given the farmer a taste 
ot modern electric living, and of mod 
ern electric production methods, and 
has developed for itself a very larg 
potential. As the statisticians see it at 
the moment, there is a market for 
wiring materials, appliances and gen 
eration, transmission and distribution 
equipment in the amount of over two 
and one-half billion dollars in the next 
five years, in addition to an increased 
market for electrified farm productior 
equipment. 

In the light of this development 
NEMA is undertaking to do its part 
in intorming the farmer regarding 
what the electrical industry and, par 
ticularly, electrical manufacturers of 
fer the farmer for his use in his own 
best interests, with particular empha 
sis on the productive use of farn 
equipment. Fortunately, other agen 
cies in the industry are carrying on 
similarly constructive work and be 
tween us all we are apparently making 
substantial progress. NEMA plans to 
continue this activity aggressively in 
1947. 

An important new NEMA activity 
launched three years ago, is known at 
NEMA as the Electrical Manufa 
turers Public Information Center. 

A few leaders expressed their con 
viction that there was a very real lack 
of information available to the publi: 
about electrical products and their pe: 
tormance and the services they rende) 
in improving both the standard of liv 
ing and standards of working condi 
tions and performance. 

Two and one-half years of experi 
ence have demonstrated conclusively 
the public interest in all matters elec 
trical. Most notable has been the 
with which professional 
writers and commentators have used 
and sought out the new service mad 
available by NEMA to them. 

Through the Public Information 
Center, NEMA distributes interest 
ing, up-to-date news items regarding 
electrical products and services to some 
10,000 newspapers throughout the 
country. We also provide material fo: 
radio commentators, undertake special! 
writing assignments when requested 


eagerness 


(Continued on page 117) 
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Large Looms the School! Market 


So ~ (rash That "AT Budget Now! 


School boards, colleges, universities, are working on their 1947 budgets 


right now. To get new lighting, laboratory, sound equipment, wiring, bacteri- 


cidals specified you have to sell them now and — pick a good contractor to 


work with you. It is estimated that $350 to $650 million are to be spent 


each year for the next ten years on school construction and modernization 





HE greatest educational boom 
this country has ever seen is ex- 
panding the 
Conceivably as much as 4 


market. 
billion 
dollars may be spent in all categories 


school 


by our schools in the year beginning 
September 1946. The market as a 
whole was worth more than 3 billion 
dollars in 1942 and then the 
number of students and prices have 


since 


increased considerably. 
The number of births since 1936 


have brought about a reversal of the 





Young eyes need all the help they can get. Under the conditions 
above lighting with old-style units provides inadequate and glar- 
ing artificial illumination. Walls and ceiling provide little light 
reflection. 
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By Joyce Jackson* 


downward trend in elementary -school 
enrollments. Although approximately 
650,000 more children will be eli- 
gible for the first grade in 1948 than 
in 1940, the new high point probably 
will not be reached until the follow 
ing year. This year more than 26,000, 
000 pupils will be enrolled in’ pri 


marv and secondary schools, an in 


crease of approximately 766,000 ove: 
1939-40), 
Not only 
tor obtaining an education multiplied, 
but the public has increasingly taken 


have the opportunities 


advantage of these opportunities. ‘The 


total enrollment in all secondary 
schools increased nearly 50 percent in 
the decade after 1930, In 20 years, 


the number of college graduates had 


risen from 48,622 to 186,500) in 
1939-40. 
\ survey by the Directo; Wa 


When every factor affecting seeing was changed in the same 
classroom, including painting, white glass chalkboards and light 
ing fixtures, illumination levels increased from 10 to 40 foot- 


candles. Sylvania photos. 


WHOLESALING 


9% 











Expanding education programs result in 
expansion of markets in lines supplying 


schoo! demands. 


The total spending by schools for all 
1942 was more than 3 billion 
dollars and for the year beginning Sep- 
tember 1946 this outlay may reach 4 bil- 
lion dollars. This year more than 26,000,- 
000 pupils will be enrolled in primary and 


items in 


secondary schools. 


In addition to the expenditures of public 
schools there must be considered the 
amounts spent by colleges and universi- 


ties and by private and parochial schools. 











\Iobil 7Zation 


veals that nevei 


and Reconversion r¢ 
betore have so many 


admission to in 
Nore 
million will apply for enroll 


Nation's 


which it 


students applied tor 
stitutes of 
than 


higher learning. 


ment i the colleges and 


uuversities of is expected, 
that 970,000 will be veterans. Of the 
970,000, only 700,000 can actually be 
admitted under present plans. 
Public offer the 
market ton supplies. ‘Throughout the 


schools largest 
7) years preceding L941, the upward 
trend in expenditures was interrupted 
only by the depression in the thirties. 
Outlavs of 258 dollars for 


furniture, 


million 


sites, buildings, libraries, 


and apparatus by public schools in 


1940 were almost 1,000 percent grea 





Open units with hare bulbs showing make good seeing impossible. 
Ittention wanders and young eves hecome quickly tired from 


contrasts 


clare, excessive shadows and harsh 


avoided with this type of installation. 
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ter than those 50 years ago. In 1942, 
the value of buildings was nearly 6 
billion dollars; sites were worth 381 
million dollars and equipment, libra- 
furniture, and were 


ries, 


apparatus 
appraised at about 652 millions, 


Sound Equipment 
Plans tor developing new methods 
of integrating books and audiovisual 
have been ad- 


teaching materials 


vanced recently. Experiments 20 
vears ago concluded that films con- 
veved information in less time than 
was usually required by other methods. 
\lthough this tvpe of instruction has 
been slow to develop, its highly suc- 


cesstul use by the military forces dur- 





ing the war should prove a spur to 


peacetime educational _ institutions. 
Many schools are asking for educa- 
tional films and business groups are 
preparing to spend thousands of dol- 


lars in film preduction. 


Already 18 
plans for 


detailed 
educational 


states have 
coordinated 
broadcasts, while 11 others have well- 


advanced plans. The next 2 


years 
should see a definite improvement in 
the radio equipment of almost every 
school in America. 

With the release of surplus radio 
electronic equipment by the Govern- 
ment should into 
the field of education. 


radio come more 





d lichting installation well done can lead to other sales. In the future, school class- 


rooms, cafeterias, rest rooms, corridors and assembly halls will have bactericidal units 


such as installed on the walls of this classroom. 


that cannot he 





Compare the uniform, glarefree illumination provided in this 
classroom by continuous rows of fluorescent fixtures. Neither 
eyes nor attention will wander from work under these conditions. 


F. W. Wakefield Brass Co. photos above and at left. 
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Public million 
dollars in 1942 tor the purchase of 
supplies other than textbooks. Al- 
though the capital outlay that year 


schools spent 66 


tor laboratory equipment, furniture, 
and to only 1S 
million prewar expenditure 
averaged nearly 50 million. And that 
total is expected to be increased great- 
ly in the next few years. 

The National Education <Associ- 
ation has estimated that 110 million 
dollars is a reasonable minimum for 


fixtures amounted 


dollars, 


the future annual cost of providing 
textbooks, supplies, health, and en- 
trance tees and equipment for public 


schools. 





In the sides of the fluorescent fixture facing the children a ¢lass panel of heavier density 
is used. This avoids too much brightness and is easier on eyes. Sylvania Electric photos 


above and upper right. 


Almost all public schools, private schools and colleges are in 
urgent need of good lighting. In any area where the lighting 
levels are increased an accompanying improvement in hoth the 
quantity and quality of work will be noticed immediately. 





October, 


In the 1942 operation ot the pub- 
lic school plants, 62 million dollars 
worth of fuel, light, water, and pow- 
Additional 
plies used were valued at 8! 


er, were consumed. sup- 


» million 
dollars. 

The tremendous drop in expendi- 
tures for school-building construction 
during the war coupled with the re- 
cent high birth rate and the abnor- 
mally low volume ot school-house 
construction during the thirties has 
created a serious shortage of school 
facilities. 

The U.S. Department of Labor es- 
timates that school-construction needs 
will be around 475 million dollars an 
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Vertical louvers at windows of this class- 
room reduce sky brightness with little loss 
upward for 


of illumination and swine 


washing windows. 


City 
schools have laid plans for a building 


nually during the next > vears. 


program that will expend nearly 2 bil 
lion dollars. The construction needs 
tor rural schools are estimated at 70 
million dollars. 

Colleges and universities, and pri 
vate and parochial schools also ofte: 
a large market for school supplies. 
‘Their expenditures, in 1942 were 620 
million and 240 million dollars respec 
tively as compared with 2.4 billion 
dollars spent by the public schools. 

During 1939-40, colleges and unt 
added than 3 million 


versities more 


The same room as shown at left but with adequate illumination 
and correct painting presents an entirely different appearance. 
Venetian blinds prevent annoying brightness from outside. F. W. 
Wakefield Brass Co. photos left and above. 
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Every Oliver electrical Distributor can sell every item in the catalog 
to any customer in his territory. We have no ‘‘withheld’’ customers or 
products. This means that distributor salesmen reap full benefits from the 
contacts they make and the work they do when they handle Oliver products 


—and includes sales to mines, mills and quarries as well as to public utilities. 


Furthermore, the Oliver line of Pole Line Materials is complete, both 
in variety of products and extent of sizes and types. Quality is of the 
highest, our designs and manufacturing practice being based upon more 
than 50 years experience in this field. Oliver made the first hardware 
specially designed for pole line work and has consistently led in product 


design and manufacture 





SOUTH TENTH AND MURIEL STREETS * PITTSBURGH 3, PENNA. 
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volumes to their libraries, bringing 
the estimated total to approximately 
72 million books. 

Building projects of colleges and 
iniversities for which plans are either 
completed or are in preparation will 
all forth an expenditure of more 
than + billion dollars. 

Ata sales price ot approximately 2 
million dollars, educational institu- 
tions in the first quarter of 1946 ac- 


quired war surplus consumer goods 








Continuous troffer fluorescent lighting gives a level of 35-footcandles on the library 
SCHOOL BUILDINGS tables of this New York college and eliminates the need of any auxiliary lightin: 
Viller Co. photo 

By 1950 there will be 1,360,000 more 


students trekking to elementary schools 








throughout the United States than there worth more than 1U -million dollars move into” installations worth 43 
are today. The Nation's school system — originally, The total amount of real million dollars. 
with 40 percent of the buildings 35 years property schools have received is Thus the unprecedented demand ot 
old or more, in 62.3 percent of the towns worth 5.5 million dollars. Surplus both students and school purchasing 
with more than 10,000 population — may dwelling units allocated to colleges agents for supplies should keep the 
expect a new building and modernization number 124,000 and the Army and market active for some years to come. 
program estimated to cost $3,500,000,000 Navy have donated Siete worth 
to $6,500,000,000 over the ne=t 10 years. more than 100 million dollars. The 
armed forces have also temporarily ee ee ee er 
allowed educational institutions to Domestic Commerce 





School-Sales Opportunities in Your Territory TODAY 
































High Grade High Grade 
STATE Schools Schools STATE Schools Schools 
1939 1939 1939 1939 

RL RN SRI RS 

Region I—New England....... | 1,123 12,546 i. re er | 422 | 5,260 
ER ORE 219 4,882 North Carolina... .cc.sscscce.s 946 | 7,097 

New Hampshire.............. 119 1,768 South Carolina............... 315 | 4,590 
TE a 99 2,200 sd csc enews 613 | 7,462 
Mignsnchmsetts......00.scccee. = —_ Florida RpladaauKiheneee kee 397 2,300 

eS are 

. : a a 133 | Region VI—E. S. Central ...... 2.355 24.483 
CIEE on eernsecereseses | aad ine NG sidiaieiinn taxinnsiine 749 | 7,458 
Region II—Middle Atlantic ....| 2,452 22.845 EE S Kived cuechinav nes 551 | 6,007 
Mer Wadi... .....cc.cccsces- 984 10,428 ES ccbisiccinensaiienses 474 6,431 
gE 200 1,720 CO a eee 581 4,587 
ney gagoemnimmaaes — 10697 | Region VII—W. S. Central... . 2,961 | 26,910 
Region {1I—E. N. Central...... 4,333 | 37,557 SEO ELE OE LET 660 5,000 
MR eS oa Sic vic ak edeisawas 1,275 9,050 CRB ic cisekreeneaeeenecs 434 3,649 
Ma ef a os 8 889 | 3,024 ass. b dig Srurtkco tine pace 898 6,315 
EES eer ere 797 | 10,979 bes vor aemense Op aeatee 969 | 11,946 
alll id 300. | Region VIHI—Mountain ....... 1,198 12,319 
Sapper eat ie ’ NE inc aeainendiekenes 260 3,531 

Region IV—W. N. Central ..... 1,659 | 52,879 I iia ee 204 1,683 
rrr Tre 472 7,840 MI ico a ocak Raucines es 27 1,100 

aa ack oarus usr sieiae-nnvee epaiee 1,142 | 9,800 Ro ciik ini oa. h/0S wid ao ote Se 266 3,194 
OS REECE Cree 989 | 9,500 Se I oe oc awe beens 166 1,400 
i a ats eceenieuis 231 | 5,622 ie dik ivup ile ann keaes 73 450 
I icc cémennswcuna 431 | 5,066 ss ears ataisicute Gus sianieals 161 669 
rrr 623 7,030 iar sarcindanecoxaces 41 292 
NG hii oom ceradaeu naa ks 771 | 8,021 — a 1.213 | 5.482 
Region V—South Atlantic ..... 3,494 35,177 TINII oi5 sive se uld- slow wretae 338 2,320 
ESS EEE PEE 51 | 2935 NE ia5ass'cccandcnsiens 307 | 2,465 
ee .— 236 | 1.548 CIB i. sicaeiincesrua ve - 568 6,697 

istrict of Columbia § 
TI ov gic at idea Sisk ci 514 | 6,685 Total—United States.......... | 23,788 230,198 
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OZ snows 


CONNECTORS 




















Whether in the depths of a mine or the towers of a skyscraper, 
wiring jobs done with O. Z. fittings go in faster...stay in longer. 
For typical reasons, check the advantages, below, of just two 


of the many O.Z. ground connectors. You'll see why engineers 


TYPE AG 
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TYPE CG 


CONDUIT FITTINGS + CABLE TERMINATORS 
CAST IRON BOXES * SOLDERLESS CONNECTORS 
GROUNDING DEVICES * POWER CONNECTORS 


say— “They’re OK if they’re 0. 2.” 


TYPE AG GROUND CONNECTORS 


@ Top clamp plate is ribbed for strength... eliminates distortion. 
@ High-conductivity copper alloy... resists corrosion. 
@ Interlocking pivoted clamp insures maximum circular pressure. 


@ Single Everdur U-bolt secures cable to ground rod... reduces 
assembly time. 


@ Each fitting accommodates a wide range of cable sizes. 


TYPE CG GROUND CONNECTORS 


@ Ground wire connects at right angles or parallel to pipe. 
@ Universal clamp assures positive contact in either direction. 
@ High-conductivity copper alloy... resists corrosion. 


@ Everdur U-bolt can be clamped in place on rod or pipe and ground 
cable fastened as a secondary operation. 


@ Each fitting accommodates a wide range of wire sizes. 


More and more electrical whole- 
salers are stocking O. Z. fittings. 
See your local distributor today. 
Write us for catalog detailing 
sizes, features, and prices of the 
complete O.Z. line. 


& 2024 


ELECTRICAL 
MANUFACTURING 
COMPANY 














cele) G4. hy a. Fae 


262 BOND STREET 
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Making Bikalers Cn 


Displays 


Means More Sales I on Tew 





(JOD news for the salesman lies 
in the increasing quantity of 
display material now becoming 

available from the manufacturers of 
electrical products. Missing for sev- 
eral vears, these top sales tools accom- 
panying the slow but steady return of 
electrical merchandise, strike a note ot 
encouragement and clearly indicate to 
the salesman that “show ‘em to sell 
‘em’ will be a much repeated phrase 


in the coming blast of full competition 





By William C. Pirie 





tor the ultimate consumer's dollar. 
Any salesman, from his past expe 
rience, appreciates that if a properly- 
arranged, adequate and well-kept dis 
play is kept working for him on the 
counter, the floor or in the window ot 
the electrical appliance retail store, it 
will be of valuable assistance in build 
ing his sales of electrical products, The 
products shown here require more than 
a mere snap judgment to turn the 
prospect into a buyer for they are ot 





Since the retail dealer's floor space is usually at a premium a vacuum cleaner floor 
stand as shown in photo permits a complete presentation. Helping the dealer to put 
this type of display to work for him will return dividends to the salesman. 


«October, 
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the type seldom purchased on impulse. 

In his contacts the salesman has had 
many opportunities to observe a wo- 
man in an appliance store. He has 
noted closely she 


how inspects the 


smooth soleplate of an iron—how she 
lifts it to see how really light it is in 
weight—how she tests the handle to 
see if it conforms to the shape of he: 
hand, He has noted how she gives the 
vacuum cleaners on display a few 
pushes and pulls to prove to herselt 
their ease of operation. All her actions 
point to the importance ot store dis 
play in creating desire tor the appli 


ance shown. 


Displays Tailor-Made To Retail Needs 


‘Today's display materials furnished 
to the salesman tor use by his retailers 
do not represent what the appliance 
manufacturer ¢hinks the retailet ought 
to have. Thev are sped theally de signe a 
to meet the retailer's display necds and 
fit into his promotional picture as 
closely as possible. ‘They are the result 
of much thinking and planning based 
on actual survey in the field and repre 
sent a sizeable financial investment on 
the part of the electrical product man 
ifacturer in his efforts to assist the 
salesman and his retailers in securing 
turn-over of his own brand of electri 
cal appliances, 

Correct display, 


of sale is vitally important to the sales 


then, at the pot 


man and to the retailer for at this one 
place all the elements of the sale—the 
prospective buyer, the seller and th 
appliances—are brought together face 
to tace. 

It is also imperative tor the sales 
man to make certain that wise use ot 
display material is made by the ele 
trical appliance retail store since it af 
fords a splendid opportunity for the 


99 








l'ypical display for use either in the window or on the counter of the dealer's 
store. Wherever possible the salesman should see that use is made in both , 
aia INFRA-RED 


places thus affording a visual tie-in to the window shopper who drops in for LAMP , 


further information. 










Fe America’s 


GLASS COFFE 





Display material is usually packed in the 
“deal” promotion. Effective use of this ma- 
terial by the dealer demands that all the 
elements of the promotion be used 


store to identity itself as a source ot 
supply tor nationally advertised app! 


ances, 


Salesmen Can Profit From Display 

Anything that helps the salesman 
to build his volume of appliance sales 
constitutes a valuable sales tool, Point 


# 


4 0¢ STMASTER 


AUTOMATIC TOASTER 





1 display built around a new construction feature allows the 
prospect's attention to be concentrated on it and eliminates the 
confusion which would result from enumerating each salient 


| the importance o} 


The salesman should stress to the dealer 
identifying his store as a source of supply for nationally adver- 
tised appliances through effective use of display material fur- 


nished by manufacturers feature of the appliance. 
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Small enouch to be set on top of the cash register this flashlight battery 
display will remind the customer of his battery requirements. Compact 
desigen of small-unit merchandise displays allows use in important 


sales areas. 

















Extreme simplicity in setting up the display is the guiding 
principle in design. The easier to set up, the quicker it 
will be put to use. It should be decided whether it can do 
i real point-of-sale merchandising joh for the dealer 














ot sale display material turmshed by 
the manufacturer for retail use CAN 
help the salesman build volume PRO- 
VIDED he sees that the material is 
properly used. 

Tucked away in the back ot the 
store or gathering dust in the stock- 
room, display material renders no ser- 
vice whatever to the manufacturer, to 
the wholesaler’s salesman, or to the 
retailer. To be profitable it must be 
put to work, set up and used. 

Too often salesmen are apt to re 
yard it as a nuisance. This is truly 
short-sighted since the few minutes it Me Y » i 
takes the salesman to help his custom- i am py i .. Tig 
ers set up the material and arrange Dant-feuge- AL oe ine ad "a Pa 
the display gains him goodwill he can - estinghouse LAMPS & pe! 
get in no other way. Even more im Westinghouse Lamps for. Betty, 
portant, he KNOWS that the appli- Q CS mee v1 See ~ 
inces he sells to the retailer are getting ; 
proper and adequate display. 

Guide Dealer In Using Display Material 

When new display material is avail- 
ible, the salesman should either deliver 
ind help set it up or have it delivered 
ind then contact the retailer as soon as 
possible after delivery to make sure 
that the right use is being made of it. 

Simplicity should be the keynote in 
setting up the display, “Too many ele 





ments lend confusion and consequently 
divide the prospect's attention 

The return of metal brings with it the “floor merchandiser” type of display. The versatile 
unit shown here with its assortment of electric light bulbs can be used for either aisle 
or wall display and lends itself to “self-service.” Efficiency of the display is impaired 
the display than attempt to give the seriously unless it is kept well-filled with merchandise. 


It is far better to concentrate on a 


few salient features of an appliance in 
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8 GOOD REASONS WHY!!! 


...Wire insulated with GEON for manufacturing, 
domestic, industrial, and utilities wiring... 


x -* y 
¥ + 
7 ¥ 
va 
: ; * 
om Excellent electrical properties 
Thin coating of insulation a 
More conductors in a given space 
Ease of handling * 
Easy stripping 
Light weight as 
Resistance to ozone, wear, sunlight, 
water, chemicals, and most other - 
normally destructive factors 
" 14 colors including NEMA x 
standards 
Be sure to specify wire or cable in- 
* sulated with GEON in order to get 
* *% all these advantages. Or, for informa- 
* > tion regarding special applications 
* * + please write Department T-10, B. F. 


Goodrich Chemical Company, Rose 
Building, Cleveland 15, Ohio. In 


Canada: Kitchener, Ontario, 





B. F. Goodrich Chemical Company .....:..:..... 
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entire sales story. Often it is also pref- 
erable to show a few models instead of 
attempting to show a complete line. 
Disregard of these two points will 
cause indecision in the prospect's mind 
and waste time in closing the sale. 
Study of the displays illustrated on 
these pages shows that the manufac- 
turers themselves strive to secure at- 
and tell 
words as 


tention through simplicity 
their sales stories in as few 
possible. 

Do not let the display go unchanged 
for a long time. People like variety and 
constantly seeing the same display will 
destroy its effectiveness. Also a too 
long period of display may render the 
merchandise unsalable and then the re- 
tailer will not be able to realize his 
full profit, 

Timeliness is important. Much dis- 
play material is designed around an 
event, a season or a holiday and should 


be removed as soon as that season or 







4 “self-service” counter merchandiser holding a standard assort- 
ment of electric light bulbs can save the dealer's time when set 
up and kept filled. Conveniently displayed the chances are the 
customer will buy more than necessary to meet his requirements. 


To satisfy the curiosity of the “engineering-minded” prospect, 
this portable radio set display holds two models 
Show construction and the other closed to show case détails. 
This display can be very helpful to the dealer in selling, but its 
use as a Sales tool should be fully explained by the salesman in 


order to assure maximum benefit. 


October, 


holiday is over. Nothing looks more 
toolish than to see a Christmas display 
still on the counter or in the window 
when people are thinking about Lin- 
coln’s or Washington’s birthdays. 


Display As Part Of Merchandising 
Program 


A popular method of merchandising 
today consists of the so-called “deal” 
or “assortment.” In this the display 
and promotional material comes as a 
unit either packed with the “deal” o1 
delivered with it, Consisting of an en 
tire promotion, usually pre-tested in 
the field by the manufacturer, all of 
the elements should be used to make it 
most effective. The salesman can really 
put this to work for him if he sees to 
it that the dealer uses the material cor- 
rectly and in its entirety. 

The value of this type of promotion 
has been proved time and again in the 
field and the salesman helping his re- 
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There are two requisites for a display to he 
of merchandising value. It must show the 
product and give the outstanding features. 
This die-cut easel card does just this and 
in addition shows the other tip styles that 
are available for use with the soldering iron. 


tail appliance customer to plan his own 
promotional campaign will do well to 
use the elements as a pattern, 

The planning and setting up of re- 
tail displays is a necessary function of 
the salesman and he should spend as 
much time as he possibly can spare in 
rendering this service to his appliance 
dealers, remembering that his return 
will depend to a large degree on 
whether the display does the real and 
effective selling job for which it was 


designed. 
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When You Set CHAMPIONS 


You (Cau COUNT YOUR CHICKENS 
BEFORE THEY’RE HATCHED 





How come?... Because every Champion Fluorescent and Incandescent Lamp you 


sell is good for repeat business later on. Champion quality makes sure of that. 


And, because Champion Lamps net you every last cent of profit on this big 
volume staple. Low cost production, low overhead, no red tape or restrictions— 
these are the factors that help you get those good accounts you've never been 
able to line up before and that give you advance notice of maximum lamp volume 


and profit. 






































CHAMPION LAMP WORKS 


Lynn, Massachusetts 


A OIVISION OF CONSOLIDATEDO ELECTRIC LAMP 
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Help | | = Rates Frofts 
elling Dufire-Bbeds For Bone Bes 


Infra-red lamps have really more ap- 
plications in the home than even the 
popular flashlight, and it’s up to the 
salesman to tell the dealer and pro- 


mote infra-red displays and promotions 





By Willard Cook 





a great deal ot radiant heat and its 
In removing old paint from wood, the infra-red lamp so effec- 


tively blisters and loosens the paint that little or no pressure is heat rays have a tremendous pene 
required in scraping, Sylvania Electric photo. trating power. Approximately 90 per 
cent of the lamp’s energy comes out 

in heat and only a small portion in 

HE intra-red lamp holds great uses run the gamut trom drying mi light the reverse of the ordinary 
possibilities for the electrical lady’s hair and nail polish to thawing — incandescent light bulb in which most 
wholesaler and his salesmen to frozen pipes and melting grease in of the energy is emitted in light and 
promote effectively and profitably to the kitchen drain trap. only 
the electrical dealer, radio dealer and Little light is produced by the in The infra-red lamp has been used 
ther retail outlets, because its home — fra-red lamp, but it does throw off — successfully in the home for relieving 


a small portion in heat. 





The quick drying of hair makes the infra-red lamp a “must” in The infra-red radiations from a self-reflecting 250-watt R-40 
the home beauty make-up kit. Lamp here has own reflector lin- heat lamp soothe an aching knee. Here the infra-red lamp is 
ing and is screwed into the socket of an ordinary bridge lamp. screwed into a special flexible joint fixture that can be clamped 
GE photo. anywhere. GE photo. 
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“A Building Wire 
A you sell 





~ confidence 
~ [00 





Were are a few of the many 
outslanding peatureds of 
G-E THERMOPLASTIC 
Budding Were 
EASY TO INSTALL 
FREE STRIPPING 
FLAME RESISTANT 
MOISTURE RESISTANT 
LIGHTWEIGHT 
POSITIVE IDENTIFICATION 


UNDERWRITERS’ APPROVED 
FOR WET OR DRY LOCATIONS 








The distributor salesman who can offer his customers G-F 
thermoplastic building wire (Types T and TW) is a step ahead of 
his competitors for two big reasons. First, of course, is the fact that 
this wire has many outstanding features to meet almost any cus- 
tomers requirements. Second, and almost as important, is that 
intangible thing called confidence — a strong factor when you 
figure future sales possibilities in terms of the customer's satisfac- 
tion with the performance of the wire you supply. 

This confidence is based on immediate recognition of the G-k 
name as a symbol of quality. It is also the result of the day-in. 
day-out reliability of G-E thermoplastic-equipped wiring systems. 
When those systems stand up for vears of service, with minimum 
maintenance costs and almost no deterioration from acids, alkalies. 
sunlight, and many common hazards of use — that’s when you earn 
the extra confidence that brings your customers to you for all their 
electrical requirements. 

Why not write for more information on G-E thermoplastic 
building wire today ? Section W 17-1021, Appliance and Merchandise 
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Infra-red lamps for home are made in sev- 
eral types. Most popular type for the home 
is flexible in use and requires no special 
fixture. Verd-A-Ray photo. 


body aches and pains in the past few 
years. Little was done, however, to- 
ward promoting other home applica- 
tions during the war, since industry 
claimed most of the lamp and fixture 
manutacturers’ output for speeding 


up processes requiring adaptable, 
simple and accurate heat control. 
and 


cial markets, already familiar to the 


Since the industrial commer- 
wholesalers, are well-established, at- 
tention is now being focused on home 
Uses of the infra-red 
lamp that have been tried out and re 
commended for the home are: 
Refrigerator 


applications. 


detrosting, drying 
dishes and clothes, cooking foods, sup- 
plemental space heating, detleaing 
dogs, warming cold motors, thawing 
frozen pipes, drying glue, paint o1 
plaster, easing pain, removing paint, 
drying hair and nail polish, germinat- 
ing seeds, heating poultry brooders, 
drying photographic films and prints. 

Infra-red tasks 


quickly and, also, in a far more con- 


does these more 
venient and sater way. In removing 
old paint from wood, tor example, it 
is no longer necessary to apply inflam- 
mable and dangerous paint remover. 
Held a 


painted surface, and working a small 


few inches away from the 


area at a time, the lamp will do an 
eficient job of blistering the paint so 
that it can be scraped off easily. 

The penetrating rays of the lamp 
so effectively loosen the old paint that 
the scraping can be done with a mini- 
mum of effort — eliminating the dan- 


ger of gouging the wood which is cer- 


October, 


tain to happen when scraping is done 
under pressure. Conversely the same 
lamp held at a greater distance from 
the object can dry new paint in an 
amazingly short period of time. 

Additional found 
constantly and are limited only by the 
ingenuity of the user. 


uses are being 


Dealers must be urged to tell buy 
ers that certain cautions must be ob- 
served in the home use of intra-red 
lamps just as they are observed in in 
dustrial usage. Since a great deal o} 
heat is emitted by the lamp, it is wise 
to keep inflammable materials or any- 
thing that might be damaged by too 
speedy drying away trom the lamp. 
Neither should the lamp be held too 
close to water or other liquids as the 
glass bulb becomes extremely hot dui 
ing operation and might be cracked or 
broken if spattered, The proper dis- 
tance to hold the lamp trom the object 
being dried or heated depends entirely 
upon its application. Common sense 
and experience will dictate whether it 
should be a tew inches or a tew teet. 

Special equipment does not neces- 
sarily have to be purchased to hold 
the infra-red lamp. It may be screwed 
into any extension cord unit, or into 
the socket of a bridge lamp or flex- 


Right—a flexible necked desk lamp makes 
hold the 


performing its 


an extremely handy 
infra-red lamp in 
practical uses in the home. Westinghouse 


photo. 


fixture to 


many 


Below 


“handyman” 


The housewife becomes her own 
and_ trouble 
when she uses an infra-red lamp to quickly 
melt the grease caught in the trap of the 
kitchen drain. Sylvania Electric photo. 


with no time 
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ible-necked desk lamp so that it may 
be moved around and used wherever 
needed. 
However dealers should promote 
the use of fixtures specifically designed 
tor the infra-red lamp, as they furnish 
a much method ot 


more convenient 


utilizing the lamps — particularly fon 
the clear types that require a reflector 
for eficient operation, and incidentally 
build up the profit on the sale. 

An educational job still remains to 
be done in developing the residential 
infra-red market. The start has been 
made. Active promotion is under way 
by the manufacturers and the story ot 
the multiple uses of infra-red in the 
home is already being told nationally 
by them, Colorful displays and pro- 
motional pieces are available. With 
this support the wholesaler and_ his 
to back 


high unit price lamps as sales build 


salesmen will do well these 


ers for their dealers. 
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California Scores Again 


with the bute 
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The new All-Brite Brigadier the latest creation of our expert designers adds 
a distinctive modern touch to any lighting scheme. This fixture combines 
attractive design with the highest degree of lighting efficiency. Available for 


1-40 watt and 6-40 watt, or 4-20 watt and 6-20 watt tubes. 


SOLD THROUGH RECOGNIZED JOBBERS ONLY 


Approved by Underwriters’ Laboratories + Union Made 


WRITE FOR CATALOG AND DISCOUNT SHEET 


Manufactured by 


FLUORESCENT FIXTURES OF CALIFORNIA 


819 ELLIS STREET 
SAN FRANCISCO 9, CALIF. 


Manufacturers of 
“ALL-BRITE” Fixtures 





TESTED AND APPROVED 
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P. oor Fish — Fen Electric Dense 
Keep \o— Where ‘They Belong 





HE fish in the state hatcheries 

at Pennsylvania’s famed Pyma 
tuning Lake reservation, neal 
LLinesville, are well behaved these days 
is an instrument as modern as the 
adar used in military operations ts 
helping to keep the finny tribe in line. 
The new device, an electronic fish 
tence. keeps the fish in waters where 
they are protected, thereby saving 
millions of them for later “planting” 
n the streams and lakes of the state. 
Invented by Henry T. Burkey, of 
the Electric Fish Screen Company, 
Hollywood, Calit., the screen, o1 
; “fence,” consists of one ot more rows 
ot metal rods or strips that serve as 
electrodes through which electrical 


impulses are sent to set up an electric 





held in the water. 
The three “little fishes” of popular-sone fame who swam right over the dam, 
wouldn’t try it on this dam at Pennsylvania's famed Pymatunine Lake — not 
even if the water was high enough to be pouring over it. The black line on 
ire controlled and which has made the dam is an electrode which forms part of an electric “fish fence.” 


The special electronic generator 
through which the electric impulses 





he operation ot the screen possible 
x — was built by engineers of the West 
% ‘ j 4 2 inghouse Electric Corporation. 

; pert Ye, , “This electric impulse creates at 
2 , , electrical force that gives the fish an 
: \ _ . eftective but harmless shock and sends 
them scurrying back to a sate area,’ 
explained Donald W. McGill, man- 
ager Of the Machinery Electriication 
Section. “The electric impulses are 
produced at a relatively rapid rate 
from the electronic generator, result 
ing in a special wave form of electric 
current that turns back both large 
and small fish simultaneously, an im- 
possible feat with ordinary current.’ 
The right wave form was the result 
of several years ot research by My) 


Burkey and other engineers. 





4 a 


At Pymatuning, the electric rence 


Young rainhow trout in an irrigation canal “turn tail” and swim away when prevents the fish from migrating to 
they c > wi » sone of influenc f > ic fish fence. T ) 
ey come within the one of influence of the electric ish fence. This phote open water where they would be 
shows the rod-type fence which through use of a special electronic generator ht } is 
: : 4 TTT ) sherme ate ) arge? 
emits electrical charges that repel the fish without harm and keep them in caught by fishermen or eaten by large 


restricted areas. Westinghouse photos. fish 
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ALL-BRIGHT 


Custom Built ALL-BRIGHT Fluorescent Fixtures . 





ELECTRIC PRODUCTS COMPANY 
3917-25 N. KEDZIE AVENUE © CHICAGO 18, ILLINOIS 


. the LLTRA in Fluorescent Lighting .. . designed for better 


efficiency .. . better lighting . . . easy maintenance. Can be mounted individually or in continuous rows—flush 


or suspended, 


ALL-BRIGHT FLUORESCENT LIGHTING FIXTURES 








<.. me 














RESEARCH TYPE SKYLIGHT UNIT 
Glass Enclosed 


The SKYLIGHT custom built luminaires produce 
an unusually soft, shadowless illumination, recom- 
mended for better vision. Can be used individually 
or in well spaced continuous parallel rows, and either 
suspension or flush mounting. Equipped with glass 
panels or artistic metal louvres. 


List 
Style Description Lamps Watts Price 
KU-201-F Flush mounting, 25” long $ 2 $20.00 
RU-201-s Suspension, 24” double stems, 
5” long i 33.00 
Kt -102-F Flush mounting 4 25.00 
KU -102-s Suspension, 36” double ste " $0 8.00 
RU-4104-F Flush mounting { 4 17.00 
KU -401-s Suspension, 36” double ste1 { 49 50.00 
RU-1002-F Flush mounting 2 1006 55.00 
Louvre RU-402 or Ri o4 6.00 
Louvre RU-404 or RI O8 8.00 
Louvre RU-1002 12.00 
For instant start add $5.00 to list price for RU-402; add 810.00 


list price for RU-404, 


COMMERCIAL UNITS—LARGE TYPE 


118 Volts A.C. 

The ALL-PURPOSE Commercial luminaires are of 
the conventional type, except, that they are espe- 
cially designed for inexpensive conversion into Sky- 
light RU types, listed above. Easily accessible for 
wiring and maintenance, as illustrated. 





Style Description Lamps Watts 
HF-402-F Flush mounting 2 40) 
HE-402-S Suspension, 36” double stems 10 
Hk-103-F Flush mounting 4() 29.00 
HE-103-S Suspension, 36” double stems 2 4 22.00 
HE-104-F Flush mounting i $ 5.00 
HE-404-s Suspension, 36” double stems 4 4 39.00 
Hk-1lo0ee Flush Mounting . 10 15.00 
HF-201-8 Flush mounting 49” one pc 4 . 32.04 
HF-201-s Suspension, 49” long 1 t 20 35.00 
HE-208-F Flush mounting, 4% I DC s 20 59.00 
H-208-S Suspension, 49” long 1 Ss 20 62.00 





RECESSED UNITS—118 Volts A.C, 


The popular ALL-BRIGHT Recessed Luminaires fea- 
ture an attractive frame with a self-aligning, level 
mounting clip, that adjusts itself to the most uneven 
ceiling. Piano hinged, and quick slide catches are 
used to make all component parts accessible with 
ease. Glass panels or full depth metal louver of either 
egg-crate or honeycomb types. These units readily 
lend themselves to room atmosphere, are inconspicu- 
ous and provide high level, eve comfort illumination. 
Can be mounted individually or in continuous well 
spaced, parallel rows, 





List 
Style Description Lamps Watts ri¢ 
REC-220 24” long, Hinge Frame ................ 2 20 $30.00 
REC-320 24” long, Hinge Frame 3 2 33.00 
REC-420 24” long, Hinge Frame $ 20 36.00 
REC-240 48” long, H ed frame only 2 40 50.00 
REC-440 48” long, Hinged frame ’ 4 40 65.09 
Louvre REC-240 or REC-44! - 6.00 
REC-2100 60” long 2 100 55.00 
Louvre REC-21¢ ; , 10.09 


* rnished with screw cover frame. 


ELECTRICAL WHOLESALING — October. 


. 





19146 














ALL-BRIGHT FLUORESCENT LIGHTING 


INDUSTRIAL UNITS—118 Volts A.C. 
ALL-BRIGHT INDUSTRIAL Units are of interest 
to every purchaser, because they have: Removable 
Heavy Gauge Steel Reflector; Louvered Housing: 
Accurate Lamp Adjustment; Remote Starter Control; 
Removable Lamp Holder Plates, 


FIXTURES 











Finish is durable baked white enamel. Designed . 
for chain, stem, or surface mounting. 
ft, at 
Style Description Lamps Watts Price 
CR-201 25” long - 1 20 $ 8.00 
CR-202 24” long 2 20 13.00 
CR-301 37” long 1 30 14.50 
CR-401 49” long 1 10 15.00 
CR-402 49” long 2 10 20.00 
CR-403 49” long 3 $0 28.00 
CR-1002 61” long 2 100 40.00 
CR-402-1IS Instant start ballast 2 40 26.00 
CHANNEL STRIPS—118 Volts A.C. i> 
= 
ALL-BRIGHT Channel Strips, either single, tan- u 


dem, or parallel. Their applications are innumerable 














a 
- in any horizontal or vertical easy-to-install spots. 
Finished in enduring white and ideal for either mod- 
ern or remodeling use. ned ™ 
List . 

Style Description Lamps Watts rie ~ 
C-141 16” long 1 14 $ 5.50 
C-151 18” long 1 15 5.50 ™ 
C-201 25” long 1 aT 5.50 : 
C-202—Parallel 25” long 2 20 9.00 
C-301 7” long 1 0 11.00 é 
C-401 19 long 1 $0 11.50 : . 
C-402—Parallel 49” long 2 40 18.00 
C-402—Tandem 97” long 2 40 23.00 ; 
C-1001 61” long ... eet i 100 27.00 } 

“Vv” SHAPED UNITS—Glass Enclosed 

ALL-BRIGHT Utility Fixtures are intended pri- ¢ - 
marily for fitting mirrors, corridors, alcoves, dinettes, C 
and any other places where harmonious blending of e 
fixture design with interior decorations is a para- \ 
mount consideration. Though this model is modern \ 
and artistic it has all of the other well known ALL- 
BRIGHT features of sturdiness, easy accessibility and \> dos 
low up-keep. \& 

List 
Style Descriptior Lamps Watts Price 
V-152-C 19” long, 6” canopy and stray 15 $16.00 
V-153-C 9” long, 6” canopy and strap 15 19.00 
V-202-C 25” long, 6” canopy and strap : 20 16.00 
V-203-C 25” long, 6” canopy and strap 3 20 19.00 
| KITCHEN AND COMMERCIAL UNITS 

The Kitchen unit adapter type is interchangeable 
by merely replacing the present glass globe. The 
wide combination of possible methods of other KT 


types should be carefully considered. Heavy gauge 





: . . a 
construction, furnished in durable white enamel ¢ 
baked finish, with Hammerloid canopy and stem as- 
semblies. 
Small Type, 118 Volts, AC, LPF 
List 
Style Description Lamps Watts Price 
KT-202-F Kitchen, Flush mounting 2 20 $ 9.25 
KE-202-4 Kitchen, 4” adapter 2 0 9.25 
KT-202-6 Kitchen, 6” adapter 2 20 9.75 
KT-202-C Kitchen, Ceiling canopy 
and strap * 20 10.00 
KT-202-S Kitchen, Suspensior . 
24” stem and canop 2 20 11.50 e 
KT-203-F Kitchen, Flush mount g 3 20 13.00 
KT-203-4 Kitchen, 4” adapt 3 20 13.00 ' * 
KT-203-6 Kitchen, 6” adapter 20 13.50 = ~~, 
KT-203-C Kitcher Ceiling canopy € ™, > 
and strap 3 20 13.75 : ‘ 
KT-208-S Kitchen, Suspensiot “ag \ 
24” stem and canop 3 20 15.00 . 
KT-204-F Commercial, Flush mount 4 20 19.00 = ~~, Sf \ 
KT-204-4 Commercial, 4” adapter 4 20 19.00 
KT-204-6 Comm ercial, 6” adapter 4 ) 19.50 
KT-204-C Commercial, Ceiling mountin: < 
canopy 4 19.75 \ 
KT-204-S1 Commercial, Suspension “a \ 
single stem, canopy 4 21.00 << 
KT-204-S2. Commercial, Suspensior 
double stem, car V 4 22.00 


ALL-BRIGHT Fixtures are Fire Underwriters and Electrical Testing Laboratories approved. 1. B. E,W. fabricated 
We are equipped to build fixtures to your architect's design and specifications, Write for descriptive circular on 


the completed line. LIGHT RIGHT WITH ALL-BRIGIII 








ALL-BRIGHT 
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PRODUCTS COMPANY 
CHICAGO 18, ILLINOIS 








Professor SPELCOR Says: 















When you can get 5 Lines of 
i Dependable Electrical Products 
From One Reliable Source! 


The less time your organization spends in buying ® Reflectors 


and handling the supplies you need, the more profit 


you add to your part in getting quality electrical 


Industrial reflectors with one piece seamless con- 
struction. “Plastox’”’ white reflecting surfaces, (86% 


products to your customers. The logical thing to reflection factor). Sizes up to 750W. 


do, therefore, is to centralize your source of material. 
Buy as many things as you can from one manufac- 


turer, and cut the cost of your operation. 


® Floodlights 
Open types and outdoor weatherproof types fitted 


with prismatic lens. Finished in ‘“Duralum’”. Sizes 


Spero manufactures 9 lines of products which total for lamps from 150W to 1500W. Also yard lights 
more than 155 separate items in its large, modern and cargo lights. 


Cleveland plant. All Spero products are distributed 


only through verified electrical wholesalers. 


® Vaporproof Units 


Pendant, “X”’, bracket, or outlet box mounting types. 


® Fluorescent Luminaires With or without wire guards. Reflectors and acces- 


sories available. Lamp sizes 50 to 300W. 


For commercial, industrial and residential instal- 


. . . Oo ad . e +4 
lation. Designed and engineered for specific appli- ® Construction Equipment 
cation. Spero will soon be making deliveries on the Zinc diecast sockets, porcelain wireholders (lag or 
new “MSB” (Minimum Surface Brightness) glass- machine screw type), multiple point house brackets, 
enclosed fluorescent luminaire, which produces a switchplates,— all made of high quality materials to 
minimum of glare without loss of efficiency. Spero’s high design standards. 





Get all the facts. Write for Bulletin No. 10 describing Spero’s five lines. 














THE SPERO ELECTRIC CORPORATION 


i ye oe ee se 
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LOOK TO THE FUSE LEADER FOR PRODUCTION: PROGRESS 








| DOUBLE BRIDGE 
ASSEMBLY 
j 


“Spring tension, 
double contact area 
on link. 


Links centered in all 
casings. 

Double Fibre Bridge 
for Alignment and 
Strength. 


Screws Locked — 
Only one wrench 
needed. 


Insert either end in 
Casing. Minimum 
of parts. 


APPROVED BY UNDERWRITERS’ 
LABORATORIES 

















The Fuse That Science Built Cool to Pre- 
vent Excessive Heating During Heavy 
Current Loads and Long Service 


When you make that next fuse installation, consider the World’s 


Best and Coolest Operating Fuse—try WARE HI-LAG. 


You will then see for yourself how the WARE HI-LAG stays 
cool under conditions that ordinarily cause overheating—you will 
see why it’s good business to standardize on a product that ends 
costly delays—needless production shut downs and interruptions. 


There’s higher lag for motor starting overloads—stronger lag 
for operating current surges—lower contact resistance, reduced 
heating and larger and stronger terminal connections. 


The double-bridge assembly at left is another cool construction 
feature, helping to lower contact resistance and excessive heating. 
Write for Brochure giving details of all the 
COOL FACTS, sizes and prices. 


WV /ANRIE: Follows 4450 W.LAKE ST.-- CHICAGO 24, ILL. 
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SECURITY 
FRICTION TAPE 


United States Rubber Company 











egibS 10 BEAT THE BAND 


Popular? You bet! Why? Because Security is straight-tearing... 
non-ravelling...highly dielectric...has great tensile 
® SERVING THROUGH SCIENCE 


UNITED STATES RUBBER COMPANY 


) AVENUE OF THE AMERICAS + ROCKEFELLER CENTER + NEW YORK 20, N.Y. 


114 ELECTRICAL WHOLESALING — October, 1946 






















October, 


Other possibilities are: 
®@ Stores 
@ Schools 


®@ Factories 
@ Homes 





with 


Typical Fluor-O-Shield installation. 


@ Restaurants 
@ Showrooms 


92% of the light...none of the glare 
FLUOR-O-SHIELD 


wy 


easy to attach—low unit cost=— easy to sell 


Multiple sales of Fluor-O-Shields are 
turning in quick profits for dealers 
and contractors all over the country. 
Here’s the reason: the numerous ad- 
vantages of Fluor-O-Shields can be 
demonstrated right at the point of 
use without expensive sales tech- 
nique. Endorsed by lighting engi- 
neers, lamp tube manufacturers, and 
electrical testing laboratories, Fluor- 
O-Shields give 92% of the light of 
bare fluorescent lamps, with none 
of the glare. This results in better 
lighting for better working condi- 
tions, more working efficiency. Light- 
weight, ease of attachment and 
all-around efficiency make Fluor- 
O-Shield the most practical light 
diffuser on the market. If your 
distributor does not stock Fluor-O- 
Shields, write for name of our dis- 
tributor, or ask your distributor to 
write us. 
40 watt 


$]95 202 
$125 2°" 


@ Fit most exposed lamp fluorescent fix- 
tures. 


@ Simply snap on or off lamp tubes — in- 
stantly attached or removed without bolts, 
screws or tools. 


@ No strain on lamps or sockets. 1-piece, 
light-weight aluminum, finished in white 
baked enamel. 


@ No soldered connections to break or pull 
loose. No horizontal surfaces to collect dust 
or dirt. 


@ Modernize and improve appearance of 
exposed lamp fixtures at surprisingly low 
cost. 


@ Low stock investment, convenient to 
stock, packed nested to take little space, 
move out rapidly. 


@ Combination sales item along with fluo- 
rescent lamp tubes and starter replace- 
ments. 


@ Available in two sizes for 20W and 40W 
lamps. Shipped ready for :mmediate at- 
tachment. 


* 
FLUOR-O-SHIELD 





8 in. Light Diffuser for Fluorescent Lamps 


1946 — FLECTRICAL WHOLESALING 


Offices of Starr Machinery Co., Seattle, Wash 





Fluor-O-Shields fit most exposed lamp 
fixtures. Eliminate glare, eyestrain, strob 
oscopic effect. 





Snap-on clips provide instant attachment 

or removal without bolts, screws or tools. 

Burned out lamps changed quickly and 
easily. 










D. E. SANFORD CO. 
NEW YORK e@ BOSTON e PHILADELPHIA 
at NIA e« EVELAND e Cl 


@ SAN FRAN 
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Trade Mark — Patent Pending 


we, 
FLUOR-O-SHIELD* by CAMFIELD MANUFACTURING COMPANY @ GRAND HAVEN, MICHIGAN 
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ELECTRICAL MANUFACTURERS 


RENEW INTERDEPENDENCE The an Home of 


Continued trom page 92 


nd carry on most of those activities 


vhich are well recognized as a neces- 


sary part of a Public Intormation | 
| 

Program. 
The net result ot nearly three years | 


i 


it Operation is that the extent of use 
it the service available trom NEMA _ | PRODUCTS 
las Made its continuance imperative. 

It will, 1 am sure, be interesting to 


“> SE Meg e 


ou if I recite brietly the facts about 
. few other less well known activities. 
lr will interest you particularly be- 
ause it indicates an increasing ten- 
dency of electrical manufacturers to 
‘arry on promotional activities in the 





nterests of the products within the 
scope of particular NEMA Sections. 

The Armored Cable Section of 
NEMA, for instance, has developed a 


tine motion picture, together with ex 








planatory booklets, pointing out con- 
structively the merits of armored cable : : 

F Lloyd appreciates the patience and forebearance 
you have shown when overloaded manufactur- 
ing facilities slowed down delivery of Lloyd 
Flex-Loe Lamp Holders and Lloyd Automatic 
Starters. We are now at home in this large mod- 


is a part of a wiring system, The mo- 
tion picture has been widely presented 
ind the booklets widely distributed. 
Both the motion picture and the book- 


lets tie in constructively with the Na- ern plant, where greatly increased facilities will 
tional Adequate Wiring Program. make possible greater service to all our custom- 

The Special Dry Process Electri- ers... service which we hope will match in 
-al_ Porcelain Section has for years | quality the matchless Flex-Loe Lamp Holders 


= Se atic wt. — 
arried on an efttective advertising and Lloyd Automatic Starters. 


ampaign to bring home to electrical LLOYD POLICY INSURES QUALITY 
‘ngineers, designers and purchasers of | 
O51-b 

FLEX-LOC Lamp Holder 


‘lectrical insulation parts the good 
points of the specially designed prod- 
Automatically self-adjusting 
Engineered to fit ALL STAND- 
ARD spacings. POSITIVE 
AUTOMATIC LOCK, PER. 
FECT ELECTRICAL CON. 


icts which they manufacture to each 
vurchaser’s design. In addition, the 
Section published a highly readable 
vit adequately technical — booklet, 


: Shear PACT. Brass contacts — grip 
which has been distributed by the BOTH sides of lamp pins 
nembers of the Section to all thei ~ecurely, 


Listed and Approved by 
Underwriter Lab., Ine., and 
inadian Standards Assoc., App. Disisu 
F.T.1.. Test Report 314454 Available 
Patented Other patents pending 


ustomers and potential customers. 
Parenthetically may I say that it 
lry process electrical porcelain manu- 


tacturers have the genius to undertake 





such a constructive program in thei 
own interest and in the interests of 


their customers, there is likewise plenty bs-10 


: her ‘iali AL TOMATIC Starter 
if Opportunity for other specialized 


: CUTS OUT deactivi Hick 
zroups of electrical manufacturers. Ul UT deactivated or P 
ering lamps. CUTS OUT current 


pi . . weir 
Phe Renewal Parts Section ot to lamp and ballast. Increases life 





NEMA has undertaken a similar job. of lamp and ballast. — 
° ° ° eet: J 
\ booklet, entitled, “‘Maintenance is hieoed and Approved bs 
nd-rwriters ab., Ine 
i Big Industry and Renewal Parts a Certified by E.T.L., Spee. ¢ 





. . 7) . Pat. Nos. 2200443 Za210 
Major Element,” has drawn attention 


n a quite dramatic fashion to the re- | LLOYD PRODUCTS CoO. 


1ewal parts business and its meaning iL a ; 

| ergy 5 PROVIDENCE 5 RHODE ISLAND 
to the whole electrical industry and 
Branch offices and 4 arehouse Stocks in 27 Leading Cities 


to users of electrical products. This 


i CE EEE ELE EET OEE I 
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EXTRA PROFITS 


with Burgess Special Purpose Batteries 





Here’s why Burgess Batteries for 
industrial applications are profitable 


A Big Market made possible by war-born need for electronic 
controls and test equipment in industry ...all using port- 
able dry battery power. 


The Only Complete Line to serve all these applications is 


made by Burgess. 


Preferred by Electronic Engineers in a recent national poll 
...it was BURGESS 2 out of 3. 


Extra Sales Mean Extra Profit...and you get these extra, 
steady sales to industry only with the complete Burgess line. 


The Only Line consistently advertised to industrial users 
through regular ads in Modern Industry, Electronics, Indus- 
trial Equipment News, Electrical Equipment. 

Get these free catalog pages 


Be sure all your salesmen have these colorful catalog pages 
listing and illustrating the popular types of “A”, "B’, and “C” 
batteries for industrial applications. 


Don’t pass up the industrial battery business. Remember... 
it's as important to you as calling on retail dealers. 


Burgess Battery Company, Dept. 66, Freeport, III 
Gentlemen 
Send us sets of salesmen’s catalog pages on special industrial batteries 


NAME 


ADDRESS 


TT 








to those electric leagues which spon 
sor electrical maintenance engineer as 
sociations or groups. 

Probably one of the most dramati 
events in the whole history of the light 
ing industry was the Internationa! 
Lighting Exposition and Conference 
organized by the Industrial and Com 
mercial Lighting Equipment Sectior 
of NEMA and held at the Stevens 
Hotel, Chicago, in April, 1946. The 
event was a huge success, not only in 
terms of a complete sellout of thx 
space, but also in terms of attendance 
of nearly 10,000 persons—all person. 
directly interested in industrial an 
commercial lighting; none of then 
just Curiosity-seekers coming in off the 
street. 

The technical sessions conducte: 
during the morning ot the several days 
when the exposition was being hel: 
were attended far beyond any expecta 
tion, to the extent of astonishing the 
sponsors of the exposition and inspit 
ing the Section to arrange even more 
carefully for such concurrent sessions 
at the next Exposition and Conference 
which will be held at the Stevens 
Hotel in Chicago during Novembe: 
1947. 

The electrical industry is an indus 
try of many sectors, many problems 
and many inter-relationships. In it 
there is surprisingly little which is 
either static or even normal. It seems 
to be everlastingly alive, growing, flex 
ible and dynamic. Even its trials and 
tribulations, its disagreements and dis 
putes, are evidence of its aliveness. 

Altogether we do exceedingly well 
in cooperating constructively. Whil 
our own troubles and arguments ma\ 
be trying to us, they are carried on 
with an astonishing degree of objec 
tivity, ameliorated by an extraordinary 
amount of friendship and good-will. 

Even when those of us who art 
close to the situation sometimes find it 
hard to realize this underlying fact 
others in other industries are aware 
of it and envy us the degree of unity 
ot purpose and the progressiveness ot 
the whole industry. As they see it, the 
different branches of the industry take 
into account in an unusual fashion the 
complementary interests of other 
branches of the industry and work to 
gether constructively with an unusua 
degree of effectiveness by which thx 
public is well served. 





‘Delivered before the International Asso- 
ciation of Electrical Leagues at Hote! 
1stor, New York, October 2-4, 1946. 
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(Continued from page 63 


lighting specialist can tell a creditable story 
to the architect, engineer, building owner 
or the prospect for a bigger job. 


Avoid Waste Space 


An example of space which is usually 
wasted in displaying appliances is found 
in the area designated as the “city counter.” 
By providing for an appliance display that 
can be rolled away, the wholesaler can 
make the space available for the seating 
of small groups, thus using all wall space 
ind ceilings for group-customer demonstra- 
tions as well as lighting sales schools. 

Officials at the Institute believe this hide- 
i-way arrangement for lighting equipment 
on electrified trolley tracks is a forceful 
means of obtaining undivided attention 
for the commercial and office lighting dis- 
plays. In the “city counter” area, specialties 
such as infrared, germicidal or ultraviolet 
applications are compactly displayed upon 
wall and bookshelf panels with equipment, 
photographs of satisfied users’ installations, 
catalog, price and installation data as well 
as definite customer benefits, all within 
reach of arm or sight. 

The commercial lighting area shows an 





Yes sir, Bronco Insulated wire is tougher than 
a wild cayuse. This long-life quality is built in 
by an exclusive “Western” process. 


When the wire is flexed the conductors inside 





the tough outer sheath actually move—like 


E. B. INGRAHAM (left), Appliance Di- a champion boxer rolling with a hard punch. 
vision chairman of the National Electrical 
Wholesalers Association, is presented with . Always Test a piece of Bronco 
a “Resolution of Appreciation” by manag- oe 7 . ia 
ing director Charles G. Pyle on behalf of oy ecify and feel the diffe vence 
the Association’s members. Prepared in the 
form of an illuminated scroll, the resolu- 


tion refers to “Ed” Ingraham’s untiring | ; 
efforts and wise counsel in the formation Made in W ft s | t # A 
of the Appliance Division which has now ” the West 


become an “important national voice for | ; 
the wholesale porch distributive it a Ss I N b) U L A i E ) W i R E C ) e 





try” and acknowledges his “substantial aid 1001 East Sixty -Second St 
to the industry,” especially during the un- ‘ é of 
precedently difficult period of postwar re- ‘ iy Los Ang eles 1 P fer-Titielailt: 


conversion. 
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“GALES ARE BystiN’ OUT ALL ovER 


ON THE ELECTROMODE 
All-Electric PORTABLE ROOM HEATER 


Number one on the heat parade is this 
all-electric portable room heater that has 
kept sales on the climb throughout the 
country. No wonder, too, when you con- 
sider what this “package of heating com- 





ADVERTISING IN 
THESE NATIONAL 
MAGAZINES SELLS 
ELECTROMODE 
PORTABLE HEATERS 
FOR YOU 








120 





fort” has to offer. 


al 


Nee ‘<a Ge? / 


PJ-13 
, Ilustrated 


Attractively designed, the Electromode 
Portable furnishes clean, odorless, fan- 
circulated heat, with absolute protection 
against all hazards of fire, shock, or ex- 
plosion. The exclusive Electromode Heat- 
ing Element, same as used on U, S. Sub- 
marines, is enclosed in a one-piece finned 
aluminum casting which avoids the dan- 
ger of exposed, glowing resistor wires. 


Combine this 
effective product 
story with con- 
sistent national 
advertising 
backed up by co- 
operative sales 
promotion, and 
it's easy to un- 
derstand why 
the Electromode 
Portable heads 


; 
; 








Wall Model WJ-13 for bath- 
room, den, and other small 
rooms. Connects to regular 
home lighting service. 


up the heat parade with profitable sales. 
Order now from your Electrical Whole- 
saler, or write ELECTROMODE COR- 
PORATION, Rochester 3, New York. 


Approved by Underwriters’ Laboratories 


The Electromode All-Electric Home Heating 
Line includes Bilt-in-Wall Models in all re- 
quired capacities for complete home heating— 


electric ‘ally. 


ELECTROMODE 


Portable ROOM HEATERS 
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actual display for the wholesaler’s lighting 
line, using wall shelves, lighted niches 
show cases and at the same time provides 
facilities for demonstrating full-scale, not 
only equipment with the actual lighting 
levels, but also their practical applications 
such as the 1-3-5-10 lighting ratios for 


store lighting. 


Guest Speakers 

Ihe Institute, which was closed during 
the war, was completely redecorated and 
redesigned. At the impressive rededicatio1 
ceremonies, guests heard addresses by Frank 
\. Lausche, governor of Ohio, Charles | 
Wilson, president of the General Electri: 
Company, Dr. Ward Harrison, directo: 
of engineering and M. L. Sloan, vice pres 
ident in charge of the lamp department. 

High point of the ceremonies was when 
Mrs. Thomas Alva Edison, widow of th 
inventor of the incandescent lamp, chris 
tened the Institute by breaking a bottle ot 
“liquid light’ which became the signal for 
the start of a remarkable display of lighting 
effects at the Institute. 

General Electric ofhcials announced that 
the lighting school program would be r 
sumed immediately after the week devoted 
to the ofhcial opening ceremonies. The 
training courses have undergone many 
changes to include information on the very 
latest in lighting, lighting methods and 
applications. 

Among other displays, demonstrations 
and tacilities built into the revamped In 
stitute are: A color quality room to show 
the effects of light on merchandise; up-to 
the-minute lighting in the Institute offices; 
a patio “Sun Deck” capable of furnishing 
from three thousand to five thousand foot 
candles with infra-red and ultraviolet radi 
ation equivalent to that of midsummer 
sunshine and an othcee lighting room fea 
turing fluorescent principles, accessories and 
equipment, 

Also shown is a full sized ideal school 
room flooded with svnthetic daylight and 
equipped with automatic electronic con 
trols to compensate for the caprice of nat 
ural davlight; incandescent lighting for 
schoolrooms and a system ot brand new 
low brightness 4-foot 40 watt fluorescent 
lamps; school wall slates of glass in vari 
ous colors and chalks of contrasting hues, 
a G-E “Lamp Gallery” featuring pictures 
ot campus-like Nela Park as well as lamps 
ot all types and sizes with many myriad 
uses; displays of technical publications 
ind pertinent merchandising aids along the 
route of tour, 

In addition the Institute has “Q & Q 
rooms for fitting quantity of light to quality 
of light. There are attractively furnished 
home lighting demonstration rooms equip 
ped with movable walls and mechanical 
refinements, 

Also, a well-lighted shopping center; 
demonstrations of the three A’s of stor: 
lighting, attraction, appraisal and atmo 


sphere: lighting tor auditoriums, restaur- 














ints, bars, night clubs; black lighting 
effects; miniature and auto and photolamp 
ighting; a darkroom for the advanced and 
imateur photographer; a lighting design 
room featuring new materials and princi- 
ples supplied by, and for, leading archi- 
tects; and finally, an Institute Work Shop 
tor building displays and to serve as an 


dustrial lighting demonstration room. 


Stage Presentation 

Che program for reopening week was 
concluded with the premiere showing of the 
lew two-act stage presentation, “Lighting, 
foday and Tomorrow.” Alston Rodgers, 
teature lecturer on the Institute staff pre- 
sented the first part of the program, “High- 
ights of Progress” in light sources, C. M. 
Cutler, lighting engineer at Nela Park 
ompleted the program with a presentation 
ntitled, “Horizons Unlimited,” which took 
the audience on an imaginative journey to 


the well-lighted world of tomorrow 


Many Salesmen Studying 
Sales Training Course 


Hundreds of salesmen are wiser, better 
salesmen today as a result of completing 
the sales training course prepared by the 
National Electrical Wholesalers Associa 
tion and the Edison Electric Institute which 
was released in the early months of 1946. 

Many local electrical associations have 
presented the course as an activity for the 
salesmen who wish to make valuable use 
if their time during the prolonged shortages 
merchandise. The associations have 
scheduled the course with great enthusiasm 
is an attraction for their programs and 
cause majority of the electrical groups 
calize that competition in the future will 
ve severe and that the salesman must know 
the fundamentals of selling to be successful 
n the highly competitive markets ahead. 

Che sales training course is a product 
1 much work and extensive research on 
the part of the two author-associations. The 
ourse is designed to give basic training 
tor the beginner salesmen who have entered 
the industry since the end of the war, It 
s also a refresher course for the salesmen 
vho are returning from the armed services 
to resume their work. 

Che course consists of eight slide films 
levoted to the tundamentals of selling, 
our films on residential, four on commer 
ial selling and two on rural sales. A sales 
nan’s manual has been prepared for each 

Im which discusses the material portrayed 
n the film in more detail. These manuals 
ire presented to the students attending the 
ourse. In addition, an instructor’s manual 
has been prepared tor use with each sound 
iim. 

The Electric Association of Philadelphia 
vas the first to present the course when 
listributor members of the group sponsored 
the course for their dealers. The course was 


»0 well received and proved so popular 
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New Cannon Electric 


CONDUIT FITTINGS 


Fast Delivery! 


Cannon Electric has diverted a portion of its large production facilities to 
the manufacture of conduit fittings in aluminum and zinc to meet the demand 
of electrical contractors everywhere. Several millions of fittings have already 
reached the market. The same quality for which Cannon Plugs are widely 
known is found in these low-priced items. 
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TYPE CNT-1 =" 
view 
Box Connector parts 
(with reversible CNT-1 


clamp) 


Type CNT-1 is a conduit fitting with reversible clamp for armored cable, 
non-metallic sheathed cable, CNX concentric covered neutral house wire, 
and rubber jacketed portable cords, having an outside diameter of from 
5/32” to 21/32”. Only one screw needs to be removed for clamping. Body 
of the clamp is aluminum alloy; clamp is zinc. The reversible clamp may 
be used for small size wire. Packaged in lots of 100. 


TYPE CF-1 


Screw Type 
Conduit Connector 


~~ 


Cs 
P 





7“ 
Side view Dimensional sketct 
The CF-1 is built to accommodate 1/3” flexible metallic conduit, single set 
screw type. Material is diecast aluminum or zinc, depending upon the con- 
ditions of metal supplies. 1/:-14 American National Standard pipe thread. 
Packaged in lots of 500. 


Type CR-1 is a crimp-type connector for thin wall 1/7 EMT conduit, 
indenter type. Material is diecast zinc. 1/:-14 Am. Nat. Stand. pipe thread. 
Packaged in lots of 500. 


TYPE CR-1 
Crimp-Type 
Conduit Connector 











Side view Dimensional sketch 


Contact a Cannon Engineering office, your local jobber, or write factory for 
CF-1 Bulletin and prices. Address Dept. J-362, Cannon Electric Develop- 
ment Company, 3209 Humboldt Street, Los Angeles 31, California. 


New —CCR-1 (EMT) '/," Conduit Coupling. 


Cannon Electric is a leading manufacturer of multi-contact electric con- 
nectors for aircraft, radio, instruments, batteries, television, radar, public 
address systems, power, and general electrical applications. 


CANNON ELECTRI 


DEVELOPMENT COMPANY 
3209 Humboldt Street, Los Angeles 31, Calif. ol 
IN CANADA: CANNON ELECTRIC CO.,Ltd, TORONTO ‘——~ 


SINCE 
1915 
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CRESCENT 
WIRE & CABLE 











ABOVE — Lavenson and Savasta, electri- 
cal wholesaling firm of San Francisco is 
pleased with its new quarters at 1205 
| Howard Street. BELOW—Some Lavenson 
| and Savasta personnel line up for the cam- 
| eraman. Left to right: Thomas R. Savasta 
| salesman; J. H. Lavenson, partner; Caro! 
| Skondin, billing clerk; Albert Holmes 
cost accountant; Carl Zimmerman, price 
clerk ; Mickey Pesenti, secy ; Matt Savasta 
cost accountant, 








that two more classes were started. Of th: 
545 men and women who registered for the 
training course in Philadelphia, 394 hav: 
completed the training. 

Other organizations which have found 
the sales training course important in teach 


ing sales personnel how to do a better job 
include the Utah Power & Light Co. which 
has had 44 employees complete the train 
ing; the Intermountain Electrical Associa 
tion which sponsored the course for dis 
tributor members and later dealer groups 
The Electric Institute of Boston started the 
course again for a new group immediatels 
after graduating 157 enrollees of the firs: 


session, 





In addition the following groups hav: 

undertaken at least one presentation of the 
| basic sales training course: New Jerse 
| Power & Light Co.; British Columbia Elec 
| tric Railway Company; Electrical Leagu: 





| of Cleveland; Houghton County Electri: 
Light Company, Houghton, Michigan 


Radio Set Production 
Breaks All Records 


WASHINGTON, D. C.—Production o: 
radio receiving sets for the month of Aug 
ust probably totalled well over 1,500,00' 
sets, the Radio Manufacturers Associatio1 
recently announced. Radio manufacturers 





who are members of the association re 

ported production of sets totaling 1,442,75 
| for the month. This output established 
| new record for the industry both for thi- 
year and as against prewar averages, th 
RMA report said. 

A substantial rise in the production o 
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consoles and console radio-phonograph 
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was reported to bring the output almost to 
that of the prewar rate. Table models of 
the electric type continued to dominate 
with 1,030,183 produced of which about 
132,000 were table radio-phonograph 
models. 

Production of FM sets dropped from 
the July output of 19,642 sets to an August 
total of 13,892. However, some manufac- 
turers announced that new FM models will 
be brought out this month or late this fall. 

Battery set receivers, all portable or 
table models, numbered 184,306 and auto 
sets totalled 124,645 for August. The RMA 
ilso reported that the production of radio 
receiving tubes had dropped to 14,439,130 
in July as compared to a peacetime record 
of 17,979,636 in June. Of the July output, 
8,482,826 were for new sets and 5,212,922 
were for replacements. 

RMA is campaigning for the removal of 
the radio industry from price control on 
the ground that production is well ahead 


f the prewar output. 


Personnel Changes 
On District Staffs 


E. M. Lacey, district appliance manager 
for Westinghouse Electric Supply Com- 
pany’s Eastern district recently assumed 
direction of the district appliance sales for 
the Central New York State district in 
addition to his duties as appliance manager. 
Mr. Lacey relieved E. B. Stearns who has 
been granted a leave of absence due to 
illness. 

At Chicago, Harold J. McCormick has 
been recently appointed the new North- 
western district appliance sales promotion 
manager. Mr. McCormick joined Wesco 
ifter service with the U.S. Navy where he 
ittained the rank of Lieutenant-Com- 
mander. 

Other recent changes in the Wesco or 
ganization included R. E. Nowels who has 
been named accounting representative for 
the Southwestern, North Pacific, Northern 











RECENT appointments at Anaconda Wire 
& Cable Company included: C. H, Porter, 
left, who has heen made manager of indus- 
trial, wholesaler and contractor sales; 
Joseph W. Mullally who has heen ap- 
pointed manager of utility sales. 


ELECTRICAL WHOLESALING - 


FULLMAN 


atwrohe 


PRODUCTS 


MB FLOOR BOXES WIRING SPECIALTIES 





Latrobe Products 
Show Quick "Turnover" 





Rapid turnover of merchandise spells profits in any dealers 
language. It is a sure indication also of customer approval of 
Latrobe Floor Boxes and Wiring Specialties. Check your stock 
frequently. 





ee ™ No. 284 Nozzle 
No. 470 “Latrobe Here is a Duplex Receptacle Noz- 


Pipe or Conduit Hanger tle with Brass pipe extension for 


A convenient, sure grip device quick installation and long de- 
specially designed for hanging pendable service. Furnished with 
V2"", %'' and |"' pipe or conduit Y2"" or %"' pipe extension. 

to steel beams up to %"' thick 





“Bull Dog™ 
B X Cable Staples 
Millions of these high quality 
staples are now in use. We 
supply them packed in car- 
tons, keqs or barrels. 








Keystone Fish Wire 
Flat steel wire of dependable 
“Latrobe'’ quality properly 
tempered, Ten sizes 





No. 110 “Latrobe” 
Watertight Box 
None better for installation in 
concrete or wood finished con- ceptacle in one section and '/," 
crete floors, Shown with No. 207 Brass Plug in one cover plate and 
Nozzle. 2" Brass Plug in the other. 


No. 252-R Floor Box 
Two gang type with No. 208 Re- 


em ema, meses Gem SORE chemi a em 
a ll ea ey ae eg a lf 


B FULLMAN MANUFACTURING CO. 


| LATROBE . . . PENNSYLVANIA 
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FOUR GOOD REASONS WHY 








Made in standard and 


For linemen and electricians. The 
perfect balance, sharp knives, 
fitted hinge and perfectly 

‘matched jaws help do any wir- 
ing job better and faster. 






Designed and constructed to 
provide the safety, comfort 
and convenience needed for fast, efficient 
work. Uniformity and toughness of “Klein- 
Kord”’ permit use of positive-action, 
tongue-type buckle. All sizes. 


Wherever you seea lineman, it’s a safe bet he’sa 
Kleinman, too. His preference for Klein equip- 
ment is more than just a craftsman’s pride in 
wanting the best. Behind this preference is the 
knowledge that with Kleins, he can do any job 
better, faster—and with maximum safety. 


Because today’s demand still exceeds sup- 


ply, it may be some little time before your re- 
quirements can be completely filled. But your 
supplier will furnish the Klein equipment you 


lakieight models: need as rapidly as possible. 


Forged from special | 
steel —individually tem- 


shanks for leg comfort. 
Gaffs are correctly 
shaped to provide sure 
footing while the line- 
man works. 






WEEE 


3200 BELMONT AVENUE 
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KLEIN 


ASK YOUR SUPPLIER 


Foreign Distributor: International 


pered, Spring-tempered ’ Standard Electric Corp., New York 







& Sons 


ILLINOIS 


Siw 


CHICAGO 18 





and Southern Calitornia districts. N. 
Satterlee, who was district auditor for th 
Central district of Wesco, has been ay 
pointed accounting representative tor tl 
East Central, Northwestern, Norther 
Midwest and West Central districts. Jame 
H. Wood replaces Mr. Satterlee as district 
auditor of the Central District with head 
uarters in Grand Rapids, Michigar 


Pacific Wholesaler 
Enlarges Building 

LOS ANGELES—J. C. Rendler, electri 
cal wholesaler located at 3216 South Hi 
Street, Los Angeles, Calif. has considerab 
enlarged his facilities by building an add 
tion of 1800 sq. feet. This has been con 
pleted and at the same time the origina 
building has been remodeled inside an 
double decking added. The total space no 
is 75 feet by 43 feet or over 3000 sq. feet 
Future increases in the facilities of th 
company will utilize land which adjoins 
the present building and is owned by tl 


rm. 


Home Lighting Institute 
Appoints New Committee 

Willard G. Sawyer, president of th 
American Home Lighting Institute, rx 
cently announced the appointment ot 
specification committee to draw up illumir 
ation requirements tor certified residentia 
lighting fixtures incorporating recomme! 
dations of the Illuminating Engineering 
Society 


The committec is imnounced by Mi 








THANKS to the arrival of several carloads 
Cook-Nichols, Pasadena, Calif. wholesale: 
has plenty of aluminum pipe in standard 
sizes on hand. Pipe weighs about one-thir: 
less than steel tube but costs about one 
third more. Despite higher price, contra: 
tors and builders are glad to get it! 
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EXECUTIVES of the John A. Roeblines 
Sons Co., Trenton, N. J. about to board 
the company’s new plane, purchased to 
allow closer contact between the company, 
its customers, distributors and branch of- 
fices. Left to right: F. S. Burtch, manager, 
wire rope sales division; C. M. Jones, vice 
president in charge of public and indusfrial 
relations; C. R. Tyson, president; E. C. 
Low, vice president in charge of sales. 











Sawyer included: D. L. Ripley, Markel 
Electric Products, Inc.; Henry G, Clum, 
Art Metal Company; Herman Gordon, 
Globe Lighting Products, Inc.; Richard 
G. Slauer, Sylvania Electric Products, Inc. ; 
Norman G. Vacha, John C. Virden Com 
pany. Mr. Ripley is chairman of the com- 
mittee. 

Kitchen lighting fixtures, which many 
electric utilities throughout the country 
plan to promote as soon as equipment is 
available, will be the first consideration 
of the committee, Mr. Sawyer said. Pro- 
gressive studies will then consider specific 
lighting requirements of other residential 
areas, with provision in each case for de- 
signs that conform to the most modern con- 
cepts of home lighting practice. 


Electrical Manufacturer 


Pays Off Realty Bonds 


Moe Brothers Manufacturing Company, 
Fort Atkinson, Wis, recently paid in full 
its debt to the Industrial Realty Company, 
a Civic corporation which was formed in 
1938 to raise funds to induce industrial 
concerns to move into Fort Atkinson. 

The civic group sold bonds to raise funds 
with which to build a plant and obtain 
a site for the Moe Brothers Manufacturing 
Company who agreed to move from Mil- 
waukee to Fort Atkinson. The fixture manu- 
facturer agreed to repay the stockholders 
of the Industrial Realty Co. the $60,000 
idvanced for a location and factory over a 
period of twenty years. Recently the com- 
pany proudly announced that the debt had 





And the 
answer is 
“Yes” to any 

floodlighting 
need! No matter what the area to 
be illuminated...no matter what 
intensity is required ... or what 
type of mounting is called for. 
Designs have been developed 
and improved to bring you the 
most advanced features in flood- 
lighting equipment. There’s new 
mechanical simplicity for easier 
wiring... easier installation. . 
easier servicing. Plus 
ever-dependable Goodrich 
quality, the best possible 





odlight 


RLM) 


GOODRICH 
has the answer! 


protection for your investment. 
Pictured are four of the many 
floodlight styles in the Goodrich 
line... each equipped with cast 
aluminum mountings to prevent 
corrosion and finished in 
permanent porcelain enamel or 
Alzac aluminum ¢o retain their 
high factor of reflection. 
Whatever your problem in 
outdoor illumination —for in- 
dustrial or recreational areas — 
Goodrich provides the fixtures 
best suited to that specific job. 
And Goodrich engineers 
will gladly help with yom 


selection. 


Sold Through Electrical WV holesalers 
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| been paid in full at three percent interest, 
just twelve years before the final payment 


was due. 


| 
| 
| During the war Moe Brothers produced 
| bomb fins, bazooka rocket guns and meta! 
| for land mines. The company is now turn 
| ing out its lighting fixtures, pressure cookers 
and other peacetime products once again 
When the manufacturer first moved to 
Fort Atkinson about 100 people were em 
ployed at its plant. Today the number has 
increased to 500 and future plans call fo 
about 1100 workers. A new addition now 
under construction will greatly increase the 


| facilities of the fixture manufacturer. 





| California Wholesale 
| House Has New Owner 
OAKLAND, CALIF. — The Electric 


Corporation, Oakland, California electri 


cal wholesaling firm has been purchased 
| recently by Robert W. Grifin, Mr. Griffin 
| succeeds W. F. Ayden, former owner and 


manager for many years, who has retired 


New York Wholesaler 
Holds Two-Day Exhibit 


NEW YORK, N. Y.—More than 1800 
dealers and guests from the New York area 
recently attended a two-day meeting and 
exhibit arranged by the Dale Distributing 
Company, Inc., New York electrical dis 
tributor, to present the new Admiral Dual 
lemp refrigerator. 

Maurice S. Despres, president of Dale, 
in his opening address declared that while 
short supply of metals and metal parts had 
retarded deliveries of the refrigerators up 
to that moment, improvement is evident 
and will soon be reflected in a betterment 
of dealer deliveries. He emphasized that 
initial shipments of the refrigerators wer« 
It’s good business to recommend proved advantages in perma- | in the Dale warehouses and would be de 
the safest wiring system for your mnence—economy—and ablility 
customers—do the job with to carry a bigger load. Only the 
PORCELAIN Protected Wiring! non-metallic way has a record 
This is a completely insulated of fifty years of efficient, depend- 
system—based on using insulat- able service. Ask your friendly | 
ing (not conducting) materials Electrical Inspector about the 
for enclosures and supports. safety and long-life features of | 

Modern PORCELAIN Pro- knob-and-tube wiring. Write for 
tected Wiring also offers time- wiring catalog. 


















OeQuaTE 
IRING 


















Sidney Rogovin, regional manager of Ad- 
miral Corp. points out features of Dual- 
Temp refrigerator at Dale Distributing 
Company's dealer-meeting. 
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VEWLY APPOINTED California divi- 
sion manager of the Lighting Sales Depart- 
ment of Sylvania Electric Products, Inc. 
s John T. Burdick. Prior to joining the 
sales department of Sylvania Electric in 
1944. Mr. Burdick managed sales for the 
Vadison Electric Company of Detroit. 





ivered to the dealers as soon as the New 
ork trucking strike was settled. 

Sidney Rogovin, New York regional! 
ianager of the Admiral Corporation, pre 
ented the new Dual-Temp refrigerator 
vith a demonstration and explanation of its 
atures. A selling story for the Dual-Temp 
vas outlined by Renee Jacobs, executive 
ice president of Dale Distributing Com 
any. 

[In addition to the Admiral Corporation’s 
isplay other electrical products handled 
y Dale were exhibited for Sylvania Elec- 
ric Products, Inc., Whirlpool Washing 
Machines, General Mi'ls, Seth Thomas, 
\napp-Manarch, Birch Phonographs and 
Vest-Clox. 

The same presentation and meeting was 
eld a week later in Newark, New Jersey 
it the official opening of a Dale Distribu- 
ing branch office at 79 Lock Street in that 
ity. Dale Distributing Company also oper- 
ite another branch office in New Haven, 

nn, 


EEI Conducts Survey On 
Home Lighting Promotion 


A survey report entitled, “Utility Home 
ighting Promotion, 1946-47,” recently re 
ased by the Home Lighting Committee, 
ommercial Division, Edison Electric In 
titute, revealed that home lighting will be 
iggressively promoted during 1947 by more 
lectric utility companies than was ever the 
ise in any prewar period. 


The report is based on a survey of 8 









POULTRY 
TIME 
SWITCH 





Paragon | 


A low price switch with evening dim- 
ming feature. The new PS-30 is a worthy 
running mate for the Paragon PS, suc- 
cessfully used by thousands of poultry 
men. A precision-built, rugged, depend- 
able switch. Authorities have proven 
that both morning and evening lighting 
greatly increases egg production per 
pound of feed. 


This Is the Season to Cash In! 


Large quantities of the new PS-30 and basic materials for additional quan 


tities are now in Paragon stocks. Recent enlargements in plant. . . modernized 
manufacturing methods .. . and fortunate position as to availability of raw 
materials enable Paragon to make quick shipments. . . and to make savings 
in manufacturing costs reflected in the new low price. However, food short- 


ages indicate huge demands for poultry switches to increase egg production 
Help the Farmer lower his cost by getting more eggs per pound of feed. Be 
prepared to meet this demand. Order your poultry time switches now 


Paragon designs and manufactures time controls for every need 

PARAGON ELECTRIC COMPANY 
1630 TWELFTH STREET 
TWO RIVERS, WISCONSIN 





“Mr. TOPS” 
Paragon 
Symbol of 

Top Quality 
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ROYAL- NOARK 
Knewglle FUSE 


~~ r 
YOU'RE ALWAYS RIGHT...YOU 
CAN'T ASSEMBLE IT WRONG! 

















EVERYTHING ina 
RENEWABLE FUSE 


SIMPLICITY OF 
DESIGN 

)o FEWER PARTS 

)H~ EASIER TO RENEW 

» ) & EASIER TO ASSEMBLE 

& PROPERLY VENTED 


ROYAL es 


WIRE * CORD SETS 
CARTRIDGE and PLUG FUSES « FUSTATS 
TROUBLE LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. 1. 




















ALL ABOARD. Four hundred guests of 
the D. W. May Corp., New York distribu- 
tor, are about to board a special train fo 
Montreal and the start of the first post-war 
cruise sponsored by the company. 





companies serving 48.3 percent of the tota 
residential and farm customers of the U.S 
According to the committee’s report, hom: 
lighting services, promotion through deal 
ers and extensive local advertising of the 
new certified lighting equipment will bh: 
featured by the industry in its home lighting 
campaigns. 

The survey found that: 84 percent of the 
utilities reporting will furnish home light 
ing advisory service by specially trained 
employees calling at customers’ homes; 
73 percent of the companies will promot: 
home lighting through dealers; 53 percent 
will sell lighting equipment to customers 
in conjunction with dealer cooperativ: 
plans. 

The survey showed that home lighting 
advisory services cost utilities an average 
of 6.3 cents per dollar of estimated annua 
revenue secured in a typical prewar year 
It is planned by 49 percent of the reporting 
companies to include this advisory service 
in their home service departments, witl 
17 percent organizing separate home light 
ing advisory departments. The average 
home service representative will spend one 
third of her time on home lighting services 
to customers. In 91 percent of the reporting 
companies, prospects will be referred t 


dealers by the home service staffs. 


Calif. Distributor Takes 
Time Out For House Picnic 


LOS ANGELES—A day of merrymaking 
was recently enjoyed by employees of the 
Modern Wholesale Electric Co. of this 
city when the company held a summer pic 
nic at Lake Enchanto, near the famous 
Malibu Lake Club. 

An interesting program of games, con 
tests and sports was arranged under the 
direction of J. H. Coleman, manager of the 
company, who presented the winners of th 
various events with suitable prizes. 

The day of fun was brought to a clos: 
with the serving of a delicious barbecu: 


dinner. 
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Canadian Association 
To Hold Annual Meeting 

TORONTO — The Canadian Electrical 
Manufacturers Association recently an- 
iounced that advance registrations for the 
group’s second annual meeting at Niagara 
Falls, Ont., October 10 and 11, indicate that 
it will be attended by over 250 representa 
tives of key companies. 

Ihe association revealed that three spec 
ial speakers have been scheduled to address 
the delegates on some of the major prob 
lems confronting the industry today. Prin 
ipal speakers will include: R. L. White, 
president of the National Electrical Manu 
facturers Association of the U. S.; J. C 
\dams, K.C., general counsel, Central On 
tario Industrial Relations Institute; Capt. 
R. G. Cavell, vice-president, Phillips Elec- 
trical Works, Ltd. and Automatic Electric 
Ltd. 

Committees and product groups will hold 
special meetings to discuss particular prob 
ems. General business sessions will be fea 
tured by reports of the president M. P. 
Murphy and of R. D. Kerby, general man 
iger of the associatior 


General Mills Turning 
Out 1600 Irons A Day 


The General Mills’ Mechanical Division 
plant at 1620 Central Avenue N.E., ‘Twin 
Cities, Minn. recently announced that by 
itilizing certain unique new machinery the 
production of the Tru-Heat iron, the first 
in the company’s new family of home ap 


liances, has reached 16(0 per dav. Gen 








JOHN P. LENKERD has been appointed 

district manager of Radio Broadcast and 

Sound Equipment Sales for Graybar Elec- 

tric Company, St. Louis. Mr. Lenkerd was 

formerly associated with Western Electric 
o., New York. 


Vhe Wool Guypodtand develypment 


Say thousands of Rittenhouse dealers, distributors and 
chime users. The new Rittenhouse chime mechanism is 
creating an entirely new concept of chime tone and 
operating performance. 





tee re $e 











EXCL Bolve, RITTENHOUSE 


iF/, laattinng Peas VO} 


CHIME OPERATING MECHANISM 





66 


°9 


i 
1. Completely eliminates all objectionable me- 
chanical noises . . . entire operating unit floats on 


rubber. 


2. New, trouble-free performance .. . felt-bearing 
plungers make jamming or sticking impossible. 


3. Clear, rich tone . . . unhampered by plunger 
buzz, hum and rattle. 


4. All parts self-contained, and protected from 
dust and dirt . .. no exposed springs or plungers 
to be lost or damaged. 


Als always look lo 


RITTENHOUSE 


for the feresl in chime engineering ra 1G... merchandising 


THE PITTENHQOUSE COMPAD 


| 
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BIG PROFITS “IN THE PALM OF YOUR HAND” 
SOLAR 


HEAT-RAY 


ufra- Red 









pries WET 
= HAIR QUICKLY 













“SALES-TESTED” DEALS! Waauates 
DIFFERENT LAMPS! PLASTER. ETC 


It’s the “Big 3” of the year! Ample profits 
on every deal. Top quality SOLAR 
HEAT-RAY Infra Red LAMPS are go- . 
ing big! Don’t be left out in the cold! Get DEFROSTS 
in on these “Hot” deals! paore™ 


TIE-IN WITH SOLAR FOR REFRIGERAT 
SNAPPY “HEAT-RAY” SALES 


Punchy, illustrated easeled die-cut displays and 
story-telling folders available, to spur HEAT- 
RAY sales! Act Now! —Write immediately! 





THAWS OUT 


Write for Folder No. B-10 FROZEN PIPES © 


oe ye ee ome Se omm one ke ae 





110 WILLIAM STREET, NEW YORK 7, N.Y. 
Factory at Warren, Pa. 


-—RUSH COUPON TODAY 


Date 


SOLAR ELECTRIC CORP. 
110 WILLIAM ST.., 
New York 7, N. Y. 


Please rush full information about your 3 “HOT” 
HEAT-RAY deals. 
Name 
Address 
City Zone State 
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REPRESENTATIVES of the Tru-Ad 
Division of the Mitchell Manufacturing 
Co. recently gathered in Los Angeles for 
the company's annual sales conference 
Bernard A. Mitchell, president of the com 
pany, presided at the meeting during whici 


company plans and policies were discussed 





eral Mills’ othcials at the plant expect t 
increase the monthly output from the pres 
ent total of 52,000 to 80,000 a month in tl 
hear Tuture, 

\n automatic chrome plating machi: 
capable of finishing 700 to 750 sets of iro 
parts an hour is used at the Twin Citie: 
plant. In addition, special equipment i 
emploved to step up the production of tl 
rons, 

Phe current retail price for the Tru-Hea 
iron, as adjusted by O.PLA. is) $10.1 
Retail prices will be protected by fair trad 


aygreements, 


Increase Over °45 Sales 
Predicted For This Year 

NEW YORK, N. Y.—The 1946 sales vol 
ume ot electrical wholesalers will be 
percent higher than last vear despite lag 
ging deliveries, Charles G. Pvle, managing 
director of the National Electrical Whol 
salers Association predicted recently. 

Mr. Pyle emphasized that the gain wil 
come principally in the sale of electrica 
supplies and apparatus. He pointed out 
that the increase in sales volume did not 
mean distributors were hopeful for a size 
thle increase in their major appliance 
stocks, 

I doubt that household appliance vol 
ume will approach 75 percent of the 1941 
volume,” Mr. Pyle said. “Wholesalers ars 
continually receiving reports from manu 
facturers about difficulties in productior 
Producers of conduit fittings face labo 
shortages in their foundries. Manufacturer 
of wire report that not enough cotton sheet 
ing is available to get their productio 
lines up to maximum output levels.” 

Some manufacturers have indicated t 
their wholesalers that they should prepar 
for a downward revision in the next few 
months even though the Civilian Produ 
tion Administration’s production figure 
show large gains in recent months. “Pr: 


duction delays,” Mr. Pyle said, “are th 


1946 














mulative 


result of 


as 


rtages and of labor tie-ups, such 


ir shipments of refrigerators for we 


t a time until they are able to send 


r two out to each of their dealk 
it do to ship to some dealers 
thers, 


so this accumulation t 


time would indicate an inventor) 
illy does not exist. 
This method of 
from the possible wrath of de 
the 


protectil 
ile rs, has 


reased wholesalers’ operating 


Individual billing, crating and 


r such small 


tand stacking. Even though the 


inferior, manufacturers art 


Isat 


salers to return the crating so that it 
















Charles H. Burcl 
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ma raw material 


the 


irrent trucking and = shipping — strikes 
vhich inevitably are felt by manufacturers. 
In regard to the recent report bv the 
Census Department that the electrical 
vholesalers’ stocks during July were 95 
rcent above the same. period last year, 
Mr, Pyle said, “The report is meaningless. 
Many wholesalers are receiving goods in 
lriblets and store these up so that a general 


} } ’ 
olesaiers 





illoeation can be made to the wh 
ilers. 
‘For example, wholesalers accumulate 


eks 


one 


rs. It would 
ind not to 


to 


which 


g themselves 


in- 


costs, 


shipping 


amounts as ca shipped 

the dealers has introduced new cost fae 
tors in operation 

“Wholesalers, too, ar wthered bv the 

shortage of crating. Shipping space and 

warehouse space cannot be utilized fully 

cause in many cases the crating will not 


crating 


g whole- 


can 


used to mak ther shipments 
Burch And Coleock 
Rejoin Curtis Lighting 
Curtis Lighting, In¢ recently  an- 
unced that two of its representatives had 
joined its staff after with the 
rmed forces. Charles H. Burch, sales 
presentative in the Detroit territory, has 
turned after five years in the Army 
here he attained the rank of colonel. Mr 
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¢ NEWS in 


ELECTRICAL ACCESSorieEs 


ere’s Fast ; Turnover. Substantia/ 
Year-round Profits 





Needed in every home, factory, institution 
throughout the world—wherever there is electricity. 


A TREMENDOUS MARKET 


because the Star Test Plier and Fuse Puller is 


T E S T S A NECESSITY for 


e Electricians 
— ALL Electrical Outlets 









e Maintenance 
Men 
©e Home 


— Finds Open Circuits Owners 


LOCATES 


— Blown Fuses 





— Removes Fuses 
SAFELY 


Made of a transparent, shock- 
proof plastic. Replaceable Lamp 
inside Plier tests 110 to 250 volts. 
Plier pulls fuses from 10 to 100 
amperes. Requires the use of only 
one hand. 


RETAILS AT 













: RTISED y 
— NATIONALLY — ular 
-. Sat. Eve. Post, Collier S, io e 
pi d other leading PY 


Mechanics on 


tions. 


Leads'|50 Add't 


Handled by 500 Jobbers. Are You One of Them? 





STAR FUSE Cb. 100 conic ts. tow vor tant 


























JUST TAKE 
IT OFF THE 
SHELF AND 


SHIP.7 













Comes Complete 


Units of the world’s most complete /ive of inter- 
communication come to you complete. Securely 
boxed, ready to ship. No unpacking. No repack- 
ing. Everything essential to proper installation 
and efficient operation included in a compact 


package. 


Talk-A-Phone 


is distributed exclusively through the jobbing 
trade. Nationally advertised. Unusually liberal 
profit allowance. Catalog pages and productive 


sales promotion material available. 


Get complete details about intercommunica- 
tion that comes in a complete package and 
renders completely satisfactory service. Address 


Dept. IA. 


Talk-A-Phone Co. 


1512 S. Pulaski Road Chicago 23, Il. 








Burch was formerly salesman in the At- 
lanta territory. 

Hutson Colcock has resumed his duties 
as field representative tor Curtis in the 
New Orleans territory after five years in 
the Navy. Mr. Colcock, who held the rank 
of commander in the Navy, served as in- 


spector of Naval Materials for R.C.A 





yar4 


emg i we 
\ : re x 


KEY PERSONNEL of distributor organ- 
izations recently attended a one-week ver- 
sion of a training course which Westing- 
house Electric Corp. plans to give this fall 
for distributor salesmen. Approximatel) 
50 product specialists and sales promotion 
managers attended the session. 













You'll find all good types of 
Straight and Parallel Connectors 


in the Complete line—all sizes: 
Bolted straight connectors, screw 
type, various split sleeve types, 
shrink fit, universal clamps, E-Z 
connectors with yoke and nut, etc. 

Penn-Union also makes the 
complete line of Service Connec- 
tors, Tees, Cable Taps, Grounding 





Clamps, Lugs, etc. Leading users 

have found that “Penn-Union” on 

a fitting is their best guaraniee of 

unfailing service. 

PENN-UNION ELECTRIC CORP, 
ERIE, PA, 
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Los Angeles Westinghouse | ~ Cash In On P 
Men Get Selling ‘“Tune-up”’ | 


LOS ANGELES—Robert A. Nelson | } J 
and Ray Strait have recently completed . 
their os j 


Westinghouse apparatus training 
Cash in on TRICO’S nation-wide popularity! Carry 
the line which assures a profitable return. 


ourses and are now out as salesmen for 


Westinghouse Electric Supply Company. 


me , Pa li 0 : . all —— 
Mr. Nelson was a first lieutenant in the | Jobbers everywhere are enjoying these unusual- 


ly healthy returns—the result of TRICO’S per- 
sistent and progressive merchandising policy. 
Boost sales with TRICO and enjoy the following 
advantages .. . 


Army while Mr. Strait served as a cap- 
tain in the Air Force. 





The Westinghouse training course has | 
been condensed to four months, Carnegie | 





Tech for mathematics and electrical prin- | 









ciples, Bloomfield for lamps and elec- | @ Rapid turnover — gratifying 
tronic equipment, Bridgeport for Bryant | returns. 

slilien dite Winn | lai a @ Excellent repeat business. 

v 5 devices, srry for porcelain in- : 

. sa aie? eg @ 100% Jobber protection. 
sulators and Pittsburgh for selling and © Maximum sales por call 
mary analysis. | @ Nation-wide publicity. 

Two other Westinghouse men from Los | @ Product variety. 
@ Customer goodwill. 


Angeles have started the four months’ 
iomree 


ORDER * STOCK ¢ SELL 


Georgia I.E.S. Group 
Elect New Officers 


ATLANTA, GA.—The Georgia Chapter iia 24 4. 


yd > 
“PREFERRED FOR QUALITY’’ 


TRICO FUSE MFG. Co. 


MILWAUKEE 12, WISCONSIN 





of the Illuminating Engineering Society 


recently announced the election of Joe B. 





Browder, commercial lighting engineer of 


the Cseorgia Power (¢ ompany, as president | 








6 
ower iad ih: / 


Transformers, 





* 
The most economica 1y of pr 
viding low voltage circuits for the 
lighting and operating of machine 
tools is to run a branch line from 
the power line, using a transf 


ctar sary tho wv tary 




















Handles Heavy Reels Quickly d for this purp ee es 
... Safely . . . Economically nts throughout the nat 
, jucing installation tim 1 
Saves time and money in the plant, : gens 
warehouse or on the job. Made in 50 and 60 cy.- -onserving Cri un 
460/230 primary —115 
Roll-A-Reel is the ideal way to secondary + 
reel or unreel wire, cable, or rope 
and does an easier, better job in i DONGAN ELECTRIC MFG. CO. 
ey ee 2989 Franklin Detroit 7, Mich. 
; In two sizes... 2000 Ibs. capac- 
a ity —$37.50 and 4000 Ibs. capac- 
F ity — $75.00 F.O.B. Cincinnati. 














"Rews for descriptive pamphlet. 


ROLL-A-REEL 


327 WEST FOURTH STREET ‘ 
| CINCINNATI 2, OHIO 








TRANSFORMERS § °°" 
: Inquiries 


The Déngan Line Since Nineteen-Nine 
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ot the group. Mr. Browder succeeded Al 
E. Bruner of Electric Supply Co., Atlanta. 

Other othcers elected included: C. W. P. 
Roby, Sylvania Electric Products, Inc., as 
vice-chairman and R. W. D. Jones, West 
inghouse Electric Corporation, as secretarv- 
treasurer. O. M. Ruff, General Electric 
Supply Co., W. P. Stainback, Westinghous: 


Electric Supply Co., and Mr. Bruner we 





with 
elected directors 


‘COLOVOLT 28 oer 
during a dinne: at Dor 


d meeting which 
Quisonberry of Accousti Engineering ¢ 
Cold Cathode—Low Voltage discussed lighting fixtures ind accousti 
. . 1° . 
Lighting ceilings. 
and here’s what they say: 
“Lower maintenance cost—longer main- Gravbar Appoints 
tenance of a given foot-candle level—greater arto 
28 g District Manager 
dependability because of guarantee (One 
° ° icoll resi ( i j vb I 
year of light guaranteed, except for failure A. H. Nicoll, president of the Grayba 
: . e ctric Co any ri ( ‘ed he 
due to breakage )—instantaneous starting— Electri mpany, recently unnouncec th 
. . p , . ; »» appointment of Edward R, Yonkers as 
no flickering—continuous line lighting. Wal ca ' 
% : Olverine district Manager for the com 
These extra advantages are available to ub 


commercial and industrial users of light 
rege when installations are made with COLO- 
VOLT Cold Cathode, Low Voltage Fluorescent Lamps and Fixtures. 


Mr. Yonkers joined Graybar in 1933 as 
a salesman in Wichita. In 1939 he became 
lighting manager at Kansas City and one 


—— ‘ , : vear later was promoted to manager of the 
Write for illustrated material and technical data. ' 


K. C. outside construction and supply de 
© Trade Mark Registered U. 8. Patent Office partment. Ile was appointed manager of 
the Omaha branch in 1944 
GENERAL LUMINESCENT CORPORATION toy Ge che TER 


648 S. FEDERAL STREET CHICAGO 5, ILLINOIS 





poows ei Millions of Steel 


IFFY CLIPS 


Serving the Electrical Industry 












Specify 
[MINERALLAC 


HANGERS, CLIPS, 
STRAPS, BUSHINGS 


Expert design, choice 
materials and con- 
trolled manufacture 
have built ‘‘top-service 
and longest life” into 
Minerallac Electrical Spe- 
cialties. That's why the elec- 
trical industry ‘‘prefers Miner- 
allac”...In steel and Everdur for 
hanging pipe, conduit, BX cable, etc. 





new “Yriction-Set” 


FIXTURE HANGER... 
That Adjust With a Twist of the Wrist! 


At last you can get a Fixture Hanger that turns to 
any angle after being screwed to an outlet box. 
Although base and receptacle remain stationary, 
hanger arms may be turned to align with any 
preconceived lighting plan. Exclusive Friction Ring 
firmly holds fixture in selected position. Hanger 
screws on to 34" or 4” outlet boxes, no other 
fastening necessary. Furnished complete with re- 
ceptacie, two 5° chains, hooks and cord clips. 


Send for new literature and prices. 


MINERALLAC ELECTRIC COMPANY 
Friction-Set K100 . . . List Price $1.10 Vor Gry Saves /pom 25 North Peoria Street — Chicago 7, IMinois 


simpier evectric company. [|| NFP A] | A ( 


112 Chariton Street @ New York 14, N.Y. 
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was assistant district manager under A. R. 
Maynard, who is retiring as Wolverine 
listrict manager. Mr. Maynard, who has 





been with Graybar Electric for over 40 | 
; 

vears, will continue on the job in an ad 

visory capacity until November 1 when he 


vill retire on a service pensiot 


Westinghouse Announces 
New AIll-Steel Motor 


NEW YORK, N. \ A hew a steel 
notor to be known as the “Life-Line”’ has 
een developed by the motor division of the 


Westinghouse Electric Corporation, it was 








recently announced by Leon R. Ludwig, - GREASING 
manager of the motor division. lhe new ¢ 

notor, which is 35 percent smaller than its DELP il 
yredecessor, was developed after much it 

tensive engineering ind researcn, Mr. 


Ludwig said. 


Westinghouse developed the all-steel mi 
tor tor the Navy during the war and found 
the advantages so great that every effort 
vas made to develop them tor widespread 


eneral use. 
FE, C. Rushing, manager of mot 


eering pointed out that the all-steel motor, 





ilthough lighter in weight, is more rugg 


iS 


ind stronger than the cast iron motor 


+ 
It is claimed that fewer insulation burn-outs 
vill be experienced in the all-steel moto ° ‘~ 


32 S. PEORIA STREET, CHICAGO 7, ILL. 








IF IT'S 


onk 


SOLDERS BY WINNER 


/ fe 


Many millions in actual use . ||. because m BAR — CORE — WIRE — ALUMINUM 


“special to 





JUST THINK ...9 SECONDS FOR 
A cage geen CONNECTION 





keonomical... ye ies yrs can b 
ised over and over. ILSCO (¢ ONNEC TORS are 
Underwriters’ Approved, 99% p lytic ¢ /, 
per, 100% onductive 
a ena! tink MFG. COMPANY 
NAME . 
Firm Na ° 
Address 


COPPER TUBE 
& PRODUCTS, Inc 


CINCINNATI, OHIO 













POST OFFICE BOX 8, NEWTON LOWER FALLS 62, MASS. 


Manufacturers of Soldering Equipment Since 1919 
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@ Most fuses, so far as the covers go, look much alike. But 
there's a vast difference inside the Pierce Fuse. And that's 
what Pierce advertising is telling thousands of tuse purchas- 
ers 
Periodicals covering electri:al men, architects, industrial 
maintenance men, engineers of hotels, hospitals and public 
buildings—a total circulation of more than 300,000—carry 
Pierce advertising. They are doing a job for you—telling 
about 
(1) Pierce Balanced Lag Link which does 
not blow unnecessarily in the low work- 
ing range but can be depended upon to 
blow immediately when grounds or 
shorts endanger equipment 
(2) Screen Ventilation which makes danger- 
ous and costly afterblow impossible 
(3) The Pierce Arch-Bridge Construction, 
which holds the blades in pertect align- 
ment independent of the cover, provid- 
ing longer life. 
(4) Only a few seconds and a screw driver LD AIR 
needed to change links 


PROFIT FROM OUR FREE LINK OFFER 


All our Pierce Fuse advertising to architects, plant engineers, and main- 
tenance men offers a FREE Link. Be sure to carry Pierce Fuse samples and 


price sheets, be ready to answer questions 
INC, 


PIERCE RENEWABLE FUSES, 
Dept. K4, 211 HERTEL AVENUE, Buffalo 7, N. Y. 


Sell this Profitable Line 
o¢ DEPENDABLE 
SOLDERING EQUIPMENT 


Here is a line covering everything needed for 
the modern plant which calls for Electric 
Soldering Equipment 





REEN VENTILATION 





Factories clamor for it, when once called to 
their attention, for it’s a FAST-MOVING 
LINE. 


Dependably, substantially built, securing cus- 
ymer-good-will, and resales 





Includes Electric Soldering Irons listing from 
$5 to $12.25; Soldering Machines $7.50 to $15; 
Soldering Iron Temperature Control Stands, 
and other related specialties 





Our products are generally sold by the whole- 
salers direct to the industrials. Write for 
catalogs, price lists and Wholesalers’ and 
Model E Retail Discounts 

Soldering 


Machine 








“Life-Line” all-steel motors are tagged as 
they reach the end of the finishing line at 
the Buffalo, New York plant of West- 


inchou S@. 


because of new features in insulating ma 
terials and improved winding techniques. 
Mr. Rushing emphasized that the new 
motor was designed without sacrifice of 
electrical properties and that high efhciency 
and power factors have been maintained 

Starting torques have been increased as 
much as 134 percent per pound of moto: 
iid maximum torques increased as much 
as 116 percent per pound of motor, Mr 
Rushing explained. The appearance of the 
motor is greatly improved while vibration 


ind nose have beet ed ced 


ELECTRICAL 
SPECIALTIES 2oE= 


FOR HEAVY 
INDUSTRIAL SERVICE 


‘FROM STOCK 











DCoaducter Single 
Setdering Angle Conductor 
Lug Pethead Potheed 


Write for «@ complete selection of 
RUSGREEN bulletins 





+t 


ELECTRIC SOLDERING IRO 
2845 W. Elm St. 
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Deep River, Conn. 


N CO. 


Model 12 Solder Pot 











ENDULATORS (POTHEADS) ALL SIZES * ALL 
SHAPES * ALL VOLTAGES © ALL TYPES 
¢ BUS SUPPORTS © SPLICING KITS AND 
MATERIALS * INSULATING COMPOUNDS 


ee ee 


RUSGREEN MFG. CO. 


14260 Birwood Avenue * Detroit, Mich. 
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Indiana Wholesaler 
Becomes Corporation 


Lowe & David, electrical wholesaling 
rm located in Logansport, Indiana recently 
nnounced that the firm has been incorpor 
ted under the name Ralph David, Ine. 

Officers elected for the new corporation 
re as follows: Ralph David, president; 
; Paul Morton, 
iyer and manager of the electric depart 


tobert David, secretary 


ent. The company also operates a hard 
yvare supply department under the direc 
tion of Orla Belcher. 

Ralph David, Inc. was formerly a part 
nership operated by Mr. David and Charles 
Lowe. The company is located at 516-518 


Broadway in Logansport. 


New Executive For Mfrs. 
Representatives Concern 
Bert S. Mitchell, general sales manager 
of Son-Chief Electrics, Inc., Winsted, 
Conn., recently joined Ralph Gretsch and 
Sig Morvay, manufacturers’ representa- 
tives, to form the firm of Gretsch, Mitchell 
& Morvay. Mr. Mitchell will continue as 
general sales manager of Son-Chief Elec 
trics in addition to his duties with the new 


ompany. 





FOR 
IMMEDIATE 
SHIPMENT 


JACKSON 
VAPOR PROOF UNITS 


now made in Aluminum 







JACKSON 





\— SB 


a 
—_ 


No. 2800-2804 No. 2802 


@ No. 2800 has a cast aluminum hood 
tapped for 1/2" pipe. For 60-100 watt 


lamp. 

@ The 2804 for 150-200 watt lamp. 

@ The 2802 is an outlet box type and can 
be mounted on either a 3!/,"" or 4°’ box. 
For 60-100 watt lamp. 

@ Sold only thru Electrical Wholesalers. 

@ Manufacturers of Lighting Equipment. 


JACKSON 
ELECTRICAL COMPANY 


900-910 W. Van Buren St., Chicago 7, Ill. 
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O 
All you need to hang Chain Suspension Fix- 
tures is a screw driver plus a 


EIVYDES HANGER 


Just connect wires, screw to outlet box and 


the job’s done—in a few minutes! 


Self-grounding —2-wire cord and plug may be 
used. Fits standard 4° or 314” outlet box or 
plaster ring. Complete with receptacle, $ 5 0 
two 5-foot chains, S’ hooks and cord i _ 
clips. Nothing else to buy. Each List 


Day-Brite Lighting. Inc., 5405 Bulwer Ave., St. Louis 
Mo. Nationally distributed through leading electrical 


supply houses. 

PI *Patent No. D-14102 
Others pending. 

Underwriters approved 


904 








XK E-M-T CONNECTIONS IN A FEW SECONDS! 
With B. M. Fittings 


TWO QUICK SQUEEZES give you Finer, 
Faster Conduit Connections. B-M Fitting 

do away with the twisting, turning and Five Ra. 2: Atatin @o..<% mM 
tightening of nuts and save you valuabl Clastoe Mask & Ce. Been “oa il! 
time and materials. Then too, they are ( lifton Conduit Co., Jersey Cy., N. J 
stronger, neater and much easier to worl tien, Blectric Co., Bridgeport, Conn 
with in tight places. Start using K-M The Steelduct Co., Youngstown, Ohio 
Fittings today. Have more satisfied cus- Sees See, Pen. Fee 


5 | 

DISTRIBUTED BY | 

. National Enameling & Mfg. Co., 

tomers—more profits from each job! | 


Pittsburgh, Da 

"2 : Triangle Conduit & Cable € 

(All B-M Fittings carry the Underwriter } = gg yh 'N. J 
Seal of Approval) i 





L 


se s4-7 


(1) BRIEGEL-METHOD TOOL CO. « Galva, Ill 
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Gorn 


You can count on com plete customer satisfac- 
tion from DRAKE Soldering Irons. Backed by 
25 years of soldering iron manufacturing ex- 
perience DRAKE Soldering Irons have built 
a reputation for quality that makes them dis- 
tinctly preferred by fast-producing American 
industry. 


SOLDERIN 
IRONS AN 













Drake Has An 


Iron for Every Purpose 
Write for Illustrated Literature 
the Drake Sold. ring 


on Line 


DRAKE ELECTRIC WORKS, IN 


3656 LINCOLN AVE - CHICAGO 13 | 
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UTILITY MODEL ELECTRIC DOOR CHIME 


The new MELODEON is self-con- 
tained. Sounds two musical notes 
for front door, one note for rear 
door. Graceful, fluted, metal cover, 
inrich Ivory Baked Enamel. Backed 
by Me//-o-Chime cooperation! 


A new, happy note for kitchen, hall, 
study, or any room in the home. 
Expertly designed for beauty, com- 
pactness, utility—and moderately 
priced. Precision engineering as- 
sures fine tonal quality. 


AMERICA'S FINEST ELECTRIC DOOR CHIMES 


National Sales Representatives: Hatheway & Co., 75 Montgomery St., Jersey City, N. 


AND SIGNAL CORP. 
* CHICAGO 6, ILLINOIS 


MELL-O-CHIME 
119 SOUTH JEFFERSON ST. 
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when you suggest 


DRAKE 


SOLDER POTS 








Nation- Wide 


Distribution thru if 
leading ‘ — 
Wholesalers ee 


MELODEON 





“at 





G 


RATHER THAN Sit still awaiting mer- 
| chandise to push, General Electric Suppl; 
) Co., Oakland, Calif. has kept its counters 


and display space filled with merchandis« 


which can be had, including tools and 
other items wanted, especially by con- 


tractors, 





U.S. Government Statistics 
| Put Under Microscope 
| NEW YORK. N. Y. 


|} and production of consumer products still 


With reconversion 


| very much in the limelight, a new slant o1 
current statistics was provided by Andrew 
Court, General Motors labor economist, in 
a recent address before statisticians attend- 
National Industrial 
Board in New York City. 


C. 


LL. 


| ing the meeting of the 


Conterence 





“Impossible public hopes and groundless 


\ 
SS 





GEDNEY 


GEDNEY FITTINGS... FIT! 


FITT 


INGS 





Conduit Bodies and Fittings 
by GEDNEY, 


ore available 


for every requirement. All- 


inclusive, this quality line 


features both threaded ond 
threadless types. Underwrit- 


ers Laboratories approved 


ond distributed through rec- 


ognized wholesalers exclu- 


sively. Write for catalog 


J. 


GEDNEY. ELECTRIC 
COMPANY 


| RKO BLOG. RADIO CITY, NEW YORK, N. Y 
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public fears have been generated simultan 
ously by statistical sleight-ot-hand by rep 
esentatives of pressure groups in Govern 
nent employ,” Mr. Court said, “Citizens 
have been warned to tace large scale un 
mplovment and the pleasant necessity of 
50 percent improved standard of living 
almost the same breath.” 
Mr. Court declared that it was unfortun 
ite that the Chief Executive of a great 
ition had to make important public state 
nents of policy based upon misinformation 
ind) distorted) statistics supplied him by 
lis OWN statisticians only to have even 
this information later repudiated 
Among current governmental compu 
tations that are disturbing business cont 
dence is the Federal index of industrial 
production According to this computation, 


production was 78 percent 


July automobile 
above the 1935-39 average. The actual pro 
duction in July was about 300,000 cars 
and trucks compared with an average ot 
335,000 units for the °35-"39 period, o1 
down 10 percent, rather than up 78 percent 
is Claimed by government statisticians 
“The Government's production index ts 
not based on the number of cars and trucks 


wctually manutactured, Rather the index is 


estimated on the basis of the number of 
hours tor which the emplover pays, Thus 
the slower that people work and the less 


! 









> i 
‘om nitshun] 


FLUXES and SODERS 


for PRODUCTION 
REPAIRS 
MAINTENANCE 


@ ALLEN has a complete line of 
Soders and Fluxes with more than 
50 years’ experience in the manu- 
facture and application of over 130 
standard formulas. Our Technical 
Service is at your call to give help 
and advice, and our Metal Charts 
which show the melting point of all 
Soders are yours for the asking. 


PB BBB BBB BBL LLLP LLP LPL LLL LLL LLL LLL LLL 





L. B. ALLEN CO., Inc. 
6701 BRYN MAWR AVE. 
CHICAGO 31, ILL. 
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New — 
MURDOCK 
BUZZERS 


and 
Push Buttons! 


EALERS everywhere report 

fast sales on these special- 
ties . . . made by the Wm. J. 
Murdock Co., for 50 years a leader 
in communications equipment. 
MURDOCK’S No-contact Tone-right 
Buzzer attracts favorable attention 
because of its modern louver-de- 
sign. Buzzer is fully insulated and 
produces a pleasing, uniform tone. 
It's guaranteed for years of trou- 
ble-free service. Choice of colors 
in attractive moulded cases. Op- 
erates on 6 to 8 volts, A.C. only. 
342" x 158 x 1%” deep. 


LIST PRICE 
$1.00 Each 
No. 4€ 





PUSH BUTTONS BUILT for SERVICE and SALES! 


Model No. 10—A durable Push Button in attractive moulded case. 
Smooth working—positive contacts. Metal parts rustproof and insu 
LIST lated. 15/g”x11/—”’x7/p” high List $.30 Each. Name plate model No. 1] same 
$.30 Each construction as above, but has removable metal escutcheon. 31/4”x1!/9’’x 
q List $.40 Each. 
No. 10 ” i Write Today tor Trade Discount 


WM. J. MURDOCK CO. 


235 Carter St., Chelsea 50, Mass. 














A ; 
MODERN ; 
UNIT ; 
WITH f 
NEW : 
Sates Atpeal |} 
; * High Quality . . . Low Price 
/ .. . High Speed . . . 110-120 volt 1000 
; watt coils . . . Highly Polished —easy to 
i clean—not only ONE selling point but MANY. Get de- 
, tails—this is the right time to sell VEE-JAY BROILERS. 
; Wholesalers’ Territories open—order today! 


Varet-JASONn PRODUCTS CO. | 
75 & VERNOP . DETROIT 1, MICHIGAN 
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BERNS AIR KING § 


a better sales 


line up for you 


@HIGHER QUALITY 
@ LOWER PRICES 
@ GREATER PROFITS 


BUILT IN TYPE KITCHEN FAN 


Pull chain starts and stops fans 


opens and closes outside door 
Quiet, powerful Operation. Attrac- 


tive interior grill. Two piece tele- 


scopic design. At a Price that 
gvarantees extra sales! 


move 


SOLD 
LEADING ELECTRICAL 


EXCLUSIVELY THROUGH 
WHOLESALERS 


.Arr'kin 
(5) = ie 


EXHAUST FANS e« AIR CIRCULATORS 
BLOWERS oe BELT DRIVEN FANS 


BERNS MFG. CORP. 


2278 ELSTON AVENUE, CHICAGO 14, ILLINOIS 


Formerly Berns Specialty Mfg. Co. 





work they d pel h 


ir, the higher the pro 
duction index goes, according to the official 
Government formula. Paid lunch periods, 
paid sick time, pay for smoking on the job, 
call-in pay, and all other methods of pavy- 
ing for not working which have been 
forced on industry in recent vears make the 


official 


up, even though they 


Government production index go 


don't contribute to 


the output of cars.’ 


Sylvania President On 
Distribution Council 


Don G. Mitchell, president of Svlvania 
Electric Products, Inc., has been chosen 
to serve on the National Distribution Coun- 
cil, it was recently announced by the Sec- 
retary of Commerce. The Council consists 
of twenty-nine of nationally known sales, 
marketing and research executives, and was 
formed for the primary purpose of helping 
American industry to improve its distribu- 
tion capacity and efficiency. 

In announcing the Council it was said, 


‘The 


stimulate 


function of the Council will be to 


American business in utilizing 
every practical means whereby America’s 
ability to distribute and consume the prod- 
ucts of its farms, waters, mines and fac- 
tories can keep abreast of America’s enor 
mously increased capacity to produce.” 


Mr. Mitchell is a former head of the 








CORNISH WIRE CO., wc: 


15 Park Row « New York City, 7 
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DEMAND EVERYWHERE 
| Because Ld 


JUSTRITE 


Hundreds of Dealers Making Sales 
With Safety-Approved Flashlight 
That's Justrite For All Purposes 





YOu can get immediate delivery on this 
Justrite Flashlight No. 17-S that’s safety-ap- 
proved by Underwriters’ Laboratories, Inc., 
and U.S. Bureau of Mines. It’s a sturdils 
built light that fits in palm of hand, stands 
on base or attaches to belt with clip. Plastic 
case is guaranteed unbreakable against or- 
dinary usage. Look for the Safety Approvals 
and be sure it’s JUSTRITE. 


Two Types of Light 


With regular type lens this 3-cell flashlight 
provides a “spot” beam of about 1800 ca 
dlepower. For wider spread beam it can b 
used with the new Justrite Honeycomb Lens 
(illustrated) which throws a circle of clea: 
even light 3 ft. in diameter at 8 ft. distanc: 
Stock this flashlight that’s the leader every- 
where! 


Write for name of your nearest Justrite Distributor 


JUSTRITE 


MANUFACTURING COMPANY 
2063 N. Southport Ave., Dept. A-4, Chicago 14, Ill 
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“YOU'VE GOT 
OASTSWELL 
OASTERS? 





N thousands of homes throughout 

the country, prewar TOASTSWELL 
Toasters are performing brilliantly. 
Thousands of housewives know the 
beautiful, efficient TOASTSWELL — 
each eagerly wants one. And now 
you can supply the demand! 
TOASTSWELL is the Fully Automatic, Pop-Up 
Toaster with two automatic controls—a Silent 
Clock and a Thermostat. It makes better, 


more uniform toast, with that delicious 
sealed-in flavor. 

TOASTSWELL Toasters are Nationally- 
Advertised, too — with TOASTSWELL Sand- 
wich Toasters, Food Warmers and Waffle 
Bakers. (Push easy-selling, profit-making 
TOASTSWELL!) 


THE TOASTSWELL COMPANY 
620 Tower Grove Ave. ¢ St. Louis 10, Mo. 


1 
ay YOU LOOK AT IT 
ue? “TOAST- SWELL 


“TOASTS-WELL” OR 


Omenicar Best’ 





Toartawell | 











American Man- 


Association. He was 


Marketing Division of the 
agement recently 
awarded a meritorious citation for dis 
tinguished service to the science of mat 


keting bv the associatio! 


ASSOCIATION NEWS 


BALTIMORE — The Electrical Manufa 
turers Representatives Associations, Inc. ot 
Baltimore announces that the 1947 Electri 
cal Show will be held on April 22, 23 and 
24+, 1947, at the 
Madison Streets, Baltimore 
News" 


members of the Association which will in 


Aleazar, Cathedral & 
Special “Show 
bulletins will soon be mailed t 


clude a blue print lavout ot booths 


. 


DETROTI 


trogram,” published by the Electric Asso 


In a recent copy of the E lee 


ciation of Detroit, full particulars were 
presented on the Planned Lighting School 
The registration tor this lighting school 
will be $3.50 tor members and $5.00 for 
non-members, These tees cover all neces 


sary books and materials. 


The twelve Sessions Wil he devoted to 


the design of lighting installations for 


TORK CLOCK 4S. A FAMOUS 
FOR TIME SWITCHES 







CLOCKS 


For all types of electrica 
switching and time ontrol 
Tork Time Clocks will control 
operations efficiently and au 
tomatically. Self-starting, all 
electric. A variety of models 
for minutes hours, 2 


ys, Oo 


weeks Plain or Astror 
Dials 
Price from Write for 
$13.00 list. Bulletins 


OTHER TORK PRODUCTS 


TORK ‘PERSONAL’: Portabie plug-in switch for } 
flice. Capacity 660 Watts. All standard feature 
TORK TYMOTHERM: For aut« and efficient } 
mtrol; ‘steady inte tent and off’ contr I 
sil, coal, or gas 
WEEKLY CALENDAR WHEEL: Optional feature 
tandard models provides f stomat 

me or more fay eact Vee 
POULTRY LIGHTING CLOCKS: standard n 

tomati Bright-Din ghting i1ipment 
poultr houses 
RELAYS AND CONTACTORS e SPRING-DRIVES 


MODELS e CAM OPERATED TIMERS e CLOCKS 
FOR SPORTS AND GAMES e SELECTOR 
WHEELS e TIME DELAY CIRCUITS e FREEZ 
ALARM FOR REFRIGERATION PROTECTION 


TUR CLOCh CO. 


MOUNT VERNON 
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THEUNIVER 
CLAY PRODUCTS CO. 
1549 EAST FIRST ST. 


SANDUSKY, OHIO 


14] 








All Insulated 
Shock-Proof 


QuelArc Plugs 








t= 


Quetarc circuit breaking plugs 
and receptacles are built with insulat- 
ing arc-trapping chambers surround- 
ing the contacts for safe use as current 
interrupting devices. The all-insulated 
plugs are available in male or female 


types 


All-insulated plugs have molded bake- 
lite handle, cable grip nut, and contact 


unit with integral housing. 


Shockproof plugs have a soft rubber 
molded contact unit with resilience 
that avoids breakage, and bakelite han- 
dle and cable grip nut. 


Male plugs can be used with inter- 
locking safety switch and QuelArc re- 
ceptacles, rating 60 amp., 2-wire 3-pole, 
and 3-wire 4-pole types. Female plugs 
also available 3-wire 3-pole, and 4-wire 


4-pole types. 


Consult your Pylet Catalog for com- 


plete listings of plugs and receptacles. 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, Illinois 





stores, othces, schools, factories and other 
commercial and industrial applications. 
Ihe principle underlying the proper use 
of available light sources and other lighting 
equipment will be discussed and demon- 
strated. Problems will be presented and 
practical solutions submitted. Visual train 
ing methods developed during the war will 
he used to present the subjects discussed. 
\t the Institute all types of lighting ap 
plications are illustrated by full scale mod 
els. There 


and work shops with multiple lighting svs- 


are stores, offices, school rooms 


tems which can be changed automatically 


at the flip of a switch. One type of lighting 


Hxtures will retract into the ceiling and an 
other type of completely different design 
will be lowered into place. 

Ihe members of Detroit's Electrical As 


sociation also plan to visit General Elec 
tric’s new Lighting Institute at Nela Park, 


Cleveland, on October 10 and 11 


KANSAS CITY At the first Fa 


mecting 


of the Electrical Association of Kansas 
City, two sound pictures were shown—Walt 
Disnev's The Dawn of Better Living” 


and “Summer Storm 


presented the 


Ihe first sound picture | 


story of the home from the first log cabin 
to the home of tomorrow. It showed the 
crude home of early America as it grew 
from an awkward dwelling to the gracetul 
electrical homes of today and tomorrow. 
Ihe second picture, “Summer Storm,” 
showed the inside story of electricity in 
every day life. This film took the members 
behind the scenes during a summer storm 
and gave the intimate details of how the 
utility men and equipment produce 


energy 


it a Moment’s notice. 


NEW ORLEANS — The Executive Com 
mittee of the Electrical Association of New 
Orleans recently held a luncheon meeting 
at the International House with President 
Carl O. Brown presiding. Members pres- 
ent were Wayne B. Wands, Carl D. Tay 
lor, J. R. Guidroz, W. E. Clement, I. W. 





CAST IRON BOXES 


Immediate Shipment 


SIZES 
6x6 x4 
10 x 8 x8 
20 x12 x6 
24° x18 x6" 


Surface Type 
Covers & Gaskets 
Black Enamel 
No Drillings 


ATLANTIC CONDUIT FITTINGS CO. 


589 ATLANTIC AVENUE 
BOSTON, MASS. 














VANATTA 


xwit 


THERMOSTATIC 


SOLDERING 









Six 
interchange- 
able screw-in 
tips adapt iron to 
@ variety of jobs. 


Sell Kwikheat Thermostatic 
Soldering Irons for profits and repeat 
sales. They give customers solid, satis- 
fying performance and long useful life. 
Built-in thermostatic control prevents over- 
heating...less re-tinning. Heats fast... only 
90 seconds. Use less current to keep iron at 


usable temperature. 


Two sizes, 225-wott and 450- watt 
Less than half the average weight of con- 
ventional-type irons of equal power. Perfect 
balance. Cool, plastic handle. Six inter- 
changeable tips and core of fast-heating 
copper alloy. Body of heat-resistant chrome 
plate. Push the new, modern, fully guaran 
teed Kwikheat Soldering Irons for profits. 


— we AT 


THERMOSTATIC 
We oLpeninc TY 


A Division of 
Sound Equipment Coporation of California 
3903 San Fernando Rd., Glendale 4. Calif. 
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Tufts, E. N. 
A. B. Lindauer, A. Bruce Hav, B. P. Babin, 


Avegno, T. Glenn Smith, 


Lehde. 


Secre- 


r. B. Hartley and Pendleton EF, 


\fter a reading of the minutes by 
tary Guidroz and presentation of the finan- 
usual 


quick 


ial report by Treasurer Tufts, the 
vutine business was disposed ot 
der. 

A number of applications for member 


Avegno 


p (for decision of the Executive Commit 


ship were received. FE. N. srought 


matters in connection 


\pphiance 


Ile also reported the tinal details ot the 


tee) a number of 


vith the coming Home Show. 
recent “Better Living Contest.” 

The Electrical 
Golt Tournament 


Dinner was 


Annual 


Barbecue 


Association's 
Outing” and 
recently held at the Colonial 
Country Club, Golfers teed off at 12 
had 


played, an excellent barbecue dinner was 


noon 


and after the nineteen holes been 


served, following which prizes were 


winners of the golt 


awarded to the tour- 


lament, 


MORE FACTS 


ON PRODUCTS 





Incandescent Lighting Equipment — Cata- 
log 46, published by the Pittsburgh Reflec- 
tor Company, Pittsburgh, Pa., presents the 
company’s postwar line of Permaflector in- 
indescent lighting equipment for commer- 
cial, institutional and industrial applica- 
tions. Sectional divisions of the catalog in- 
lude data on the fundamentals of good 
ighting, calculating illumination require- 
ments, and proper lighting 
source, 


selec ting the 
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Electric Welder Phe General Electric 
Company has issued a four-page bulletin, 
GEA-4630, describing and illustrating the 
ompany’s new welding unit which was 
lesigned specifically for farm use. Included 
in the bulletin are typical application 
photos of the farm welder in operation. 


een ion"? ELECTRICAL WHOLESALING 





Solder—In a four-page bulletin T-200-546- 
10, the Alpha Metals, Inc., Brooklyn, N. Y. 
lescribes its solder produc t, Iri-Core. 
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Insulators — The General Ceramics and 
Steatite Corp. of Keasbey, N. J. has recently 
ublished an attractive catalog, No. 2000, 
vhich describes and illustrates the com- 
inv’s various types of insulators. The 











catalog contains many illustrations 
ot properties, applications, diagrams, an 
an identification tab s\ 


a quick reference. 


stem t ta tate 
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Relays—Bulletin 104, on midget 
relavs designed for use in 

transmitters, aircraft control circuits and 
applications where space is limited, is fulls 
illustrated. ‘he bulletin 


meta ise 


smati radi 


include s contact 


data, contact arrangement diagrams di 
mension sketches of front and rear mounted 
units and enclosing cover data for both 
standard and heavy duty relays. Ward 


Leonard Electric Co., Mount Vernon, N. ¥ 





NALCO <™™, 
Dritherm 4 
INFRA-RED 


LAMPS 


ln oe ee ae ee oe ee ee ee ee ee ee ee ee 


For Controlled, Radiant 
Heating 


No matter how small 
or how large your 
installation job, 
Nalco Dritherm In- 
fra-Red Lamps will 
supply speedy, thor- 
ough, penetrating 
heat with economy, 
because Nalco Radi- 
ant Heat is easily 
controlled — starts 
penetrating the In- 
stant it is switched 
on—no warming up 
period. 





Se eee ee ee ee oy 
me ee 


a 





shows 


Illustration 
5-lamp portable unit. 


popular 


The great flexibility of Nalco Dritherm Infra-Red 
Lamps make them suitable for every kind of operation 
that requires radiant heat for drying, curing, baking, 
and dehydrating. Available singly, in pairs, in 
groups, or in banks. 


NATIONALLY ADVERTISED 


1044 Tyler St., St. Louis 6, Mo 
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BOISE, IDAHO 


Koom Heaters—Folder 6-46, published by 
the Electromode Corp., Rochester, ta 
describes the advantages of home heating 
electrically and includes specifications on 
the Bilt-in-Wa 


series of heaters 
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mention 


Wires and Cables—Booklet 101-46, entitled 


“Rome Synthinol Thermoplastic Wires and 
Cables,” contains specific information ot 
the type of building wires, portable cords, 
machine tool and control wires, radio wires, 
and control cables manufactured by the 
Rome Cable Corp., Rome, N. Y. 
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mention 











VULCAN 
Pygmy 


ELECTRIC SOLDERING TOOL 
for delicate soldering tasks 









BY THE SAME 


SPECIALISTS IN j 
| ELECTRIC HEAT wt 
| VULCAN Professional “aaa 
| Soldering Tools 

VULCAN Electric ve 


Glue Pots and 
Melting Pots 


VULCAN ELECTRIC CO. 
Danvers 9, Mass. 


Electric Soldering Tools 
Electric Solder Pots 
Electric Heating Units 
















COCUUECEDEDECEEDEEDEDEDOCEOEOECEREO TOOL EE OUOEOUOETEORODOETRU DEER CEDECEOEDODEO EU EOROREDEDEDEDEDEORU RESET EEE EEDA 


HUGH McNAIR COMPANY 


P. O. BOX 1404 


MTT 


REPRESENTING 


MONARCH LIGHTING FIXTURE COMPANY 


FLUORESCENT FIXTURES 
NEW DESIGN & BETTER PERFORMANCE 


TTT LLL 


TL 


TEEPE EU OSOSDECEODERTREGEDEDEOEOODEOEUEOROEUTEDEDEOEDEDEOEDUGUEE OEE EOCEODUDEDEOEORREOEDEOROETRROTTODODEDs 














Whatever your Wiring 
Device requirements — you 
can't go wrong when you in- 
stall P&S Outlets that hold 
caps firmly in place — Pre- 
cision-built switches (with T- 
rating)—Sockets built for life- 
time service. 


Keep your P&S Catalog handy 
— and remember — 


The Best Costs Less in the Long 
Run. 


Sold through Electrical Wholesalers 


PASS & SEYMOUR INC. 


SYRACUSE 9, N.Y. 
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Here's a Sales Tip: 





Suggest Fusetrons to 
prevent motor burnouts 
from Single Phasing 


Most of your customers should be interested in the simple, inexpensive 
way in which Fusetrons can protect motors. 

Of course, larger motors are protected with thermal cutouts or overload 
relays. But thermals and relays are part of a mechanical device and experi- 
ence has shown that such devices sometimes stick or fail to operate. Hence, 
in spite of such protection, motors do continue to burn out. 

















Do this to protect a motor 


Replace fuses used for short-circuit protection with Fusetrons of MOTOR- 
RUNNING protection size. 

You then get the same protection against short-circuit PLUS double protec- 
tion against overloads or single phasing. 

If thermals or relays fail to operate for any reason, the Fusetrons will 
function independently. 


It's as easy as changing fuses 


The Fusetrons of motor-running protection size can be used in the motor 
control switch or in the panel board or anywhere in the circuit—so long as they 
handle ONLY the motor current. 

The cost is practically nothing as Fusetrons cost little more than the lowest 
priced fuses. In many cases the Fusetrons will actually save money on replace- 
ment costs as they will be used in a size smaller than would be possible with 
fuses. (Inexpensive reducers are available to make smaller size Fusetrons 
fit larger size fuse clips. ) 


Another tip 
Remember Fusetrons do a lot more things than protect motors against 


burnout. So, before talking to your customer maybe it will pay you to glance 
over the Fusetron Bulletin in your binder and freshen up your whole sales talk. 





No current flowiny 


























Bussmann Mfg. Co., St. Louis, Mo. 
Division McGraw Electric Company 


BUSS FUSET 























